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For 80 years Oneida Victors have been 
the favorites of trap-wise trappers. 
Improved from year to year, today 
they are better than ever. 

Every year millions of trappers, 


farmers and farm boys are reminded 


August 25, 
1938 


SAY 


of Oneida Victor’s long record of 
leadership by consistent advertising 
in leading ‘magazines. This year 
17,653,971 messages will reach them 
through these ten leading farm and 
trapping magazines. 


That’s why it will pay you to carry a good stock of 


ONEIDA VICTOR 
TRAPS 


ANIMAL TRAP COMPANY OF AMERICA, LITITZ, PENNA. 
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Peck, Stow & Wilcox CO- 


southington, Conn. 
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ASK YOUR JOBBER 


er Na 
*For the purpose of better distribution certain distribu- bli c 
“ tors sell the WORTH Tools under their own private N 
brands. All such carry this SYMBOL in addition to the 


. ov 4o ° 
ret that the e 


MR. RETAILER: brand name. It is your protection . . . look for it. 


This genuine SALES- MAGNET established in your store will prompt 


ly begin exposing tools 
to your customers . _ , that SELLS tools for YOU. Visit a store that has one. 


THE PECK, STOW & WILCOX COMPANY etx’) SOUTHINGTON, CONNECTICUT 


FINE TOOLS ond SHEET METAL WORKING MACHINERY SINCE 1785 
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Offers These Effective 
MERCHANDISERS 


mR 





HESE ‘silent salesmen” 
are real workers! They 


make it easier for clerks 
to sell and for custom- 
ers to buy. They enable 
you to simplify your lock 
department—to stand- 
ardize your padlock, 
rim lock, cabinet lock 
and trunk lock business 
all under the one world- 
famed trade mark YALE 
—the name that “helps 
make the sale.” 





The Merchandisers shown are but a 
few of those available. All have the 
highly attractive green suede finish. 


NO CHARGE FOR THE MER- 
CHANDISERS—YOU BUY 
Yale Auxiliary Lock ONLY THE LOCKS... . CALL 

Merchandiser YOUR JOBBER OR WRITE US. 





THE YALE & TOWNE MEG. CO. 


Yale Cabinet and Trunk 
STAMFORD, CONN., U.S.A. Lock Merchandiser 
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Fs years, youve sold 
* REPUBLIC STEELS 


} 
i 
j 


Npewers 


@ Do you know that every time you sell the Browns, the Joneses, the Smiths or 


c Fe ae 





someone else a lawn mower, you probably sell them Republic Steels? 

Lawn mower manufacturers are faced with keen competition. Every maker 
strives to produce a better mower at a lower price than his rival manufacturers. 
Every maker of well-known mowers is jealous of his reputation — protects it 
with quality products. And many of them attain these objectives with the aid of 
Republic steels — quality steels that are used by fabricators of every type of prod- 
uct to build quality into their merchandise. ’ 

Why not go a step further and sell the same dependable Republic steels in the y | 
forms of the standard hardware products illustrated below? They will accomplish (gay 
for you what Republic steels are doing for manufacturers — provide you with a 
quality line that sells, stays sold and creates business-building customer satisfaction. 


REPUBLIC STEEL accept substitutes. Write us for full information 


BERGER MANUFACTURING DIVISION - STEEL AND TUBES, INC. ong che name of your nearest distributor. 
UNION DRAWN STEEL DIVISION - TRUSCON STEEL COMPANY 
NILES STEEL PRODUCTS DIVISION 


Call your jobber. Tell him that you want to 
know all about Republic Steel products for the 
hardware trade. If he doesn’t stock them, don’t 





Republic Steel Corporation, Cleveland, Ohio. 
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REPUBLIC STEEL PRODUCTS 


FOR THE HARDWARE TRADE 
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Garage doors glide up and 


are safely parked overhead 
—the up-to-date 
National method 
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ERE is a garage door set as modern as the 

car of tomorrow, incorporating a principle of 

easy, free door manipulation that forever ends the 
annoyance of cumbersome, hard-operating doors. 


No. 900 National Door Set 


possesses such fine features as rabbeted joints to ex- 
clude moisture, a special cam closing device to hold 
doors snugly closed, and a heavy reinforcing steel 
bar at the top of the door to prevent sagging. 





Below—special 
closing feature 


The weight of the doors is perfectly counterbalanced 
by heavy vertical springs operating with cables and 
enclosed pulleys—a simple, positive mechanism that 
operates smoothly without care or attention. 


Above—note 
rabbeted joint 


In ever-increasing number, motorists with new cars are vitally interested in this mod- 
ern garage door. Your trade also will be enthusiastic about the ease with which this 
set is installed, the doors being fully glazed and most of the hard- 


ware being already mounted in place. 
There is aaa WATIOWAL 
ere is an extensive variety of both regular and special sizes to WEG. CO 


accommodate doorways of practically every size. 


Write today for full particulars 
about this popular sales leader. 
National Builders’ Hard- 
. ware is sold direct to the 
t | M t t C retail dealer—a policy 
National Manutacturing Co. sissnse 
service and direct selling 


STERLING ee ILLINOIS , cooperation. 
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New No. 5322 Assortment 
Provides 12 Hammers in 4 






Popular Price Classes for Fast Turnover 


@ There are no slow-selling items to grow old in 
stock in this new No. 5322 balanced assortment of 
Kelly Hammers. The assortment consists of: 


5 Hammers to sell @ $ .50 each 


3 Hammers to sell @ .75 each 
2 Hammers to sell @ 1.00 each 
2 Hammers to sell @ 1.25 each 


ASSORTED TO MEET DEALERS’ SALES AVERAGES 


Completely and attractively displays four different 
hammers. No high-priced or slow-selling item. 
Repeat orders will be for complete assortments. 
Eliminates necessity of ordering small odd lots to 
fill in assortments. 


The 12 hammers are packed in a striking new 
counter or window merchandiser new in design and 
new in construction, with features never before in- 
corporated in a display carton. 4 hammers are 
always on display and the balance covered against 
damage or soiling in the bottom of the carton. As 
a hammer is sold from the display on top, it is 
replaced by a clean, fresh one from the stock in the 
bottom. Ask your jobber’s salesman to quote you. 


KELLY AXE & TOOL WORKS OF 
The American Fork & Hoe Company 
Makers of Essential Tools CLEVELAND, OHIO 
P. S. 216-page catalog of TruE TEMPER Tools sent free at 


your request. Drop us a card today. Address: 
2000 Keith Building, Cleveland, Ohio. 





FORKS © RAKES © HOES * SHOVELS * AXES * HATCHETS * HAMMERS © SCYTHES © FISHING RODS AND BAITS * GOLF SHAFTS 
AUGUST 25, 1938 
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BIG, POWERFUL f 
LEAN-CUTTING | 
No. U-416 and how 


16” 


$3.00 : 
Cuts curves as well as 
straight lines. Other * 


models for every type 







of service 


@ Big brother to a famous line of quality 


snips, U-416 has met with phenomenal 
sales success. 




















And the answer is clear. Where else can 

tool users match this combination of T 
fine design, heavy-duty power, quality n 
workmanship and moderate cost ? re 


Dealers who are displaying Crescent 
Snips report a surprisingly wide market 
for U-416. It is extremely popular in air- 
conditioning work. 


Be sure that your Crescent Snip assort- f 
ment includes a stock of U-416’s. Like 

all Crescent Tools they are fully guar- 

anteed. Order from your jobber. 


CRESCENT TOOL CO., JAMESTOWN, N. Y. | 
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CRESCENT 32!" TOOLS 
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ONCE THEY'VE USED J2L ROOFING, 
MY CUSTOMERS ALWAYS COME BACK 
FOR MORE WHEN THEY HAVE 
ANOTHER ROOFING JOB TO DO. 

| KNOW IT WILL GIVE YOU SAT- 





ISFACTION IN EVERY WAY 





You can share this dealer’s successful 
experience by stocking and featuring 


J&L ROOFING ona SIDING 


Take advantage of the profit-making possibilities offered by the great 






number of houses, barns, factory buildings and shops which need the fire- 
resisting, weather-resisting protection of J & L Roofing and Siding. 


These sheets are a superior safeguard against the elements because they 





are strong and durable, and covered with a tight, even coating of galvan- 


izing which preserves the full gage and full strength of the underlying 
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by water, lightning and fire. They give the owner security against losses from 
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¥ 
metal. Buildings constructed of these sheets are protected against damage 
ie : f 
fire and storm. In addition, they are vermin-proof. 














You can tell customers that J & L Roofing and Siding last long and 





save money -— that they are suitable for all types of buildings and 
ure easily installed. Take advantage of the new building construction 
and extensive replacement buying which is now going on in your ter- 


ritory —by stocking and featuring J & I. Roofing and Siding. Order 


J&L 


JONES & LAUGHLIN STEEL CORPORATION Will ere od - 


from your J & L distributor today. 





PITTSBURGH PENNSYLVANIA CARBON STEEL PRODUCTS 


FOR NEW AND BETT 1S 
MAKERS OF HIGH QUALITY IRON AND STEEL PRODUCTS SINCE 1850 FOR) , BETTER USES 
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ROPE 
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OW is the time to check your 
stock of rope — and replen- : fies tt 
ish your supply with Columbian ote 
Pure Manila Tape-Marked Rope featu 
that has customer-appeal, sales- leaks 
building quality and steady, year- drain 
in-and-year-out customer accept- og 
ance and demand. j _ 
Columbian Rope is better rope be- & i 
cause it is waterproofed and lubri- sheet 
cated. It is flexible even under the over- 
most adverse conditions; stands each 
up better and wears longer under desks 
the most strenuous usage. ° job | 
COLUMBIAN ROPE COMPANY make 
Auburn, “The Cordage City,” N. Y. If 
want 
tion 
woul 
have 
woul 
cae 4 you 
Wi feat 
tee ing ¢ 
Mp a TRY 
a sent: 
da samy 
i PEE Sag 4 proo 
ye’ regu 
Sidi 


TAPE-MARKED my ee oe 
PURE MANILA ki a 


R 0 p E ’ le QUALITY or 
ee 
every step of the way U 
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THE TREND IN ROOFING IS TO STEEL 


_ Let STORMSEAL’s 
Leak-proof Features keep Sales 


right in Your Store! 


YOU can stop roofing sheet cus- 
y tomers from “shopping around” 
)by showing them U-S-S StormSeal 
Roofing. For this roofing sheet satis- 
‘fies the most particular customer. 

StormSeal has special leak-proof 
features that are designed to stop 
leaks in the stormiest weather. Twin 
drains carry off any moisture that 
may seep or be blown into side-laps. 

| Firm cross-crimps put an end to end- 
4 lap seepage, even in a strong wind. A 
* pressure lip on each sheet holds the 
sheets tightly together at the end 
over-lap, while a tension curve in 
each sheet holds it snugly against the 
decking. Wind is kept out. The whole 
job looks trim. And the flat top’seam 
makes nailing easy. « 

If you were a customer that 

wanted maximum roofing protec- 
tion at low cost (and they all do), 
wouldn’t these StormSeal features 
have real value to you? You bet they 
would. That’s why we say that when 
you point out StormSeal’s valuable 
features, you stand little risk of los- 
ing customers to competition. 
TRY IT. Ask your jobber’s repre- 
sentative or write us for handy 
samples that show StormSeal’s leak- 
proof features. Ask, too, about the 
regular line of U-S-S Roofing and 
Siding Sheets—including Corrugated, 
V-Crimped, or Flat — in standard 
Open Hearth or rust resisting Cop- 
per Steel. Also available are corru- 
gated Ridge Roll, V-Capping and 
flashings; likewise, plain Ridge Roll 
and V-Capping. 








CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 


COLUMBIA STEEL COMPANY, San Francisco 
United States Steel Products Company, New York, Export Distributors 


UNTIED STATES STEELE 
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¢ PROFITABLE 











ROLLER SKATE 
BUSINESS 7 





























Each pair individually packaged 


A WELL-KNOWN line of established QUALITY 
Bunt with quick-to-appeal FEATURES and offered at 


Costs that are lower than average . . . bound to increase 
your roller skate sales and profits. 


UNION HARDWARE offers just such a line. Take advantage 
of UNION HARDWARE’S reputation for sustained quality 
and performance built up over nearly three-quarters of a cen- 
tury. Make plans now to cash in on a profitable roller skate 
season by displaying the famous UNION HARDWARE Ball 
Bearing Extension Roller Skates in your store. Then watch 
your roller skate sales climb! 


* All metal parts of UNION HARDWARE Roller Skates 
are made from finest cold rolled steel 


® Trucks oscillate with the best rubber cushions—enable 
skaters to turn in a three-foot circle 


*Smooth running double-ball bearing wheels insure 
speedy, easy operation 


* Formed steel loop protects strap—prevents cutting or 
pulling out 


* Extension feature permits quick accurate adjustment to 
shoe size 


Ask for your copy of the new UNION HARDWARE 
Roller Skate catalog. It describes and illustrates many 
attractive models for both outdoor and ring skating. 
Order through your jobber. He can supply you. 


BEWVEE. @ 
HARDWARE COMPANY 


ABLISHED 1 
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NEW YORK OFFICE IS|' CHAMBERS STREET 
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= got all the smashing sales wallop of a 16-inch gun—this Double Barreled § 
1939 Sentinel Line. 

A revolutionary new Farm Radio with the lowest operating cost in battery 
radio history—City Radio with an amazing new and exclusive Front-Adjusted 
Electric Push-Button Tuning System—both at the lowest prices ever offered 
for quality receivers—and each model built to Sentinel’s highest standard of 
quality—with every new and modern radio feature—irresistible values—mer- 
chandise that’s packed with sales appeal. 

Get your 1939 Radio Profits with the Double-Barreled Sentinel Line—Mail 
the coupon today. 


4 s + 
lity PZadto Tam Fado 
e Amazing New ELECTRIC Push-Button Tuning ——- nome eee 60%—with the lowest operat- 
ng cost in history. 


System. 
e Smart Molded Bakelite Cabinets. eRAD-O-FONE, the private telephone for the farm. 
e RAD-O-FONE, the private telephone for the home. e Distinctive Cabinets. 


e Novel Thermometer Type Dial. ¢ 1% Volt, 6 Volt, 32 Volt, 6-110 Volt and Hi-Line Models. 


TINEL QUALITY 


* 






AT LOWEST PRICES EVER OFFERED! 


SEN 
t: MAIL THIS COUPON 












SENTINEL RADIO CORPORATION | 
Dept. H. A. 8 2222 Diversey Parkway, Chicago, U. S. A. 
Please rush me complete details of 1939 Sentinel Line. | 


O Farm Radio 0D City Radio 





COOPER EEO EEE EEE HHH HEHEHE HEHEHE HEHEHE EEE EEE EEEE HEED 


OOOO EERO EHH REE HEHEHE EEE EEE EH EEE HEE OEE EEE EE EEED 








NC 8 i222 © 





AUGUST 25, 1938 








«PTA ”" 
t one teh 


At 


2 10. 


SENIOR ASSORTMENT 


@ 208 Wall Transfers (8 each of 26 different 
designs) with FREE COUNTER DISPLAY 
consisting of a beautiful loose leaf book of 
actual transfers mounted on the front of a 
large electrically lighted display above an 
electrically lighted plaston panel. One of the 
most attractive sales displays we’ve seen! In 
back is an indexed stock file of individually 
glassined transfers. 


JUNIOR ASSORTMENT 
@ 104 Wall Transfers (4 each of 26 different 
designs) with FREE All-Metal Counter Dis- 
play and Stock Container, on the front of 
which is mounted on a ring binder a com- 
plete book of these actual transfers. Indexed 
stock file, in back. 


TRIAL ASSORTMENT 


@ 52 Wall Transfers (2 each of 26 different 
designs) with FREE easel back Display Card 
showing in actual colors the entire line of 
Wall Transfers, together with an Indexed 
Stock Box. 


FAST SALES, TOO, ON 





EASILY APPLIED 
“SIMPLY DIP IN WATER, AND SLIDE OFF” 


@ Now America’s leader in Transfers—announces a stun- 
ning line of gorgeously colorful wall decorations, so much 
the vogue in adding smart distinctive touches to recrea- 
tion rooms, breakfast nooks, bathrooms, nurseries, kitch- 
ens—most anywhere. And a quick easy way of creating 
quick, profitable sales demand in every locality—through 
an arresting electrical display and stockkeeper (see illus- 
tration above). 


Five attractive sets — Juvenile Set, Marine Set, Bath 
Room Set, Kitchen Set and Floral Set—26 separate de- 
signs in all. Available in Senior, Junior and Trial Assort- 
ments—at prices that mean quick turnover and r-e-a-l 
profits. 


Jobbers: Wire, write or phone immediately for discounts 
and full details. 


—SHEFFIELD Aluminum Paint, Paste, Powder. SHEFFIELD Oil Colors. SHEFFIELD 
Kleen-A-Paint. SHEFFIELD Three Star Floor Cleaner. SHEFFIELD Crack Filler. SHEFFIELD Kleen-A-Brush. 
SHEFFIELD Iron Enamel. SHEFFIELD Bronze Powders. SHEFFIELD Woodfix. 


Che Sheffield Bronze Powders Stencil a 


Cleveland, Oo. 
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* HELLER NUCUT IS A 
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EVERY TIME, ALL THE TIME 




















FILES must have a ‘lot on the ball’ to satisfy today’s critical buyers. 
Just average cutting ability is out. Nowadays the file user wants a tool 
that will cut fast, cut clean, cut true. 


HELLER NUCUT is your answer. Its better performance is certain to 
please your customer. That means more orders. It also strengthens your 
reputation as a distributor of reputable merchandise. In what better 
way can you build both good will and good business? 


| 

7 

g 
Profit-minded dealers are invited to look into | 


SELL 


3 


the HELLER NUCUT protective sales policy. Oppor- a TH E FI LE 
tunities in your territory may be waiting for you 4 
Li | that you should know about. Write today for | with the 


i all the details. f, WHITE TANG 
muaiaise =€=HELLER BROTHERS COMPANY 
3 NEWARK, N.J. NEWCOMERSTOWN, OHIO 


HELLER NUCUT “WAVY TEETH’ FILES 


PROTECTED BY U.S. PAT. NO. 2,027,039 
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CHICAGO PADLOCKS 
LOCK BOTH SIDES OF SHACKLE 


Chicago Padlocks are DIFFERENT—inside and out! For example, see 
illustration to the left. Note how revolving cam while locking one side of 
shackle automatically throws sliding bolt into other side, using our patented 
DOUBLE LOCKING PLUG—locking both sides of shackle in the one 
operation. . . This is but one of Chicago Lock’s many SUPERIOR features. 
You'll sell MORE Chicago Padlocks—because they give you MORE to sell! 


3 Big Price Leaders 


oe) @ @ 


in America’s Fastest Selling 
ee ee Quality Line of Padlocks 


FEATURE THIS NEW 25c SELLER==~,, 


It will bring you Sales, Turnover, Profits 


2 b cs e 
like you've never enjoyed before... 
Again CHICAGO leads! with this fine new 25¢ seller! Never before has so 


much value been offered at anywhere near this low price. Never before such 
thief-proof construction—inside and out! Self-locking. Swing type cam locks 
BOTH SIDES of rust-proofed steel shackle. Handsome, rust-proof white metal 
case. No rivets. The whole NEW Chicago Padlock 
Line is the talk of the hardware world today. A 
HIGH QUALITY Line—built and priced to SELL— 
with good profit margin for both jobber and dealer! 
Investigate! Write today for free catalog featuring 
entire Chicago Line! 


Lier 
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Cut open 

view show- 
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locking ac- 
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PACKS 


Sales go UP—When Chicago Padlocks go IN! 


Distributed entirely through Jobbers. Ask your Ss 
Jobber about the Chicago Line s 
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2024 N. RACINE AVE. 


CHICAGO 
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Informal Editorial Comments 





HOLD-UP :— 

It is grossly unfair for a retail 
hardware dealer to try to load 
part of his advertising and sales 
promotion costs on either whole- 
salers or manufacturers. It is 
equally unfair for wholesalers to 
try to “hold up” manufacturers 
for similar donations. Advertis- 
ing and other sales promotion 
costs are a proper part of business 
operating expenses which should 
be borne by the firm using such 
promotion and are just as much a 
part of business operations costs 
as wages, rent, light, heat and the 
cost of goods and deliveries. There 
may be special reasons or oc- 
casions where either manufac- 
turers or wholesalers, or both, 
wish to enter into a cooperative 
advertising investment with their 
distributors. But the present in- 
creasingly prevalent practice of 
putting a little gentle “heat” on a 
source of supply for what amounts 
to merely a contribution is a form 
of “hold up” and should be dis- 
couraged. The Robinson-Patman 
Law prohibits any contributions 
for advertising that are not actu- 
ally used for such purposes and 
prohibits any other “special re- 
bate” not available to all competi- 
tors. In simple language—if you 
give a donation to one customer 
you must give the same to all of 
his competitors, the terms, quan- 
tity, etc., being the same. Obvi- 
ously, no manufacturer could af- 
ford contributions to all of his 
wholesalers or to all of his re- 
tailers nor could any wholesaler 
afford similar financial aid to all 
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of his retailer-customers. Discuss- 
ing this problem with manufac- 
turers, we learn that this practice 
is on the increase and that a great 
many producers merely ignore 


.such form letter bids for contribu- 


tions. Another interesting fact, 
learned from these discussions, is 
that the majority of requests seem 
to come from relatively small 
buyers of goods made by the firms 
asked to donate. 


HARDWARE AGE 
SPECIAL :-— 


Once again there will be a 
HarRDWARE AGE SPECIAL train 
from Chicago direct to Atlantic 
City for the coming October con- 
vention. The train will leave 
Chicago, via Pennsylvania Rail- 
road Saturday, Oct. 15, 1938, for 
early arrival Sunday morning, 
Oct. 16. As before, complete 
modern equipment will be as- 
signed for this special train and 
the schedule arranged to permit 
folks along the route to join the 
train at their own stations. This 
train has become a major institu- 
tion in adding pleasure and com- 
fort for those coming from the 
west to the Atlantic City conven- 
tions and so we are happy to 
again sponsor the idea. Further 
details will be announced later. 


by es 1 
EDITOR, HARDWARE AGE 





In the meantime have in your own 
mind that you will want to join 
your many friends on this special 
train when convention time rolls 
around. . 


LICENSE LAW:— 


House Bill 47 Illinois was de- 
feated, largely through the efforts 
of the Illinois Federation of Re- 
tail Associations, a body com- 
prised of the state associations in 
the hardware, and a dozen other 
retail lines. In other words, a 
unitéd front of independent re- 
tailers made its power felt among 
office holders and a vicious license 
law bill was killed. This particu- 
lar proposed Illinois state legisla- 
tion would have permitted cities, 
villages and incorporated towns 
to tax or license “the privilege of 
engaging in certain occupations, 
etc.” with the monies collected 
available for relief work. But 
there was no assurance that such 
monies would go into relief work 
permanently. The threat of politi- 
cal reprisals through tax levies, 
imposed locally, needs no further 
comment. A business could easily 
be taxed out of existence under 
the leeway of such legislation. The 
bill was defeated because indi- 
vidual retailers did plenty of foot 
work in addition to their collec- 
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The Lockwood Ball Bearing Door Closer 
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tive attack at the state capitol. 
Dozens of merchants made _per- 
sonal visits to their district legis- 
lators and “unsold” them on this 
proposed law. At the capitol, 
representatives from all the trade 
groups in Illinois fought shoulder 
to shoulder, under the auspices of 
the Illinois Federation, and an- 
other victory was won. No single 
organized retail group could have 
accomplished this victory nor the 
many other legislative victories to 
the credit of the Illinois Federa- 
tion. But don’t overlook the high- 
ly important individual work that 
was done by the merchants them- 
selves. 


SUPER-SERVICE 
STATIONS :— 


Sponsored by leading tire man- 
ufacturers, notably Firestone and 
Goodrich, the new super-service 
stations are steadily encroaching 
further and further on regular 
hardware store lines. Primarily 
gas, oil and tire service stations, 
these huge places have been selling 
radio, electric refrigeration, a full 
line of auto parts and accessories. 
They are now reported to be add- 
ing complete hand and power tool 
departments, bicycles, polishes, 
etc. At present these super-service 
stations are located only in major 
cities, in congested areas, but as 
they are open long hours, seven 
days a week, they present a new 
competitive problem for retail 
hardware men. There is nothing 
illegal or improper about their op- 
erations nor are they, as yet, seri- 
ous price cutters but they do col- 
lectively represent one more group 
of competitors eating into existing 
hardware store volume. Add to 
this the realization that Western 
Auto Supply, Gamble Stores, 
Coast to Coast Stores, and many 
other national chain groups are 
also getting deeper and deeper into 
hardware, paints, and housefur- 
nishings and the entire competitive 
problem becomes more complex, 
holding a future threat of spread- 
ing available hardware store trade 
more thinly over more kinds and 
types of distributors. It will in- 
creasingly become a keener battle 
for greater retail hardware effi- 
ciency, better displays, more 
hardware store advertising, 
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planned selling and a wider vari- 
ety of merchandise in hardware 
stores. It calls for more econom- 
ical wholesaler-retailer distribu- 
tion practices based on harmoni- 
ous concentration of buying in re- 
turn for better prices made pos- 
sible through economies, incident 
to concentrated buying habits. It 
is probable that these new super- 
service stations will do consider- 
able newspaper and other adver- 
tising. Presumably they will follow 
chain store practices and feature 
loss-leaders, many of which will 
be standard hardware store items. 
It will be weil to watch such offer- 
ings and investigate the possibility 
of preferential buying prices based 
on alleged volume. Here is an 
excellent focal point on which to 
direct further use of fair-trade 
laws, now existing in 43 states plus 
the available aid of the Robinson- 
Patman law. 


CO-OPS:— 


According to survey data from 
the Department of Commerce, 17 
per cent of the American farmers 
are buying their 1938 require- 
ments through consumer coopera- 
tives. This marks an increase of 
147 per cent in eight years as the 
record in 1930 shows that only 
6.9 per cent were then buying 
through co-ops. This is extremely 
rapid growth and if it continues 
will place the co-op movement in 
first place as a competitive head- 
ache for independent retailers. As 
a form of competition it looks to 
me like a more serious threat than 
chain store competition due to the 
indefinite special privileges and 
“wet nursing” co-ops enjoy from 
local and national government. 
The entire co-op problem merits 
most earnest attention by hard- 
ware men and their associations. 


WHO HAS IT?:- 


A reader of H. A. writes, “Ir- 
ving Kemp has suggested that you 
could probably give me a copy of 
a most amusing letter written by 
an employer to a salesman who 
has been on the road trying to sell 
his product. The salesman’s ex- 
pense account included references 
to horse and buggy, etc. The em- 
ployer comments indignantly on 


the expenses, especially the horse 
and buggy item, and winds up 
every paragraph of his long letter 
with a statement that ‘what we 
want is orders.’ I have tried for 
years to get a copy of this often 
referred to letter but without suc- 
cess.” We don’t have a copy of 
this letter but it surely sounds very 
interesting. If any reader has this 
letter or knows where to obtain a 
copy we would appreciate hearing 
from him. Assuming it is “fit to 
print” this letter will be published, 
providing amusement, if not edu- 
cation, to all of our readers. If 
you know about this letter please 
let us know. 


HOBBIES :— 


Hardware men have a great 
variety of hobbies. Since we 
started the Hardware Men’s Hob- 
bies page we have received many 
interesting letters on the subject 
of hobbies. So far, the majority 
of hobbies pursued by hardware 
men have some relation to their 
daily work—in the sense that fish- 
ing and hunting is allied with the 
sale of sporting goods and bee 
farming is akin to selling bee sup- 
plies, etc. Photography is a pop- 
ular diversion for hardware folks 
and there are many stamp collec- 
tors within the industry. Among 
these are many specializing col- 
lectors who save only certain types 
of stamps or stamps only from 
certain parts of the world. Others 
collect only stamps having certain 
types of decorative design. The 
one hobby that we expected to find 
in greater numbers was home- 
craftsmanship — the making of 
wooden and metal objects through 
the use of hand and power tools. 
That would seem like a natural 
hobby for hardware folks but to 
date there have been very few 
homeworkshop enthusiasts. The 
more one thinks about hobbies for 
business men the more one realizes 
the really great worth of having a 
hobby as an outlet for surplus 
energy and as a diversion from the 
toils of the day. What is your 
hobby? Or, who do you know 
in the hardware field who has a 
hobby which he pursues actively? 
Write and tell us about it or better 
yet send us a snapshot showing 
the hardware man practising his 


hobby. 
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DUMBELL 





J. HAROLD DUMBELL Says: 





I HAVE followed with a great deal of interest the educational pro- 
gram presented to the trade in the various issues of HARDWARE 
Ace entitled “Taking the Mystery Out of Builders’ Hardware” which 
has been so ably presented by Adon H. Brownell. 

As I glance back over the years and recall my own entry into the 
hardware business, it impresses me of the wonderful opportunity 
the young man of today has to learn and become proficient in the 
distribution of contract builders’ hardware. To pass up this oppor- 
tunity would be like refusing a scholarship with all expenses paid. 

We, who may be considered “old timers,” know of the opportuni- 
ties that are ahead for the young fellow who is ambitious and de- 
sirous of becoming an efficient builders’ hardware engineer. In my 
position with the National Association of Contract Builders’ Hard- 
were Distributors I have learned of the urgent need for capable men 
in that field of endeavor. 

Let’s look back a number of years. Fortunate, indeed, was the boy 
who was transferred to the builders’ hardware department where 
he could vision his future furnishing hardware for new buildings. 

In those days manufacturers’ catalogs did not contain the plans 
and detailed information we find in the books of today, training was 
long and difficult and there was no place to turn to for a course 
that could be studied during the period of employment. 

In the years intervening there have been printed various explana- 
tions of terms and phrases but nothing that could be considered as 
a continued plan or course of education. 

For many months Harpware AcE has presented a course of educa- 
tion available to any ambitious youth. 

To the young man of today I say, “Take advantage of this oppor- 
tunity presented to you by Harpware Ace. It is a splendid course 
presented by a man of experience. Let no one discourage you, as it 
is not a hard task. Once you enter and become interested, you will 
find it attractive. 

To the employer I say, “Pick out intelligent youths, encourage 
them to study the course presented in Harpware Ace. Give them 
some of your time, explaining the various items of expense that 
enter into overhead and the necessity of selling material at a profit 
to enable you to pay a salary consistent with the knowledge and ex- 
perience the individual may have.” 

To both I say, “Give the distribution of contract builders’ hard- 
ware serious consideration. Cooperate and develop a reputation in 
buildings being equipped with hardware that not only fits the details 
of construction but renders enduring service.” 

The hardware industry appreciates “Taking the 
Mystery Out of Builders’ Hardware.” Personally, I am 
looking forward to securing for my files a bound copy 
of the complete course when it is finished. It will be 
a handy book to have in any builders’ hardware depart- 
ment. 
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HARDWARE 


By 
ADON H. BROWNELL 


in a Remarkable Editorial Educational Series 


N | O industry is entirely safe 
from the threat of some 
new invention that may 

render it obsolete within a few 

months or less. Thousands of 
men, dependent upon the horse- 
drawn vehicle, were displaced 
when the gasoline engine made its 
appearance and today, the Diesel 
engine is rapidly moving into a 
dominating position in the power 
field. The building. industry, 
while capable of many new de- 
velopments' and designs, will 
always require builders’ hardware 
and even though designs were to 
become radically changed, the 
fundamental basis would still be 
there. The students who have been 
following this series of articles, 

“Taking the Mystery Out of 

Builders’ Hardware,” by Adon H. 

Brownell, will be well equipped 

to keep abreast of any new de- 

velopments that may take place. 
The gratifying comments of J. 

Harold Dumbell, president of the 

National Association of Contract 

Builders’ Hardware Distributors, 

Inc., regarding the two courses 

that have already appeared in 

HarpwarRE Ace—the elementary 

and intermediate courses—are both 

encouraging to the editors and 
eloquent testimony to the value 
of the articles. They are produc- 
ing men who are urgently needed 
to conduct competent builders’ 
hardware departments. Mr. Dum- 
bell is vitally interested in the 
future of the hardware dealer in 
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ADON H. BROWNELL 





Metal Doors 

Door Closers 

Master Keying 

School Hardware 

Fire Exit Bolts 

Lavatory Hardware 
Schedule Information 
Cabinet Locks, Padlocks 
Apartment House Hardware 
Grand Master Keying 


The Advanced Course will cover these subjects: 
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Floor Hinges 

Hotel Hardware 

Church Hardware 

Butts and Hinges 

Hospital Hardware 
Institutional Hardware 
Office Building Hardware 
Factory Building Hardware 
Stop Holders, Stop Devices 











this particular branch of his busi- 
ness—anxious that he understand 
the business so thoroughly that he 
will be universally recognized as 
a builders’ hardware engineer. His 






comments are no mere pleasan- 
tries. They are the appreciation of 
a man who sees something con- 
crete and constructive being done 
to, advance the status of the busi- 
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ness. To a man of J. Harold Dum- 
bell’s knowledge of builders’ hard- 
ware, a series of articles might 
well be considered unnecessary, 
but he has stated his intention of 
having a complete bound copy of 
the complete course for his 
builders’ hardware department. 
This appreciation is worthy of the 
attention, not only of every stu- 
dent, but of every hardware man 
in the country. 


The Course Outlined 


The basic information having 
been given in the two preceding 
courses, the elementary and inter- 
mediate, we enter the interesting 
and vital phase—the advanced 
course—in which we discuss, step 
by step following right along from 
the intermediate course, such mat- 
ters as apartment, business office 
building, hotel and institutional 
hardware. Mr. Brownell will out- 
line the advanced course more 
fully in our next issue. 

This series of articles are for 
men who don’t intend to drift 
along in the ordinary channel of 
everyday activity, but who are 
willing to give a _ reasonable 
amount of their spare time to in- 
creasing their knowledge. They 
will have a better future and one 





in which their contacts will be 
with men who are doing things in 
the world and these students will 
have a proud part in really im- 
portant work. It is a study for 
men who don’t mean “maybe!” 
The difference between a precari- 
ous future and a later life of as- 
sured productivity and comfort 
for your family is often a matter 
of a little study at the psychologi- 
cal moment. Such a moment is 
here presented for the student of 
this course. If you have partici- 
pated in the last two courses, 
begun in March, 1937, you are 
well on your way to a professional 
status. You can soon take your 
place along with the young fel- 
lows who have fitted themselves 
for the other professions—medi- 
cine, law, engineering, etc. Your 
profession is second to none in 
importance to the country and to 
humanity. 


The Road to Success 


If you have not already done so, 
either because you were not avail- 
able or for any other reason, be- 
gin now to be a leader—not a 
follower. This training will clear 
away the problems that keep you 
from success. The study will ex- 
ercise your mind and keep it 


active. No matter whether you are 
in a large organization or a small 
one, you can advance yourself by 
means of this knowledge. There 
are not enough trained builders’ 
hardware men in this, or any 
other country. Older builders’ 
hardware men got their knowl- 
edge by long, hard, tedious work 
and experience. They would have 
welcomed such a chance as this. 
Almost from the start you will be- 
gin to be more useful and valu- 
able to your employer. You will 
be able to do your regular work 
in a more understanding way and 
you will be getting practical ex- 
perience. 


Time Well Spent 


You are being trained by a man 
who is an accepted authority in 
the builders’ hardware field and 
who is eager to impart his knowl- 
edge to you so that you can serve 
the business competently, intelli- 
gently and profitably. And the 
fine thing about it is that you 
share in the profit gained. Your 
salary will, when you have be- 
come proficient, reflect handsome- 
ly the hours you spent in this in- 
teresting study. 

Begin now to qualify yourself 
for a better pay envelope. 





This is the HARDWARE AGE display at the fourth annual convention and exhibit of the National Associa- 
tion of Contract Builders Hardware Distributors, Inc., held at the Palmer House, Chicago, Ill., Sept. 21 to 
» 23, 1937. This display illustrated the Elementary Course of the editorial series, “Taking the Mystery Out of 


Builders’ Hardware.” by Adon H. Brownell. 


This year’s convention of this organization will be held at the 


William Penn Hotel, Pittsburgh, Pa., Sept. 21 to 23, 1938, with President J. Harold Dumbell presiding. It is 
the aim of this group of outstanding builders’ hardware men to improve the methods and profits in the sale 


of finish hardware toward which end their 1938 program will be directed. 


Mr. Brownell is expected to be 


among the featured speakers. Further details on the program will be announced in our next issue. 
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Paint Progress and Profit 


The importance of selling to women 
and the vital part that paint plays 
in our lives in providing for color 
for our homes and our own happiness 


By C. A. DANA REDMOND* 





Cc. A. DANA REDMOND 


HE most striking thing 
about available information 


on paint sales of 35 to 40 
years ago is the overwhelming 
proportion that reached the con- 
sumer through hardware outlets. 
Then as we follow along through 
the years it is evident that while 
total paint volume rises steadily 
and the hardware store volume, 
too, is increasing, still a constantly 
growing percentage finds its way 
to the consumer through outlets 
other than hardware. 





*From an address before the New 
England Retail Hardware Association, 
at Boston, Mass., March 2, 1938. Mr. 
Redmond is president of the Redmond 
Advertising Agency, Boston, and for 
many years has been prominently iden- 
tified with the successful sales plan- 
ning of a leading paint manufacturer. 
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More impressive still is the pic- 
ture revealed by a study of typical 
hardware store department sales 
through the depression years. 
Here we see that paint products 
maintained a more even keel and 
were not subject to the radical 
fluctuations of other lines. Per- 
haps it is possible to draw some 
worthwhile conclusions from this 
picture or at least undertake an 
examination of our own individual 
paint department figures through 
these difficult years to determine 
whether or not the paint business 
is not perhaps more or less de- 
pression-proof than other mer- 
chandise in which we invest. 

Having examined the sales pic- 






ture sufficiently at least to arouse 
our interest, perhaps a hasty ex- 
cursion into neighboring fields 
might expose influences here and 
there that have a bearing on 
whether or not the sales oppor- 
tunity for paint is declining—at 
a standstill—or increasing. First, 
it might be well to determine 
which is the more important fac- 
tor in closing a paint sale—men 
or women—and, if as is generally 
accepted, the woman is the deter- 
mining factor in 85 per cent of all 
sales it seems only reasonable to 
assume that she would be the court 
of last resort in at least that pro- 
portion of paint sales. Next to 
food and children, it would seem 
that the home is woman’s chief 
responsibility and care. 

As a matter of fact, if we may 
accept the editors of leading 
women’s publications as authori- 
ties, we must conclude that the 
home, its furnishings and its care, 
are major considerations of ever 
increasing importance to the wife 
and mother. In recent years, two 
magazines, the contents of which 
are devoted exclusively to the 
home—its surroundings and _ its 
garden-—have made the most 
astounding circulation gains in 
publishing history. 

Only a casual examination of 
leading women’s publications is 
necessary to reveal the wealth of 
fine editorial matter—much of it 
beautifully illustrated in color— 
that is devoted to home improve- 
ment and decoration in all of 
which paint plays a leading if not 
dominant part. 

As if that were not enough, let 
us turn to the advertising pages 
of these same magazines and 
others as well. Who can fail to 
vibrate to the stunning and color- 
ful persuasion of advertisers of 
floor coverings, foods, cleaners, 
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rugs, draperies, glass, china, sil- 
verware, and furniture to say 
nothing of the gorgeously por- 
trayed cars, beverages and fash- 
ions in in surroundings which 
would not be possible without 
paint. As a matter of fact, usually 


more than half of the illustration 
in these advertisements is devoted 
to surfaces whose beauty is 
achieved through paint or varnish. 

Then turn to the movies and 
radio—our latest and perhaps our 
most powerful influences in shap- 








Credo 


I believe that with determination and proper ideals I 
can build a paint business in my community of which 
I can justly be proud. 


I believe that fine quality and performance are essen- 
tial in the materials I aim to sell and I will make sure 
of that. 


I believe that paint can be of major importance in my 
business and I will give it prominent location in my 
store. 


I believe that paint is essentially colorful and I will, 
therefore, display it colorfully. 


I believe that women are vitally interested in the selec- 
tion and purchase of paint and I will make my paint 
department attractive and comfortable, inviting to 
them. 


I believe that fine quality paint is its own best adver- 
tisement and I will display actual paint results on 
attractive panels with suitable surfaces. 


I believe that competent advice is inestimable and I 
will gather all available information on the products 
I sell, determine my customer's problem by intelligent 
questioning, and instruct him properly to obtain a sat- 
isfactory result, for it has been proved that this method 
of operation eliminates price competition. 


I believe that to my customer and myself I owe a 
genuine interest in the job for which I have sold the 
materials and I will personally follow its progress to 
completion. 


I believe that paint users appreciate and need compe- 
tent advice and service and I will pledge myself to 
take mine to all known paint consumers in my locality 
so that I shall become known as a real paint service 
man. 


I believe that fine workmanship and fine quality mate- 
rials go hand in hand and I will make it a definite 
policy to assist and cooperate with all worthy profes- 
sional painters in my neighborhood. 


I believe in and will do all these things because it has 
been proved that they make for satisfied customers— 
the best traveling advertisements any business can 
have. 














ing human behavior. Whether in 
monotone or in natural color there 
is hardly a feature picture shown 
on the screen today that does not 
offer many pictorial suggestions 
for a more attractive home—a 
well appointed living room in cot- 
tage or mansion, a sun porch 
drenched with color, a breakfast 
nook, a bedroom, a nursery—and 
the part that paint plays in ac- 
complishing these lovely effects is 
evident to him who runs. On the 
radio from early morn till late at 
night the air is filled with sugges- 
tion for home improvement in 
which paint plays no small part. 
Perhaps it comes from a droning 
home economist who splits her 
recipes with a suggestion that 
woman’s workshop should cease 
to be a dreary dungeon and take 
on new life with colorful draperies, 
walls, utensils, gadgets—colorful 
through _ paint — paint — paint. 
From foods to frolic—from Fanny 
Farmer to Fanny Brice the air 
waves daily, hourly, cry out to- 
Mrs. Housewife to cheer up, 
brighten up. Paint is, indeed, the 
life of the party. 

Another movement of extreme 
importance to those concerned 
with the selling of paint is the so- 
called “Better Light — Better 
Sight” Campaign sponsored by the 
electrical interests and so closely 
allied with the paint business that 
joint efforts have been undertaken 
in many instances to foster the 
idea. Whatever else may be said 
of this movement, it must be 
viewed in the light of a great 
humanitarian endeavor since it 
aims to protect and assist in the 
conservation of one of man’s most 
precious senses — sight. Its sig- 
nificance for school children and 
students is not to be ignored, since 
paint is a prime factor in accom- 
plishing proper light reflectivity 
and it is reasonable to suppose that 
women, teachers and _ mothers 
especially, will become increasing- 
ly conscious of the value of paint 
in this important connection. 

Now if we are agreed that her 
majesty, the housewife, is a fairly 
important factor in our scheme of 
things; if she does influence the 
purchase of 85 per cent of the 
things sold, and paint is one of 
them, whether she applies it her- 
self, stands over you, or me while 

(Continued on page 89) 
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George S. Wheaton, Hennepin Hard- 
ware Co., Minneapolis, Minn. (shown 
below); gives pictorial proof of his will- 
ingness to take time out for a game 
of baseball in the back lot. This pic- 
ture reminds Mr. Wheaton of a national 
retail hardware convention in Boston 
when the New England States chal- 
lenged the rest of the country and 
were defeated. At that time Mr. 
Wheaton caught without mask or chest 
protector. Mr. Wheaton has been pres- 
ident and manager of his firm since 
1904 and is a former president of the 
Minnesota Retail Hardware Association. 
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W. T. “Bill Kelly likes to go fishing when he 
can spare the time from his job as a buyer for 
Lorick & Lowrance Co., Inc., Columbia, S. C. 
This particular catch was taken by Bill in 
Bogue’s Inlet, just south of Moorhead City, N. C., 
on the Atlantic Ocean during his semi-annual, 
two-day fishing trip with a group of friends. 
Last year, at this time, Bill and his friends 
caught 337 Spanish and bonito mackerel, but 
he doesn't give this year’s results. 


Harold Hodgson of Hodgson Brothers, Inc., hard- 
ware tools and cutlery, Goshen, Ind., has found 
relaxation in his 190-acre Ruebury Farm, five 
miles from Goshen. Here he is shown with two 
fine-blooded Belgian mares. He also has a herd 
of pure bred Guernsey cows and about 75 pure 
bred Hampshire hogs. Mr. Hodgson is seen at 
the right of the above illustration. 





HARDWARE AGE INVITES ALL HARDWARE MEN TO SEND IN THEIR HOBBY PHOTOS. 
ALL ARE WELCOME—DEALERS, WHOLESALERS, MANUFACTURERS AND THEIR SALESMEN. 
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A digest of an address entitled “The 
Hardware Store's Pilot”, delivered by 
VEACH C. REDD following his election 
to the N.R.H.A. presidency at French 
Lick Springs, Indiana, July 14, 1938 


ETAIL salesmanship is at 
R its lowest ebb in the his- 
tory of the country, and 
I wonder why. You, the proprie- 
tor, or some of your department 
heads buy the merchandise sold 
in your store, and, judging from 
some hardware stocks, the sales- 
man had a good story. But how 
many of the crew got that story? 
How much better it would have 
been to hold a store meeting when 
the goods arrived, with a factory 
representative or the salesman 
present to give the story to the 
sales crew! 

The president of the American 
Rolling Mills Company, address- 
ing the Iron and Steel Institute 
recently, said 76 per cent of the 
employees in this country wanted 
their employers to tell them more 
about their business. It is the 
things employees don’t know 
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about a business that breed sus- 
picion and unfriendly relations. 
The most dangerous man in the 
business is the man who thinks 
the business is making money 
when it isn’t. Maybe he would 
not be dangerous if he knew why, 





“Go to the top of the highest build- 
ing in your town and look at the 
roofs that need painting.” 








Pilot the 


and were made to feel his share 
of his responsibilities. 

Are you interested in men? 
Try to help them help themselves, 
and at the same time help you? 
Do you take them into your confi- 
dence on plans for the store pro- 
grams? Have you told them how 
much of the dollar goes for mer- 
chandise, how much to them, how 
much for other expenses, and 
how little you really get? Have 
you shown how important it is 
to do their jobs efficiently, and 
that their jobs depend upon just 
that? 

They are the contact men be- 
tween you and the customer. How 
often have you asked their advice 
on buying merchandise or to make 
selections of lines? When you 
fire them, or they quit, you get 
increased overhead, increased 
turnover in help, poorer service 
and decreased profits. There is 
a wide difference between the man 
who is working for you and the 
man who is working with you, 
and I know of no more profitable 
way for some of the pilots of this 
country to spend part of their 
time than in building loyalty and 
efficiency in the sales crew. I ven- 
ture the following suggestions, 
based on my own experience and 
observation only: 

1. Have a definitely planned 
program of sales, purchases and 
expenses for the store. Take the 
mystery out of business by taking 
your employees into your confi- 
dence, and explain to them why 
it is necessary to carry this pro- 
gram through to a successful com- 
pletion. Let them know that their 
jobs depend upon it. 

2. Weed out those who have 
already demonstrated that they 
will not take responsibility, and 
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Hardware Ship 


Into Port Profit 


who you think will be unwilling 
to cooperate in such a program. 

3. Cooperate with other busi- 
ness men in town on regular open- 
ing and closing hours, holiday 
closing, etc. 

4. Be fair with your employees 
in handling sales and prospects 
and in helping them to close sales. 

5. Assign to each one of them 
some definite responsibility and 
help them in the discharge of 
that duty. Make suggestions that 
will help them to do the work 
better. 

6. Encourage them to make 
suggestions, and try some of them 
out when you think them worth 
while. If you reject them, be 
human about it, and explain why 
you are doing so. This attitude 
on your past will improve sug- 
gestions in the future. 

7. If the planned profit pro- 
gram is carried through to a suc- 
cessful finish, reward them with 
extra pay, through some kind of 
bonus system. 

8. Create a friendly sales rivalry 
among them with sales contests. 





“The farmer doesn’t know what's 
out there in the future” 
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extra commissions and sales 
prizes on special merchandise 
which you are specially anxious 
to move. 

9. Recognize the universal law 
“Love thy neighbor as thyself.” 

Here is a country of 130,000,- 
000 people, rich in natural re- 





“Mr. and Mrs. Customer have seen 
the modern store—shopped in it— 
like it.” 


sources, a country almost self 
sustaining, if there ever was one 
on the face of the globe. We 
have plenty of wealth, and money 
is the cheapest commodity on the 
American market. Banks are 
bursting with it and are anxious 
to loan it. There are billions on 
time, demand and savings de- 
posits. Our standard of living is 
higher than that of any other na- 
tion on the face of the earth; we 
have millions of people who need 
and want things. Yet, in the face 
of all this, we have an estimated 
10,000,000 out of work, factories 
idle and business in the doldrums 
—all of which has been politely 
named a “recession.” 

I asked my next door neighbor, 






































“Unless you are wearing a smile 
you are only half dressed.” 


y. who has made some 
money and saved it, if he thought 
that business in this country had 
gone on a sit-down strike because 
it wanted to discredit the admin- 
istration in Washington. Here is 
his answer: 

“TI don’t know much about busi- 
ness, but my own opinion is that 
they would keep on doing busi- 
ness as long as they had any 
orders to fill.” 

I asked him why we were not 
getting the orders, and after a 
moment, this is what he said: 

“My family want a lot of 
things—some of them we actually 
need, and we have the money to 
buy them, but we don’t know 
what’s out there in the future in 
the way of taxes and living ex- 
penses, and we are saving it for 
a rainy day.” 

Then I wondered how many 
millions folks there are in this 
country that are just like my next 
door neighbor. They need and 
want things and they have the 
money to buy them, but they lack 
the confidence that would set the 
wheels of business turning again. 
We’ve tried all kinds of things to 
boost our national income and 
bring about recovery. The farmer 
has taken his benefit payments 


an attorney. 


‘and deposited them in the bank 


for a rainy day. He doesn’t know 
what’s out there in the future. 
President Gilbert suggested that 
we stop looking to Washington 
for help, and use some shovels for 
fighting and digging. I am 
thoroughly in accord with that 
statement, and would add _ this 
suggestion: that Washington in- 
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sert an ad in all newspapers and 
magazines something like this: 


Wantep To TRADE 
A few magic wands and 
some noble experiments for 
a few million buyers—buyers 
with confidence in America 
and its future, to start buy- 
ing the things they need and 
want, to start the wheels turn- 


ing again. 


I would recommend the pilot take 
more interest in government. 
These pilots are influential men in 
their communities and they have 
been too busy with their own 
duties. Timidity and lethargy on 
the part of business men generally 
are responsible for the situation 
in which we find ourselves today. 
Government has encroached upon 
business until it is no longer a 
protection, but an enemy. Today, 
there is a question as to whether 
you are master of your own busi- 


ness. 


Situation Reversed 


In 1928, when we made our re- 
port to the national office for the 
hardware survey, we reported that 
our bookkeeper spent 20 per cent 
of the time in the office for the 
keeping of books and 80 per cent 
selling merchandise. Today the 
situation is reversed, due to the 
many different kinds of taxes, re- 
ports, etc. Eighty per cent of the 
time is now spent in the offices and 
part of the 20 per cent is spent in 
the offices of lawyers and notaries 
public, making affidavits and 
swearing to reports. 

There was a time when we 
looked upon the farmer as a sort 
of independent, easy-going man, 
who was his own boss. Today, 
farming is done by remote con- 
trol from Washington. The gov- 
ernment has a map of most of the 
farms, and the farmer is told how 
many acres of each kind of crop 


he can raise, and how he shall’ 


market it. 

This matter of more abundant 
life is not a matter of magic. It 
can only come from an abundance 
of thrift and energy. If business 
cannot be assured of a return on 
its investment, it cannot prosper. 
When business does not prosper, 
we have fewer jobs and less in- 
come to divide and spend for the 
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things we want and need to make 
life more enjoyable. 

The latest estimate released 
shows that at least 24 cents of 
every dollar of the national in- 
come for 1938 must go for the 
cost of government, and that cost 
of government (national, state and 
local) has increased 242 per cent 
since 1933. 

The only way to get govern- 
ment out of business is to get more 
business into government. We 
need more of the spirit of the 
original 13 colonies—that “taxa- 
tion without representation shall 
not exist.” 

Before sponsoring any piece of 
legislation, first be sure that it is 
best for the people as a whole, 
rather than for the benefit of a 
special group, and that it will 
help to raise the standard of liv- 
ing rather than discourage enter- 
prise and effort and make fewer 
jobs. 

Advertising is the lighting sys- 
tem on the hardware ship, and 
most of us are poor advertisers. 

For the past eight months | 
have been studying sales reports 
and I have found something in 
these reports that disturbs me. 
Almost every month, I notice that 
the sales drop is greater in inde- 
pendent stores than in the stores 
of mail order and other chain 
organizations. Hardware shows a 
less severe drop than other lines 
of independent retailing, but there 
is room for improvement. There 
may be several reasons for this. 
First, the independent overlooks 
the fact that in depressions, con- 
sumers are more careful of their 
purchases. They want bigger 
values. Secondly, many indepen- 
dents fail to reflect market de- 
clines in their selling prices as 
quickly as their competition does. 

Independent dealers run out of 
a lot of staple items because they 
are waiting for prices to come 
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“There will be shipwrecks, too.” 


down. I think the main reason, 
however, is lack of advertising. 
Even if they are doing all the 
things just mentioned, they are 
not telling the customers about it. 
A few weeks ago one of the 
leading mail order concerns re- 
duced their selling prices and got 
columns of publicity over the 
country, none of which cost them 
anything. On the heels of this 
announcement, they mailed out 
11,000,000 flyer catalogs. They 
went to your customers and mine. 
What have we done about it? 


Sales Plans of Today 


There was a time when there 
was probably some excuse for the 
hardware dealer to throw up his 
hands when you mentioned ad- 
vertising. It has always been a 
bugbear to the independent 
dealer. A great many manufac- 
turers and wholesalers today have 
ready-made sales plans worked 
out in attractive circulars and 
handbills at a price considerably 
lower than would be possible in 
the office of your local printer. 
They are folded and ready to 
mail. Most of these sales plans 
are based on experience — not 
theory—and they will work for any 
independent dealer who will use 
them. In addition to this any 
manufacturer whose lines you 
represent will be glad to furnish 
you with electros and mats for 
your own use in local newspaper 
advertising. 

Our competition advertises 
leaders to bring the customer into 
the store and a trained sales force 
sells the higher priced, more 
profitable merchandise when the 
customer comes in. Sometimes I 
wonder if we don’t have the cart 
before the horse when we adver- 
tise some of our higher-priced 
items and too few of the leaders. 

The hardware store pilot will 
have to equip the ship with a new 
range finder. There was a time 
when folks had to come to a hard- 
ware store for hardware. There 
was no other place to go. Good 
roads and automobiles and the 
multiplicity of outlets for hard- 
ware have changed all that. Any 
customer today who wants a hard- 
ware item can find it in most any 
other kind of store. There is no 

(Continued on page 94) 
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Grateful 


To show that he was grateful to 
the city which had enabled him to 
make a success in business, an 
Illinois merchant devoted one side 
of his large store to a free adver- 
tisement boosting his town. This 
advertisement, painted on the brick 
wall, told of the industries and 
organizations which helped make 
the city famous and advised visi- 
tors to visit these places of interest. 
| Local residents are so proud of this 
sign that they frequently bring out- 
of-town friends to the merchant’s 
store to show it to them. 


e * * 


Buzzer Curb Service 


One Michigan store owner, 
knowing that all classes of people 
like curb service during inclement 
weather has erected a special pole 
in front of his store, with a buzzer 
button on it. A car owner desir- 
ing curb service merely sticks his 
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Others have used them to advantage 
Why not try them in your own store ? 


Tallest Cornstalk 


To encourage farmers to visit 
his store, one dealer annually of- 
fers cash prizes to farmers in his 


RECKON THEY NEVER, - a? A REAL STALK 
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hand out the window, presses the 
button, and an attendant comes out 
—with an umbrella if it rains— 
takes the order and delivers the 
packages to the car, without the 
occupants ever getting out. 


* * x 


Telephone 

Whenever merchants in one 
Illinois city stage a community 
“Dollar Day,” or other big sale 
day, they make up a fund to hire 
12 telephone operators .to - tele- 
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area for the tallest cornstalk grown 

ony their farms. The cornstalks 

#rought in are measured carefully, 

» then placed outside the <tore for 
everyone to see. This contest 
arouses a lot of interest and rates 
occasional mention in the columns 
of a local newspaper. 
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Animal Hunt 


A dealer conducted an animal 
hunt through his store’s toy de- 
partment, with each participating 
youngster being given a piece of 
paper and pencil to jot down the 
names of various kinds of animals 
represented in the dealer’s toy 
stock. The first 100 children find- 
ing the most animals were given a 
free theater ticket. 


phone all rural telephone sub- 
scribers in their trading territory, 
to invite them to come to the city 
the following day to visit and to 
buy. These telephone girls use a 
great deal of tact in calling the 
attention of farmers to the bar- 
gains being offered by all stores. 
This stunt works out well and 
brings many people to town for 
sales. 
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The New York World's Fair 


With the exception of 
the General Electric 
Corp., U. S. Steel 
Corp. and Ingersoll- 
Waterbury, all photo- 
graphs were provid- 
ed by the New York 
World's Fair, 1939. 


An artist's conception 

of how the New York 

World's Fair will look 

upon its completion 
in 1939. 


The United States 
Steel Corp. build- 
ing. The dome, 66 
ft. high and 132 
ft. in diameter, is 
made of stainless 
steel—28,000 ft. of 
it. The motto of 
the exhibit is 
“Steel thinks 
ahead.” 


“The Wonder 
World of Chem- 
istry,” the E. I. du 
Pont de Nemours 
building will 
house. exhibits 
dramatizing chem- 
istry’s contribu- 
tions to industrial 
and social life 


ACH world’s fair as it ar- 
E; rives upon the scene suc- 

ceeds in emphasizing the 
importance of hardware and re- 
lated lines more fully than did its 
predecessor. And the interest in 
these lines on the part of the at- 
tending public has likewise in- 
creased with each succeeding ex- 
position. The New York World’s 
Fair of 1939 will emphasize that 
trend, as well as the trends in 
other fields, to an even greater 
extent than they have ever been 
emphasized. Quite a few manu- 
facturers of merchandise handled 
through hardware channels will 
have their own buildings at the 
New York World’s Fair. Dozens 
of other manufacturers, asso- 
ciated with our industry, will 
have special exhibits in large ex- 
hibit centers devoted to a variety 
of products, services and ideas. 
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ir | and the Hardware Industry 






Left—The Radio Corporation 
of America building will be 
shaped like a radio tube 
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Left— The Firestone Tire & 
Rubber Co. building will have 
a tire factory in operation. The 
outside section will show a 
modernized farm 










Model of the General Electric Co. building. It will 
- house three sections—an auditorium, a “House of Magic’ 
Although many of the Fair and Steinmetz Hall, home of high-voltage discharges 


buildings, of particular interest to 
the hardware dealer and his fam- 
ily, are still in the process of con- 
struction and although plans for 
others have not yet been com- 
pleted, HaRpWaRE ACE is able to 
show illustrations of a goodly 
number. While some of these 
buildings may be re-designed be- 
fore the actual construction is be- 
gun, these illustrations do repre- 
sent a partial preview of the 
Fair. 

Whether a hardwareman and 
his family visit the New York 
World’s Fair to learn more about 
hardware and related lines and 
their manufacturers, to see the 
latest scientific discoveries, for 
amusement or for an all around 


holiday they will find dozens of Sh Hien, eis . aie setae tine eine 

+1 4° . e Glass Center will contain exhibits of Corning Glass Works, Owens- 
buildings and hundreds of exhib- Illinois Glass Co. and Pittsburgh Plate Glass Co. It will have a floor 
area of 25,000 sq. ft. and a 108-ft. tower of plate glass and glass block 




















(Continued on page 86) 
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Gate International | 





The Golden Gate Exposition’s island site seen from the air. In the foreground is the San Francisco- 
Oakland bay bridge. San Francisco is at the left while the tiny isolated island is grim Alcatraz. 


N an artificial 400-acre 
6) island sucked up from the 

bottom of San Francisco 
Bay, a jumble of palm trees, scaf- 
folding and stucco is all that 
marks the 1939 Golden Gate In- 
ternational Exposition today. 

Even when the palm trees are 
stood up in order, the scaffolding 
removed, and the gates open next 
February, the crowds will see an 
unusual sort of fair. Hardware 
men will be especially puzzled, 
because there won’t be any hard- 
ware exhibit. There won't be 
any automobile, manufacturing, 
or farm products exhibits, as 
such, either. But don’t leave yet, 
for there will be scores of exhib- 
itors from each of these classifica- 
tions. 

The men who are building this 
Far Western fair know that New 
York plans a huge fair the same 
year, displaying all the staples 
and gadgets that industry is pro- 
ducing today and hopes to pro- 
duce in decades to come. Cali- 
fornians know that they can’t 
hope to compete directly with 
this lavishly financed vista of the 
industrial America of tomorrow, 
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but they do know they have some 
things the Easterners can’t repro- 
duce with all the money in the 
mint. They’re confident that a 
vacation in the misty summer cli- 
mate of the San Francisco Bay 
region, after a drive through the 
national parks, will lure a lot of 
people from the parched plains. 
They know that the legendary 


' 


and material remnants of the old 
West—the "49ers, Barbary Coast, 
the mining towns—have attracted 
interest in the past. They believe 
that the exotic glamor of San 
Francisco itself—the ships from 
the Orient and the South Seas, the 
narrow streets of Chinatown, the 
colorful Italian fishing fleet—can 
be capitalized. Finally, the two 





These massive portals to the Exposition are called the 
Elephant Towers. Conventionalized figures of this sym- 
bolic beast are seen near the top of these structures. 
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al | Exposition— 


Today and 


Tomorrow 


biggest bridges in the world—the 
giant suspension span over the 
Golden Gate, and the bigger San 
Francisco-Oakland bridge which 
crosses the bay a stone’s throw 
from the exposition island and 
which automobiles must cross to 
reach the fair—are attractions in 
themselves. 

Briefly, rather than buck New 
York’s industrial fair, the Far 
West is going to stage a different 
kind of a tair—a “travel fair.” 

The idea of a world’s fair is 
not new to San Francisco. In 
1915, just nine years after the city 
had burned to the ground, the 
Panama-Pacific International Ex- 
position celebrated the opening of 
the Panama Canal. With the 
memory of this beautifully land- 
scaped fair still in their minds, 
business men were quick to re- 
spond when the call went out for 
financial backing for the 1939 ex- 
position. 

Hardware men were among the 
strongest backers, and at the last 
checkup over 50 manufacturers, 
jobbers and retail stores from 
hardware and allied lines had 
contributed to the capital fund. 

Curtis Hayden, of Dunham, 
Carrigan & Hayden, old estab- 
lished jobbing firm, was financial 
chairman of the hardware and 
metal group. As chief contrib- 
utors, this group lists American 
Brass Co., American Metal Co., 


Behr-Manning Corp., Henry Diss- 
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ton & Sons, Dunham, Carrigan & 
Hayden, Garehemi & Boone, In- 
ternational Nickel Co., Kroder- 
Reuble Co., Oscar Oppenheimer, 
Payne’s Bolt Works, Reynolds 
Metals Co., Scheid Heavy Hard- 
ware & Steel Co., and Toledo 
Scale Co. 

The big contributors’ list in 
the paint and glass group reads 
like a hardware store directory: 
Bass-Hueter Co., Certain-teed 
Products Corp., E. I. duPont de 
Nemours & Co., W. P. Fuller & 
Co., General Paint Corp., Glid- 
den Co., Hazel-Atlas Glass Co. of 
California, Latchford Glass Co., 
Libbey-Owens-Ford Glass Co., R. 
N. Nason & Co., National Lead 
Co., New Jersey Zinc Sales Co., 
Owens-Illinois Pacific Coast Co., 
Pittsburgh Plate Glass Co., Sher- 
win-Williams Co., West Coast 
Kalsomine Co., and others. 

Builders’ hardware firms were 
prominent in the Construction 
and Mining classification. Amer- 
ican Keene Cement and Plaster 
Co., Baker, Hamilton & Pacific 
Co., Celotex Corp., N. Clark & 
Sons, Corbin Builders Hardware, 
E. H. Edwards Co., Fire Protec- 
tion Engineering Co., General 
Fireproofing Co., Gladding-Mc- 
Bean & Co., Johns Manville Sales 
Corp., Masonite Corp., Mundet 
Cork Corp., National Gypsum 
Co., Nephi Plaster Co., Paraffine 
Cos., Pioneer Division of Flint- 


kote Co., Ray Oil Burner Co., 







This 5000-lb. wrought iron Phoenix 
looks down from the top of the 400- 
ft. Tower of the Sun. It is 22-ft. high 
and is made of 700 hand-shaped sec- 
tions of 16-gage Armco ingot iron 
covered with pure gold leaf. 


John A. Roebling Sons Co., 
Schlage Lock Co., Summerbell 
Truss Co., United States Gypsum, 
and Yale & Towne Mfg. Co., were 
among the chief contributors. 

If, you deal in corrugated gal- 

vanized steel sheets, you may be 
interested to know that every ma- 
jor steel company contributed to 
the pot, and if you carry farm 
equipment, remember as you en- 
ter the fair that Caterpillar, 
Deere, Cletrac, Oliver and Inter- 
national Harvester helped finance 
it. 
. Even the retail dealers, led by 
Charles Brown & Son and the 
Dohrmann Commercial Co., did 
their bit. 

There is scarcely a hardware 
dealer in America who couldn't 
count manufacturers of 10 or 12 
of his lines on the sponsors’ list. 
The “travel fair” is truly an, “All- 
American” proposition “finan- 
cially. 

(Continued on page 84) 





They Stick to Quality Lines 


Aggressive merchandising brings results 
to The Lewis Lumber Co., Asbury Park, N. J. 


} ECAUSE quality merchan- 
dise pays bigger profits 

and creates greater cus- 
tomer satisfaction than competi- 
tive grade lines the retail hard- 
ware store of the Lewis Lumber 
Co., Asbury Park, N. J., sticks to 
quality lines. The world-famed 
seashore city in which the Lewis 
store operates has a summer popu- 
lation of about 100,000, but three- 
fourths of these people leave the 
community when the summer 
ends. This type of population 
naturally shows considerable in- 
terest in second-hand household 
equipment and competitive grade 
merchandise, and it is only by 
aggressive merchandising that the 
Lewis store succeeds in featuring 
and selling quality lines. 

Charles Lewis, Jr., president of 
the company, says of his organi- 
zation’s policy, “We stick to qual- 
ity lines just as Tiffany’s, Fifth 
Ave., New York City, hold to 


The aisles are wide and everything is within easy reaching distance. 


quality in selling jewels, and that 
house has long been in business. 
We can furnish everything for the 
home from foundations to equip- 
ment, but we do not compete with 
our friends and customers, the 
contractors and architects, and we 
do not build or rémodel houses 
or parts of homes. The Lewis 


The exterior of the Lewis Lumber Co., Asbury Park, N. J. 


Lumber Co. sells considerable 
equipment for kitchen and other 
modernization projects but plan- 
ning modernization projects is the 
architect’s job. Our job is to pro- 
vide the materials for building and 
modernizing homes.” 

Rollin S. Morton, manager of 
the retail store, says: “We advise 
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The paint department has the appearance of a high grade specialty shop. 


people, pMinning to build their 
own homes, to consult an archi- 
tect even before they buy the land 
on which to build their homes, for 
if a house is of a true school of 
architecture it will last longer 
than the mortgage. Everything we 
sell has our guarantee and that of 
the manufacturer, so that we can 





showing the unusual amount of space for window displays. 
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and Make Them Pay Dividends 


Model room setups, display windows and an 
unusual paint department pyramid profits 
















offer a money back guarantee on 
all lines we offer. We carry com- 
plete lines of quality _ tools, 
builders’ hardware, paint, etc., 
and also include in our stock a 
line of good quality competitively 
priced tools.” 

The Lewis Lumber Co. neglects 
no opportunity to sell profit-mak- 





ing quality merchandise. There is 
an outside man on the job selling 
appliances, lumber, paint and 
other lines for the Asbury Park 
unit and for the branch hardware 
store and lumber yard operated at 
nearby Spring Lake. Real thought 
and skillful planning must be 
used to put in attractive displays 
in the 12 sections of the display 
windows, and it is not unusual for 
the company to have both a com- 
plete model kitchen and a model 
bathroom installed in its display 
windows. Of the windows, Mr. 
Morton says: “We keep our win- 
dows so attractive that folks travel- 
ing down this street actually jam 
on their brakes to look at our dis- 
plays. Accurate counts of auto 
traffic past the store indicate that 
there is an average traffic of 45 
automobiles per minute.” 
Another bid for business is the 
company’s participation in the 
annual Lakewood Business Show, 










held in Lakewood, N. J., for three 
or four days. The Lewis Lumber 
Co. has a minimum of six booths 
at the Lakewood exhibit for show- 
ing lumber, builders’ hardware. 
paint, appliances, etc. In addition 
to creating considerable interest 
in the company’s activities, the ex- 
hibit is responsible for a good 
volume of business right at the 
show. Mr. Lewis is a firm be- 
liever in store demonstrations, 
utilizing films, lectures, etc., pro- 
vided by manufacturers of paint, 
appliances and other lines. Where 
practical, these demonstrations are 
held in the store, although some 
of the events are put on at a local 
hotel. Invitations for these demon- 
strations are sent to builders, 
housewives, master painters, or 
whatever type of people would be 
most logically interested. 

Paint is a big volume item for 
the company which places _ its 
orders in carload lots at least once 
a year. Paint and allied lines are 
displayed and sold in an unusually 
attractive paint shop at one end 
of the store. The entrance to the 
paint shop is finished in old 
American style and is one of many 
unusual display features at the 
Lewis store. It has two open paint 
tables for showing paint brushes, 
etc., although some brushes are 
displayed on wall panels. In all 
instances merchandise in the paint 
store is within easy reach of cus- 
tomers, and nothing in the shop 
is displayed behind glass doors. 

The partition between the paint 
department and the rest of the 
store is made up like the outside 
of an individual store. In the cen- 
ter is an open “show window” in 
which are displayed different 
paint items at different seasons. 
As the center “window” has no 
back, customers in any part of the 
store can easily view the large 
assortment of paint and _ allied 
lines stocked by the company. On 
either side of the center “window” 
are wide doorways. The two ends 
of the paint department have mir- 
ror-back display units. 

Except for a very few numbers 
that are not offered by the maker 
of the quality paint line for which 
the store is an agent, the Lewis 
company sticks to one line. Be- 
tween the branch store at Spring 
Lake and the main store at As- 
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bury Park, Lewis Lumber Co. 
handles the full line of paint made 
by the company whose line it sells. 
Some of these numbers are stocked 
only at Asbury Park, others only 
at Spring Lake, because of the 
differences in the demand in the 
two towns. 

There are always several model 
rooms displayed in the store. At 
present there is a complete model 
kitchen, planned according to the 
principles of the “straight line 
production” theory, designed to 





Charles Lewis, 


Private office of 

president of the company, who de- 

signed the office as well as the en- 
tire hardware store building. 


eliminate unnecessary foot work 
for the house wife, maid or cook. 
The model kitchen features a 
ready-made line of wooden kitch- 
en cabinets sold by the Lewis 
store. The working surfaces have 
a variety of finishes to better 
visualize for the home owner some 
of the many available surfaces 
which have both utility and color 
value. As far as possible, orders 
for kitchen cabinets are filled from 
the ready-made line but where 
necessary, special sizes and types 
are made to order in the mill- 
work department of the company. 
There is always at least one model 
bathroom set up in the store, 
although the company does not 
install plumbing equipment, turn- 
ing that work over to plumbing 
concerns. 

Another interesting model room 
set-up is a living room constructed 
of a wallboard product sold by the 
company, walls and ceiling being 
made of that material. To enhance 
the display for the wallboard, the 
living room is completely equipped 
with lounge, chairs, radio set. 


floor lamp, magazine rack with a 
variety of popular magazines and 
a modernistic ceiling light. Of 
the furnishings shown only the 
lamp and lighting unit are sold 
by the Lewis company. 

There is a complete linoleum 
department, with a varied stock 
on hand at all times. The manager 
of the department devotes his en- 
tire time to that activity and has 
two men who measure floors, de- 
liver and lay linoleum. The retail 
division operates two delivery 
trucks, one of which is used ex- 
clusively by the linoleum crew. 

A good volume is enjoyed in 
kitchen ranges and stoves—gas, 
oil and coal—and in plumbing 
equipment for both the bathroom 
and kitchen. As the result of care 
in accepting payment on deferred 
payment plans, the company has 
never had to repossess any ranges 
or refrigerators. All requests for 
deferred payment plans are 
checked in the files of a local 
credit bureau, for a nominal fee. 
The Lewis Lumber Co. does not 
finance sales on deferred payment 
plans — such transactions are 
financed through F.H.A., finance 
units operated by manufacturers 
and through private finance or- 
ganizations. As the result of real 
sales effort many of the major 
items sold by the store are dis- 
posed of on a cash basis. 

Mr. Morton and the six sales 
clerks, who assist him, wear uni- 
form style office coats of a light 
shade. That customers may be- 
come familiar with the names of 
the different salesmen, Mr. Morton 
and his associates wear badges 
bearing their names. As an aid 
in creating the right spirit among 
the store staff, meetings are held, 
usually once a week, for the en- 
tire sales staff, at which time new 
lines are demonstrated, new poli- 
cies outlined and _ grievances 
brought up and straightened out. 
Once a month meetings for all 
members of the Lewis Lumber Co. 
staff are held, so that salesmen, 
yard men, office force, etc., may 
discuss and study problems of 
mutual interest. 

The Lewis Lumber Co. was 
founded about 50 years ago by 
the late Charles Lewis, Sr., father 
of the present president of the 

(Continued on page 96) 
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Atlas Photos 


They will ask for toys at Christmas-time. Will you be able to supply them? 


Buy Your Toys NOW! 


Now is the time to make your Christmas 
toy commitments! Here are some sugges- 
tions worth following if you want your 
share of this $200,000,000 toy market 


OYS are excellent build- 
ers of traffic and volume 
and many hardware stores 
throughout the country fill their 
windows and display rooms with 
them at Christmas time. Other 
dealers stock and display toys the 
year “round to build traffic and 
boost volume. Whether or not 
your store stocks toys all the time 
or just for the Christmas season, 
now is the time to make your 
Christmas toy commitments, if 
you have not already done so. If 
you want a good volume in Christ- 
mas lines—your share of the more 
than $200,000,000 toy market— 
you will have to buy early be- 
cause the last minute buyer often 
finds he is unable to get all the 
merchandise he wants. 
Independent dealers, particu- 
larly those who handle toys only 
at Christmas, must buy early if 
they want adequate stocks. A 
dealer may say, “Why should I 
buy my toy lines early? It isn’t 
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my funeral if a toy manufacturer 
has to work his plant night and 
day to fill last minute orders.” 


Christmas Selling Season 
Nov. 25—Dec. 24, 1938 





But the dealer is wrong who holds 
to that theory. Call it early buy- 
ing, planned buying, advanced 
buying, or early commitments, as 
you prefer, you should buy your 
Christmas toys right now if you 
want to get set for good volume. 

James L. Fri, managing direc- 
tor, Toy Manufacturers of the 
U. S. A., Inc., sums it up in the 
following manner: “Planned buy- 
ing is necessary in toy merchan- 
dising because the toy industry is 
a highly specialized industry. Al- 
though there are a large number 
of manufacturers, the sources of 
supply for individual lines are 
very limited. A particular game 
or toy that becomes popular is 
stocked and sold in thousands of 
stores, yet all of the production is 
limited to one plant. The special- 
ization of the individual manufac- 
turers, the limited production 
facilities for any particular line 
and the large number of outlets 
are factors which must be taken 






41 





wae! 
& 


The Gardner Hardware Co., Marquette, Ill., arranges its displays of 
toys so that there is no confusion. Every item catches the eye. 


into consideration by buyers. If 
a reasonable assortment of goods 
is to be assured, commitments 
must be placed sufficiently in ad- 
vance to insure delivery.” 

It is believed, by toy distribu- 
tors, that Christmas, 1938, vol- 
ume in playthings will be about 
equal to the sales of last Christ- 
mas. Those hardware dealers 
whose toy departments rang up 
their best Christmas sales, in 
years, last Yuletide, as quite a 
few stores did, will do well to 
buy now so that they may be all 
set to do a good volume during 
the 1938 holiday season. 

In recent years many toy de- 
partments have found their Christ- 
mas stocks of playthings inade- 
quate as early as the first week of 
December, making necessary fran- 
tic calls to distributors and manu- 
facturers for replacements. Long 
distance *phone calls, requesting 
immediate shipment by ‘plane 
have not been at all unusual. 
Many manufacturers, while gear- 
ing production to commitments 
and orders, will, it is true, have 
some surplus stock made up, but 
that surplus will naturally be 
saved for the company’s larger 
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customers, who are in the habit of 
ordering throughout the year. 
Even big syndicates and depart- 
ment stores which operate year 
‘round toy departments on a big 
scale are turned down on last min- 
ute orders, because neither threats, 
pleas, nor compliments can _pro- 
duce merchandise that does not 
exist or for which there are no 
parts or raw materials available. 

Inasmuch as the, backbone of 
any toy department stock is made 
up of more or less staple items 
there is little reason to buy all of 
your toy department lines at the 
last minute. Any good merchan- 
dising plan provides for some lee- 
way in purchases, allowing a cer- 
tain percentage of the purchases 
to be held back to take care of 
new items or to cope with changes 
in consumer interest which may 
take place later in the fall. This 
leeway, however, need not be more 
than 25 to 30 per cent of the total 
purchase allotment for fall mer- 
chandise. Thus approximately two- 
thirds of your commitments should 
be made early—and the earlier 
the better it will be for you. 

If you waited until the last mo- 
ment in 1937 to buy your Christ- 


mas toy stock, just examine your 
toy cost records. Analyze them 
carefully and you will find that 
on sales of toys bought at the last 
minute your profits were eaten up 
entirely by added transportation 
charges, long distance ‘phone calls 
and additional clerical work in 
your office. As a matter of fact, 
you will find that you were lucky 
if you broke even on sales of mer- 
chandise bought at the last min- 
ute. Your inability to meet your 
customers’ requirements on some 
sales may have created, in their 
minds, the idea that your stock is 
rather limited in other lines. Re- 
member that a consumer who 
cannot get the toy he wants at 
your store and then obtains it at 
a competitor’s establishment may 
transfer all of his business, in 
hardware and related lines, to an- 
other concern even though that 
store may not have as well round- 
ed a stock, in other lines, as your 
store. 

In commenting on planned buy- 
ing Mr. Fri states, “Experience 
has demonstrated that better goods 
are produced under normal pro- 
duction schedules than where they 
are rushed through under a peak 
production schedule with over- 
time, less experienced workers, 
less time for finishing, etc. Not 
only are the costs of production 
increased under such a schedule, 

(Continued on page 92) 


Games are important sales-builders 
and the Gardner Hardware Co. places 
them where passersby may see them. 
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HEY say every good New 
Englander al ways begins 
with an apology, and so 
perhaps I should apologize for 
opening this brief article because 
it winds up with that much over- 
used idea of “standardization”. 

In the first place, it is pre- 
sumptuous for a person in the 
musical instrument industry to 
comment on that of the hardware 
field. However, if you will take 
a close look at the two industries 
you will find that there are many 
things in common and many 
fields in which the music indus- 
try is the, predecessor of the 
hardware trade as we know it 
today. In both cases we sell 
“people”, not things. 

It was quite by accident a few 
years ago that I found myself 
with an interest in the hardware 
field, and I observed there many 
ideas that had reached a stand- 
ardization of measurement, design 
and quality in the fields of nails, 
pails, pliers and what-nots, and 
each manufacturer knew how 
standardized his product was and 
had a reason for his position in 
the sun whether it be price— 
quality or service. I found the 
greatest of variance was one of 
“service”, and in the hardware 
store with some 25,000 items the 
service of prompt delivery was 
the paramount problem in each 
hardware supply organization. 
The best service on the unusual 
items was bad enough, and I 
think that there is one branch of 
the industry that could very much 
improve this one problem from a 
merchandising standpoint by a 
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The Hardware Trade Needs 


STANDARDIZATION 


Simplification would increase efficiency 






and decrease inventory investments, says 
piano manufacturer now interested in 


hardware industry manufacturing problems 


By GORDON C. CAMPBELL 


President, 
Kohler-Brambach Piano Co., Inc., 
New York City 


little standardization of measure- 
ments. 

I think I see a parallel be- 
tween the two fields of endeavor. 
In the early stages of develop- 
ment in the player piano industry 
each manufacturer felt that he 
operated in a small world of his 
own and did not wish to cross 
the border line of the domain of 
his competitor and was equally 
jealous of his own territory. And 
so, each manufacturer made his 
player pianos so that it was nec- 
essary to buy player rolls from 
himself. 

There were several apparent 
advantages to this practice, but all 
of them proved short-sighted and 
boomerangs that inflicted  self- 
harm instead of benefit. It looked 
like easy profit to make all pur- 
chasers of their player pianos 
come to them for their recordings. 
It made it impractical for the 
owner of a library to make his 
purchases from anyone other than 
the identical manufacturer. This 
permitted the development of cer- 
tain types of trade by the tyne 
of music they produced best bv 
comparison with others; the clas- 
sical field; the nationalistic field; 
the dance, etc. 

However, it was not long be- 








fore it was realized that the oper- 
ation of a special roll factory was 
an expense, a business in itself, 
and that it was exceedingly diffi- 
cult to induce a piano dealer to 
purchase a duplicate library be- 
fore he could consider handling 
a special make of player piano, 
and, after all, the manufacture 
and sale of pianos was the piano 
man’s business, not the roll busi- 
ness. They found that they were 
blocked in sales, in production, 
and at its best rendered a very 
bad service. 

The piano manufacturers got 
together quickly and arrived at a 
standard trackerbar so that any 
roll could play on any piano. 

It is a very short step to see 
the comparison in the hardware 
business where a dealer wishes to 
sell electric or pneumatic ham- 
mers and drills. There are many 
manufacturers, and but few util- 
izing any degree of standardiza- 
tion of the shank. If one handles 
a certain type of hammer they 
have to use chisels and drills 
built for that particular hammer. 

Now, let us see what hap- 
pens... 

The hardware dealer and mill 
supply man is primarily inter- 

(Continued on page 91) 
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First Aid to Kitchenware and 


HEN the last days of 
summer are drawing to a 
close and when the cooler 


days of autumn are within hailing 
distance, the minds of the house- 
wives of the nation turn to fall 
cleaning and, in many cases to 
moving day. Each of these events 
means a general check-up on the 
entire house, a general cleaning 
up and replacing old articles of 
household equipment with new 
items of various kinds. 


The good housewife’s mind, 
when considering this autumn 


check-up, invariably turns to the 
kitchen. There is always some- 
thing needed for this department 
of the household and the hard- 


Ad 


ware dealer can cash in on the 
housewife’s needs if he only takes 
the trouble to call her attention 
to some of the things she should 
have in the way of kitchen re- 
placements or extra articles. 

The window display on this 
page is primarily designed for the 
purpose of selling those items 
which may have escaped the 
housewife’s attention during the 
outdoor months but which are 
needed now that autumn is just 
over the horizon. This window is 
of the symmetrical type with the 


kitchen range placed in the exact 
center of everything. Graduated 
pedestals, each holding a single 
item, flank the range and the cen- 
tral panel behind it. Other ar- 
ticles are displayed at each end 
of the pedestal arrangement and 
upon the floor of the window. In 
the background is the single word 
“Kitchenware” boldly lettered 
upon a dark background. The re- 
duction chart for this lettering is 
shown at the foot of this page. 

Color for the background and 
fixtures should be of the type 
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found in the present-day kitchen. 
Medium shades of green, blue, 
yellow or possibly red would be 
appropriate and would give an 
excellent background for the vari- 
ous items which are on the pedes- 
tals. The background for the 
word “Kitchenware” should be 
of a darker shade than the fixtures 
with the lettering in white. 

Fall cleaning time _ usually 
drives home the fact that there 
are many, many electrical aids 
needed in the home and opens up 
a vista of sales of these items as 
well as for sales of major items. 
The window display shown on 
this page constitutes an excellent 
sales talk for the electrical depart- 
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ment of any hardware store. The 
articles are shown in a display of 
the unbalanced ty pe. Smaller 
items are grouped on the central 














Electrical Merchandise Sales 


pedestals, the background behind 
it and the plateau while larger ar- 
ticles stand at the sides. 

Neutral colors, such as browns. 
tans or grays, should be used for 
display fixtures and backgrounds 
in this window. Blue suggests a 
flash of electricity and the central 
circular background for the words 
“Items electrical” should be in 
electric blue with the lettering in 
white and blue. The reduction 
chart for this panel is shown at 
the bottom of the page. The zig- 
zag shading on the side walls 
should also be in the same shade 
of blue. Just one word of advice. 
Don’t show too many items in this 
window. 
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Introducing a series of three articles by 
Mr. Norvell devoted to various phases 
of the stove business. This is Part I of..... 


The Amazing Stove Business 


We may live without poetry, music and 
art; 

We may live without conscience, and 
live without heart; 

We may live without friends; we may 
live without books; 

But civilized man cannot live without 
cooks. 


He may live without books—what is 
knowledge but grieving? 

He may live without hope—what is 
hope but deceiving? 

He may live without love—what is 
passion but pining? 

But where is the man that can live 
without dining? 

(Owen Meredith, 
Canto 11, St. 24.) 


HEN one day last April 
E. F. Garno, director of 
sales of the Floyd-Wells 


Company, Royersford, Pa., and 
chairman of the Institute Commit- 
tee on Sales and Advertising in 
charge of the mid-year merchan- 
dising convention of the Institute 
of Cooking and Heating Appli- 
ance Manufacturers, stopped in 
my office and asked me to address 
the convention, held in Cincin- 
nati on June 8, 9 and 10, I had 
a good laugh. What did I know 
about stoves? Then I happened 
to recall that in 1914 I came with- 
in an ace of going into the stove 
business. 

A large, successful western stove 
business was controlled by an 
elderly lady and man. At one 
time when I was a salesman this 
man had been my sales manager. 
When he tried to interest me in 
his stove business he said he had 
reached a time in life when he 


Lucile, Part 1, 
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By SAUNDERS NORVELL 


desired to retire. He proposed that 
| buy a 40 per cent interest in the 
company and accept the presi- 
dency. I looked over the state- 
ments of the company over a 
period of years. They showed 
steady progress. I was introduced 
to the elderly lady, who was a large 
stockholder. We seemed to click. 
Everything was fixed up to sign 
on the dotted line when I hap- 
pened to ask the question—‘‘What 
about your wills? Both of you 
are past 70. If I buy this minor- 
ity interest, in case of your death 
who will inherit your controlling 
stock?” The answer was illumin- 
ating. Neither had any family. 
They were members of the same 
church, and in their wills they had 
each left all of their holdings to 
the same orphan ‘asylum. In a 
word, if I bought this minority 
interest, when they died I would 
find myself running a stove busi- 
ness for an orphan asylum. I 
would have the trustees of this 
asylum as directors in my com- 
pany. Except for my contract 
covering a period of several years 
as president, they would be in 
control of the business. By the 
advice of my lawyer, I dropped 
the whole proposition. This ques- 
tion and answer changed my fu- 
ture life. 

Now as a matter of fact this 
lady and man, not long afterwards, 
did die. The concern fell under 
the control of the orphan asylum, 
and the present management for 
the last 24 years have been pay- 








ing off this asylum. However, the 
business continues to exist, and 
is still successful. 

Then I remembered that at one 
time I had sold stoves. I actually 
made a trip in the New England 
states selling the Wilson heater. 
This stove was a new idea, and 
was invented and patented by a 
hardware dealer named Wilson, 
from a small town in Missouri. It 
became a wonderful seller. I was 
particularly anxious to make the 
trip to New England selling these 
stoves, as I had never seen New 
York, Boston or the Atlantic 
Ocean. The old Waldorf-Astoria 
Hotel was then at the height of its 
glory. To me there always has 
been romance in business. I 
wanted to see Peacock Alley. 

So I had a sample case made to 
hold a full-sized Wilson stove. This 
sample case was a curious con- 
trivance. It was my own idea. The 
full-sized stove was attached to the 
bottom of the trunk. There were 
hinges on each of the four sides 
which could be lowered to the 
floor. I also carried along a stove 
pipe so that I could make a 
demonstration by running the 
pipe out of a convenient window. 

That was a grand trip. These 
stoves, as most of you know, were 
used to burn wood, shavings, corn 
cobs, and stuff of that kind. How- 
ever, while I enjoyed seeing the 
sights of New York, and while I 
called on a number of stove mer- 
chants, I was “skunked.” They did 


not use wood-burning stoves in 
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-New York City. The merchants 


all advised me to go up into Maine 
and the northern part of New 
York State in the rural districts 
where they had plenty of this kind 
of fuel. So I and my sample case 
and stove took a little steamer and 
set sail for Boston. This was my 
first experience on the briny deep. 
It was also my first experience 
with seasickness. That night be- 
tween New York and Boston I 
wished I had never heard of the 
Wilson stove. 

In Boston I called on the Magee 
Furnace Company. They did a 
big business in stoves and fur- 
naces. As I sat on the hard, 
wooden bench outside of the office 
of the buyer, the entire office force 
looked at me with curiosity and 
giggled. Finally I was admitted 
to the buyer’s office. I told him 
about the giggles and asked what 
was so funny about me. “Noth- 
ing,” said he, “except that big 
cigar you are smoking. You are 
probably the first salesman who 
ever sat on that bench and came 
into my office smoking a cigar.” 
He then sat there for a minute 
without saying anything. Finally 
he said: “You have traveled out 
West, haven’t you?” I admitted 
I had. Then he laughed .and said 
he had also traveled out West and 
he knew ott there everybody 
smoked anywhere and everywhere, 
but he added that it was not cus- 
tomary in Boston. 


Salesmen Amazed 


I happened to have in my pock- 
et some excellent cigars I had 
bought at the hotel where I was 
stopping. “Won't you have a 
cigar?” I inquired. He said he 
would, so having carefully closed 
the door to his office, he lighted 
up and we proceeded to smoke 
and talk about merchants we had 
sold in the West. He was a fine 
fellow. He told me to bring my 
stove around that afternoon and 
he would have his salesmen look it 
over. I descended the stairs to the 
first floor and met a number of 
salesmen in the showroom. I in- 
vited them to have luncheon with 
me at Young’s. There in advance 
I told them all about the stove and 
what a wonder it was. In the 
meantime I had had the stove sent 
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up to Magee’s from the station. 
That afternoon I gave a demon- 
stration, and how that Wilson 
stove did heat up. What a tre- 
mendous draft it had. The sales- 
men were all amazed. 

Then came the question of ter- 
ritory to be allotted, which was 
arranged. They bought a straight 
carload, so my spirits went up, 
after my defeat in New York. 


“Borrowing” Patterns 


My next stop was Portland, Me. 
I went there by boat, and was not 
quite as sick that time. In Port- 
land I opened my stove in the 
hotel sample room. I found a 
stove manufacturer who was in- 
terested. That afternoon he came 
to the sample room with the fore- 
man of his factory. This foreman 
had one of those pliable steel 
tapes, and took all sorts of mea- 
surements of my stove. He wrote 
the figures down in a little note- 
book. He reminded me of a tailor 
when you order a suit of clothes. 
Then the foreman left, and this 
stove manufacturer said he 
thought they would order some of 
the stoves, but he would send the 
order in to St. Louis. I was very 
innocent and believed him. Now, 
of course, I know you will all 
laugh at me. The order never 
came, but this concern brought 
out a very good imitation of the 
Wilson stove. This was my first 
experience with the idea that stove 
men have a habit of “borrowing” 
patterns and stove ideas from 
each other. If that stove manu- 
facturer in Portland is still in the 
land of the living, I hope he reads 
this article. 

Then I cut across country by 
rail to Troy. I had with me an 
excellent pamphlet and a number 
of circulars describing the prin- 
ciple of the Wilson stove. In Troy 
I called on Fuller, Warren & Co. 
Here I met a very pleasant gentle- 
man with pure white hair. He was 
the manager. When I told him 
who I was and what I had to sell, 
he was very cordial. I suggested 
bringing up my sample stove. 
“That is not necessary,” he said. 
“IT know all about this stove. We 
can sell a lot of them in this terri- 
tory. Now just what territory will 
you assign to us if we give you an 


order?” By that time, having seen 
the Atlantic Ocean and a few 
Eastern cities, I was about ready 
to return home, so I quickly closed 
up with him on the matter of ter- 
ritory, and then this concern 
placed an order with me to be 
taken at certain intervals, for five 
carloads of these stoves. The sale 
was made just from my pamphlets 
and circulars, but especially be- 
cause this buyer had heard of the 
stove, and had had calls for it 
from customers. 

For a number of years Fuller, 
Warren & Co. bought the stoves 
all set up from St. Louis. How- 
ever, this was a waste to ship the 
steel out to St. Louis, have the 
stoves manufactured there and 
then ship them back to New York 
State. So later a new arrangement 
was made by which we supplied 
the necessary castings while they 
manufactured the stoves in Troy. 
Just how long Fuller, Warren sold 
Wilson stoves I do not know. How- 
ever, | have always had the most 
pleasant memories of their genial 
buyer, and also of the manager of 
the Magee Furnace Company who 
once traveled out West. 


Stoves In All Stocks 


I could tell other personal stove 
experiences because before that 
time, in my office in Denver, | 
had with me the representative of 
Cribben, Sexton & Company of 
Chicago, Mr. Woodworth, or 
“Woody” as I called him. We 
divided a first floor room on Cur- 
tis Street and half the room was 
taken up with samples of their 
stoves. Woody and I often trav- 
eled together, and I learned quite 
a little about stoves listening to 
him sell merchants. In those days, 
I wish to emphasize, every retail 
hardware store without exception 
carried stoves in stock. These 
stoves were of the coal and wood- 
burning variety. It was long be- 
fore the days of the gas, oil and 
electric stoves I will write about 
later. 

I remember on one occasion I 
helped Woody sell a carload of 
stoves in Aspen, Colo. I had a 
very good customer there by the 
name of A. E. Jones. I always 


called him “Adz Eye.” Adz Eye 


(Continued on page 81) 
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MODIFICATION CONSIDERED UNLIKELY 
ON CREDIT ASSN. CONSENT DECREE 
(Washington Bureau | a cloud” over the heads of asso- | be guided by their feelings in the : 
of HARDWARE AGE) a 0 
ciation members. matter, although there appears to I 
Odds are believed to be heav- be little doubt what their an- 1 


ily against a modification by the 
Justice Department of the 1933 
consent decree under which the 
National Retail Credit 
tion was enjoined from dividing 
territory exclusively among _ its 
members and from 


Associa- 


discriminat- 
ing against non-members in the 
sale of credit information. 

The Association, which has 
headquarters in St. Louis, and 
which was identified to the De- 


partment as a trade association | 


of over 14,000 members, has 
asked the Justice Department 
through its counsel, R. P. Shea- | 
ley of Washington, and Baker, 
Botts, Andrews & Wharton of 
Houston, Texas, to petition the 
Eastern Federal District Court of | 
Missouri for a modification of | 
the decree entered into in October, | 
1933. Indications are, however, | 
that the Department will turn 
down the request for a number 
of reasons. 

First, a number of independent 
retail credit agencies have re- 
cently protested against any mod- 
ification. Second, the Department 
was known at the time negotia- 
tions were under way in 1933 to 
regard the case as one of the 
outstanding anti-trust cases in re- 
cent times. And, third, the old 
argument, often heard at the De- 
partment, enters the picture 
again, that parties to a consent 
decree seldom “stay put” but in- 
variably seek modification, thus 
tending to reduce the effective- 
ness of the decree as a perma- 
nent solution. 

The brief filed by the Associa 
tion took the position that chang 
ing economic conditions justify 
revision of the provisions of the 
decree and_ specifically 
that creation of single reporting 
credit agencies or the policy of 
witholding information from non 
members would be a violation of 
the anti-trust laws. 

Efficient retail consumer credit 
service, the brief maintained, is 
best given by the facilities of a 
single reporting agency, adding 
that the consent should 
no longer be allowed “to stand as 


denied 


decree 
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| It was understood that the De- 
partment of Justice plans to call 
in representatives of the indepen- 
dent retail credit agencies and 


WARREN MANAGES SALES 
FOR SCHOELLKOPF CO. 


J. W. Warren has been ap 
pointed general sales manager of 
The Schoellkopf Co., Dallas, Tex., 
manufacturer of harness and 

saddlery, and wholesaler of auto 
supplies, radios and electric and 
| kerosene refrigerators. Mr. War- 
ren, who was formerly in charge 





of the firm’s harness and hard- | 
ware divisions, succeeds M. J. 
Linehan. 

C. T. Ellis has been manager 
of the radio department. R. E. 
Reagan is now in charge of the 
manufacturing of seat covers and | 
clothing, and J. A. Giere is now 
head of the automotive depart- 
ment. 


GRAHAM, GENERAL MAN- 
AGER OF COLEMAN 
LAMP & STOVE | 


The board of directors of The 
Coleman Lamp and Stove Co., 
Wichita, Kan., has elected J. H. 


Graham, executive vice-president 


swers will be in view of represen- 
tations already made to the De 
partment. 


Mr. Graham has been asso- 
ciated with the Coleman organ- 
ization for 27 years and in ‘he 
early days was general sales man- 
ager and treasurer. In that posi- 
tion he was responsible for for- 
mulating many of the policies 
of marketing Coleman products 
through the hardware wholesaler 
and dealer, and of resale and re- 
tail price maintenance. Family 
illness made it necessary for Mr. | 


| Graham to move to California, 


where for 19 years he was man.- | 
ager of the Coleman Pacific 
Coast business. 


REID REPRESENTS 
SARGENT IN SOUTH 


A. L. Reid has been appointed | 
representative for Sargent & Co., | 
New Haven, Conn., in Louisi- 
ana, Mississippi, and parts of | 
Florida and ‘Tennessee. He was | 
formerly manager of the R. D. | 
Pitard Co. hardware store in 





| New Orleans, La. 





J. H. GRAHAM 


and general manager of the com- 
pany. He succeeds the late 
Charles E. Parr. 





LARGE NUMBER OF BUILDERS’ HDWE. DISPLAYS 





MARK J. LACEY 


MARK J. LACEY REELECTED 
HEAD OF PEXTO 


The Peck, Stow & Wilcox Co., 
Southington, Conn., has an- 
nounced the election of the fol- 
owing officers: Mark J. Lacey, 
president and general manager; 
Major Frank L. Wilcox, vice- 
president; Edward G. Hackbarth, 
vice-president and assistant trea- 
surer, and Samuel C. Wilcox, 
secretary and treasurer. 

Floyd J. Neal has again been 
appointed sales manager of Pex- 
to’s tools and hardware division, 
and William O. Seifert, sales 
manager of the company’s ma- 
chinery division. 

The company will continue its 
plans of distributing its tools 
through legitimate hardware 
channels. 


EXPECTED AT PITTSBURGH MEETING 


This year the convention of the 
National Association of Contract 
Builders’ Hardware distributors, 
Sept. 21-23, at the William Penn 
Hotel, Pittsburgh, Pa., is ex- 
pected to attract an attendance 
representing a large majority of 
builders’ hardware manufactur- 
ers, many of them with displays. 
With this in view, the entire 
fourth floor of the hotel has been 
reserved for displays which the 
manufacturers may utilize. 

The National Assn. of Contract 
Builders’ Hardware Distributors 
has several worthy objectives for 
which it has been working and 
upon which it will enlarge dur- 
ing the convention meetings. It 
realizes the need for a definite 


plan to educate the general pub- 
lic to the importance of hardware 
on a building and to foster for 
the mutual benefit of the indus- 
try, closer cooperation between 
the builders’ hardware manufac- 
turer and distributor. The asso- 
ciation also plans to bring to 
realization the need for proper 
display rooms arranged to serve 
efficiently architects, contractors, 
and prospective builders and to 
gain professional recognition as 
builders’ hardware engineers for 
those individuals proficient in 
checking plans and details, 
scheduling proper type and qual- 
ity hardware, and _ efficiently 
servicing hardware. 
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The Union Fork & Hoe Co., 
Columbus, Ohio, has received the 
official “Award of Merit” issued 
by the Rice Leaders of the 
World Association, an organi- 











under the name of Razor-Back 
to call attention to the distinctive 
feature of a thick center section 


through 
shovel 


or backbone extended 
the full length of the 
blade and socket. 








WEIT HEADS ATLAS 
BOLT & SCREW CO. 

J. Edward Weit, vice-president 
of the Atlas Bolt & Screw Co., 
Cleveland, Ohio, has been elected 
president of that company and 
the Atlas Car & Foundry Co. Mr. | 
Weit joined the former company 
as a bookkeeper in 1900. John | 








to the Atlantic ocean and from 
Tennessee, south. The Henry D. 
Archer Co. consists of Henry D. 
Archer and Robert M. Barnes, 
both of whom have been calling 
on the southern jobbing trade 
for many years. 





LUBKEN SALES MANAGER 
CIRCLE TIP TOOL CO. 
Effective September 1, 1938, 
Carl Lubken becomes general 
sales manager of the Circle Tip 
Tool Co., 44 Hedden PI., East 





F. Harrison has been elected| PERCY D. PECK MANAGES 
chairman of the board of the MILCOR METAL TRIM 
Atlas Bolt & Screw Co. and the Pp Be dis 
CTED Atlas Car & Foundry Co. E. W. ee ee oo en ee 
SdaDnineas Sinead hief pointed manager of the metal 
che ger, formerly c s Wee 
. engineer of the Atlas Car & omen department, fireproof divi- 
x Co., Raniie Ge. 1 «rpg. | Sion, Milcor Steel Co., Mil- 
oundry Co. is now a vice-presi ; ; ; 
wd dent of both companies. waukee, Wis. Mr. Peck's ee 
e fol- ence in the metal trim business 
Lacey, —— (xr OA lll UU | covers a period of 28 years of 
lager ; | work in all phases of interior 
vice- WESTINGHOUSE RE-FORMS | metal trim production, design, CARL LUBKEN 
barth, EDWARD DURELL AIR CONDITIONING DEPT. | and sales. He started in 1910. 
trea- with the Knapp Bros. Mfg. Co. 
ileox, | The Westinghouse Electric & | In 1923 he became general super- | Orange, N. J., manufacturers of 
zation devoted to the encourage- | Mfg. Co., Mansfield, Ohio, has | jntendent of the Knapp Bros. Co. | a line of tool bits made with a 
been ment of high standards of busi- | reorganized its air conditioning | and in 1928 was made vice-presi- | patented “TNC” steel tip. 
Pex- ness conduct. department with headquarters at | dent in charge of production. In Mr. Lubken is well known 
ision, The Union Fork & Hoe Co., the company’s East Springfield, 1934 Mr. Peck became vice-presi- | throughout the wholesale and re- 
sales formed by the consolidation of | Mass., plant. This change be- | gent and general manager and in | tail hardware trade and among 
- ma- several companies manufacturing | comes effective Sept. 1. | that capacity had complete charge | the industrial supply distributors 
hand farm and garden tools, was P. Y. Danley has been named | of all sales, promotion, and manu- | in the eastern territory. For the 
1e its operated for many years under | manager of the air conditioning | facturing activities of the Knapp | past 19 years he has represented 
tools the presidency of W. D. Ackley, | department and S. F. Myers has company. He left that company | Clemson Brothers, Inc., Middle- 
lware with plants in Columbus, Ohio, | been appointed assistant man- | jn May, 1938. » | town, N. Y., and for six years 
and Frankfort, N. Y. In 1933, fol- | ager, located in Chicago. Mr. Mr. Peck is at the service of | prior to that was with E. C. At- 
lowing Mr. Ackley’s death, Ed- | Danley, who will be responsible | architects, contractors, and build- kins & Co., Inc., Indianapolis, 
a ward Durell was elected presi- | for all commercial and household | ers who will buy and use Milcor Ind. Before that he was asso- 
S dent and a program of active | air conditioning activities, has | metal trim. ciated with Simmons Hardware 
NG expansion undertaken. During appointed H. F. Hildreth to di- Co., St., Louis, Mo., for two 
the depression period, both the | Tect the sale of home air con- years. He is a member of the 
pub- Columbus and Frankfort works | ditioning equipment. Mr. Hil- Hardware Boosters and of the 
ware were greatly enlarged and a dreth will be located in the East Hardware Square Club. 
r for third plant built at Jackson, Springfield plant. Coincident to this announce- 
idus- Miss. In 1935 the company re- The new department will func- ment Mr. Lubken advises that 
ween designed its leading line of tools tion as a separate organization the Circle Tip Tool Co.’s pro- 
ufac- in line with modern trends, em- | 2"4 will not be directly associat- ducts will be sold solely through 
asso- phasizing the eye appeal of the ed with the present merchandis- distributors and that there will 
x to product, and also introduced the ing division as it has been in the be no deviation from this policy. 
oper system of stamping each tool | Past- 
aan with the number of the repair Se* 
: handle which would insure the 
tors, 
yn hang and balance of the original ARCHER CO. REPRESENTS SEEKS AMERICAN HARD- 
tool in. a tool which lied been DAMASCUS STEEL WARE FOR EAST AFRICA 
_ repaired. A year ago Union The Henry D. Archer Co., Graham Dawson & Co., Box 
in created another innovation by | manufacturers’ agent at 404 St. 216, Court Chambers, Nairobi, 
P offering garden tools with bril- | Charles St., New Orleans, La., Kenya, British East Africa, is in- 
ils, liantly colored handles in a has been appointed representa- terested in receiving catalogs and 
jual- special light weight line called | tive for the Damascus Steel price lists from American hard- 
ntly Speedline and in a specialty line | Products Corp., Rockford, IIl.. ware manufacturers who wish to 
of shovels which it introduced | in the entire South—from Texas PERCY D. PECK market their lines in East Africa. 
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CORDES 25 YEARS WITH 
AMERICAN STEEL & WIRE 


Wilmer H. Cordes, sales pro- 
motion and advertising manager 
of the United States Steel’s sub- 


WILMER H. CORDES 


sidiary, American Steel & Wire 
Co., Cleveland, celebrated his 
25th year with that organization 
on August 11. 


| The Carborundum Co., 3630 S. 


Iron St., Chicago, secretary. The | 


officers, together with Irving S. 


Kemp, H. A. Squibbs, American | 
| will represent the company in | 


| Steel & Wire Co.; R. A. Sunvahl, 


| Corbin Screw Corp.; Frank J. 


| Koch, McKinney Mfg. Co.; J. D. | 
| McCue, Russell & Erwin Mfg. | 


Co., and George H. Beaudin, J. 
Wiss & Sons Co., comprise the 
board of directors, of which Will 
J. Feddery, Harpware AcE, is 
chairman. 


CONNECTICUT BLOWER 
EXPANDS FACILITIES 


The Connecticut Blower Co., 
Hartford, Conn., manufacturer of 


air handling equipment is open- | 


ing a New York City office at 
155 E. 44th St., with J. G. Stalb 
as district manager. Mr. Stalb 


New York City, southern New 
York state, Long Island, New 
Jersey, and Delaware. 

The company has also appoint- 
ed five additional sales engineers 
as follows: Carl E. Swift, Hol- 
land, Mich., for Michigan; John 
P. Gilboy, Scranton, Pa., for 


Pennsylvania; Martin E. Marsa- 


lis, Fort Worth, Tex., for Texas; 
Charles E. Kreipke, Evansville, 
Ind., for Indiana, and Chester J. 
Scanlon, Bloomington, IIl., 
Illinois. 


for | 


O. IBER CO. ACQUIRES 
WALLACE & SONS 

O. Iber Co., 600 W. Randolph 
St., Chicago, distributor of mill, 
steam, mine, and machinery sup- 
plies, has acquired the business 
of Wm. Wallace & Sons, 513 N. 
Wells St., Chicago, factory and 
machinists’ supply distributor. 


HITT CO. WESTERN AGENT 
FOR HOBSON & BOTTS 


W. C. Hitt Co., Los Angeles, 
Calif., has been appointed western 


| sales representative for The Hob- 


son & Botts Co., Danbury, Conn., 
manufacturer of silver plated flat 
ware. 


HARDWARE AGE SPECIAL FOR ATLANTIC CITY 
CONVENTION LEAVES CHICAGO SATURDAY, OCT. 15 


ARMCO SENDS W. A. DANNER 


TO MINNEAPOLIS 


W. A. Danner, of the Chicago 
office of the American Rolling 
Mill Co., Middletown, Ohio, has 
been appointed manager of the 
newly established district sales 
office in Minneapolis. He will be 
assisted by S. A. Yager. 

Mr. Danner has been associ- 
ated with Armco for the past 16 
years, first in the plant at Middle- 
town and later in various posi- 
tions in the sales division. Mr. 
Yager has been connected with 
the company for the past nine 
years. 


CENTRAL STATES CLUB 
WILL HOLD PARTY 


The Central States Hardware 
Club, Chicago, Ill., will hold a 
dinner party on Sept. 14 in 
the Illinois Athletic Club, 112 
South Michigan Ave., Chicago. 
The guests will have available 
during the day the facilities of 
the club, including the pool. Din- 
ner will be served at 6.00 p.m. 
and will be completed in time to 
make train connections for the 
golf tournament of the Eastern 
Hardware Golf Assn. at Excel- 
sior Springs, Mo. Tickets for 
the dinner are $2.00. 

The hardware club was organ 
ized several months ago as an 
organization of salesmen of 15 
years’ experience selling the hard- 
ware trade. Officers of the club 
are: Allan J. Coleman, president ; 
E. R. Swift, The Stanley Works, 


vice-president, and Ben Leve, 
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Once again the HARDWARE AGE SPECIAL will bring manufacturers and 
wholesalers from Chicago (and other western points) direct to Atlantic City, 
N. J., without the bother of a change at North Philadelphia. The Pennsylvania 
Railroad is now arranging the schedule and Pullman accommodations. This 
modern, air-conditioned train will leave Chicago, Saturday, October 15, 1938, 
and arrive at Atlantic City, N. J. on the morning of Sunday, October 16, 
1938, a full day before the formal opening of the manufacturers’ and 
wholesalers’ convention which is scheduled for October 17 to 20, 1938, 


with headquarters at the Marlborough-Blenheim Hotel. 


Further details on 


this train and convention program will be announced in our next issue. 
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CHAMPION HARDWARE OBSERVES 
FIFTY-FIFTH ANNIVERSARY 


During August The Champion 
Hardware Co., Geneva, Ohio, is 
observing its 55th anniversary 


CHARLES I. CHAMBERLIN 


with an encouraging review and 
preview of business. Charles I. 


Chamberlin, president, in review- | 


ing the company’s history, com- 
mented, “This 


RALPH D. MAYNARD 


minds us that our span of years 
has been the Golden Era of Ad- 
vance. Let us hope that future 
years will witness still greater 
progress in the field of invention 
and with it a higher standard of 
living and distribution of life’s 
blessings among an ever-increas- 
ing number.” 

From its early days when its 
line of products consisted of two 
types of sash fasteners and a 
water filter, the Champion Hard- 
ware Co. has increased its pro- 
duction until today it manufac- 
tures a complete line of shelf and 
builders’ hardware. 

Ralph D. Maynard, sales man- 
ager of the company, states, 
“With the introduction of new 
items this year, our business has 
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anniversary re- | 


been most favorable, and with 
increased interest and activity in 


the building business. Champion 


dealers and jobbers are predict- | 


ing continued business increases 
for the remainder of 1938.” 


ARMSTRONG CORK NAMES 
FIRST VICE-PRESIDENT 


F. L. Suter has been elected 
first vice-president of the Arm 
strong Cork Co., Lancaster, Pa. 
He succeeds Hugh M. Clarke. 
who passed away July 26. Mr. 
Suter was formerly vice-president 
and treasurer of the 
Keith Powlison was 


treasurer of the company and a | 


member of the board of directors. 


BELL SOUND MOVES 
TO NEW PLANT 
increased 


Because of volume 


| necessitating larger manufactur- 


ing facilities, Bell Sound Sys- 
tems, Inc., previously located at 
61 E. Goodale St., Columbus, 
Ohio, has moved to a new plant, 
which will serve as factory and 
general offices, located at 1183 
Essex Ave., Columbus. F. W. Bell 
is president of the company and 
R. E. Potts, sales manager. The 
company makes permanent and 
portable public address systems, 
inter-communicating 
well as specially built sound dis- 
tributing large 
range of commercial and indus- 
trial 


systems, as 
systems for a 


purposes. 


120 ROCHESTER DEALERS 
AT ANNUAL PICNIC 


At the annual picnic of the 
Rochester Hardware Association, 
held July 27 in the Terrace Gar- 
dens, Rochester, N. Y., approxi- 
mately 120 dealers and salesmen 
were present for a day of sports. 
The high spot of the picnic was 
a close baseball game, with the 


dealers playing against the sales- | 


men. The salesmen won. 


POT AND KETTLE NEWS 


The following officers 
been elected by the Seattle Pot 
and Kettle Club for the 1938-1939 
term; William Keller, Wm. Kel- 
ler Co., vice-president; James 
Bennett, Ernst Hardware Co.. 
and secretary-treasurer, Mac S. 
Sprincin, Mac S. Sprincin Co. 
The club plans a trip to Skagit, 
Aug. 27 and 28th and will use 
a special train as more than 100 
members are expected to attend. 

The San Francisco Club re- 
cently was host to many buyers 


| welcoming to the 


company. | 
elected | 





have | 


who attended the market held 
at the Merchandise Mart, San 
Francisco. A lively meeting was 
conducted by acting 
Gillan and brief talks were given 
by Bert Howell, of Rotary Club 
fame, Frank Runyan, vice-presi- 
dent of the Mart: Wallace 
Spaulding. Hale Bros.; Ben Hal- 
liday, Dunham, Carrigan & Hay- 
den: Homer Meek, National 
Enameling & Stamping Co.: Joe 
Sloss. Sloss and Brittan, and Os- 
good Murdock, president of the 
Kiwanis. The talks covered a 
Market and 
the value of the Pot and Kettle 
clubs and fellowship. 


president 


resulting 


APPOINTMENTS FOR 
BORG SCALES 
“Ted” Swartzbaugh and Asso- 
ciates, 1498 Merchandise 
Chicago, are now representative 


REMAINS ON JOB 
63 YEARS 
On August 16, Henry C. Zusch- 
nitt celebrated his 63rd anniver- 
sary as clerk in the C. L. Glas- 
gow hardware at Nashville, Mich. 


Mart, | 


HENRY C. ZUSCHNITT 


in that city for the Borg Seale | 


Division of the George W. Borg 
Corp., 469 E. Ohio St.. Chicago 
D. E. Sanford Co. of San Fran 
cisco and Los Angeles has been 
appointed as the West Coast sel- 
ling agent for the Borg Scale 
Division. 


KELLY OF HUEY & PHILP 
MARRIES 


Paul Kelly, Jr., associated with | 
the Huey & Philp Hardware Co.. | 
Miss Ann | 


Dallas, Tex.. married 
Jones of that city on July 9. On 
their honeymoon trip they visited 
Colorado, the Grand Canyon, and 
Carlsbad. 


As a boy 17 Mr. Zuschnitt went 
|} to work in that” store, then 
| operated by C. C. Woolcott and 

later the property of the late 

C. L. Glasgow, taking active 
| charge in the absence of Mr. 
Glasgow, when he was active in 
state politics, and later when he 
was ill, carrying much of the 
responsibility since his death. 

Throughout his long career, he 
has also held public office and is 
one of the charter members of 
the board of the directors of the 
| State Savings Bank and a char- 
| ter member of the Evangelical 
| cloueeh and a member of the 


| board of trustees. 


MID-STATES STEEL & WIRE PROMOTES 
M. C. MASON AND H. E. NICKLOY 


The Mid-States Steel & Wjre 
Co., Crawfordsville, Ind., has an- 
nounced the appointment of M. 
C. Mason as sales manager of its 
industrial division and of H. E. 
Nickloy as sales manager of the 


merchants’ trade division. Mr. 
Mason was formerly sales man- 
ager of the western division and 
Mr. Nickloy was formerly sales 
manager of the eastern division 
of the company. 


H. E. NICKLOY 





FTC SEEKS TO OUTLAW 


CORPORATIVE 


COMBINATIONS 


Says corporative domination facilitates dealer con- 


trol and “full line forcing.” 


Amendment to Clayton 


Act sought, making acquisition by large corpora- 
tions of stock or assets of competing firms illegal 


In its second and final report | 
on the farm implement and ma- 
chinery industry, the Federal 
Trade Commission recommended 
to Congress on July 7 an amend- 
ment to the Clayton anti-trust | 
act to make illegal the acquisi- 
tion by large corporations of the | 
stock or competing 
corporations. 

The Commission, after com- 
pleting its $150,000 survey | 
authorized by Congress in June | 
1936, singled out the eight large 
manufacturers which it said | 
dominate the field and bitterly | 
criticized the practice of “full 
line forcing.” 

“The dominant position of the 
leading manufacturers in_ the | 
production and sale of farm ma- 
chinery and implements, parti- | 
cularly the International Harves- 
ter Co., is largely the result of | 
combinations with other compan- 
ies, or the acquisition of their 
properties,” the FTC said in its | 
report. “Growth in size has facil- | 
itated the control of large com- | 
panies over dealer outlets, espe- 
cially through attempts to | 
require dealers to handle their 
respective lines exclusively. This | 
practice of full line forcing has, 
in turn, fortified the domination | 
of the large manufacturers in | 
the industry.” 

Other subjects 
the conclusions include com- | 
plaints of retail dealers; mail 
order houses as a factor in the 
retail trade; effect of dealer as- 
sociation activities on prices to | 
the farmer; and investment and 
profits of wholesalers and retail- 
ers. 

In its report the FTC com- 
plained among other things that 
the International Harvester Co., 
and Deere & Co., have estab- 
lished the price levels for the 
majority of the industry’s pro- 
ducts. It also noted that the 
average drop in farm prices on 
various farm products ranged 
from 52 per cent to as much as 
68 per cent from 1929 to 1932. 
During that same period, the 
FTC said, there was no farm 
machine the price of which fell 
more than 24 per cent by the 
end of 1933, and that the great 
majority of such reductions of 
farm machinery prices ranged 
from 8 per cent down to a frac- 


assets of 


discussed in | 





52 


(Washington Bureau 

of HARDWARE AGB) 
tional part of 1 per cent, and 
that the price of many farm ma- 
chines were actually increased. 
The report cited these factors 
in illustrating what it described 
as “serious monopolistic condi- 


| tions” in the industry: 


(1) The dominant position of 


| the International Harvester Co., 
| profits of 


the company, espe- 
cially in 1937; (2) a large ad- 
vance in the great majority of 
farm machinery prices as com- 
pared with other products; (3) 
the rigidity in farm machinery 
prices during the depression; 
(4) a swift rebound of most 
farm machinery prices after the 
three severest years of the de- 
pression to levels exceeding 
those of 1929; (5) the rela- 
tively slight percentage of de- 


| cline in farm machinery prices 


contrasted with the sharp decline 
in production and employment 
volume in industries known to be 
more competitive; (6) exchange 
of price lists among farm ma- 
chinery manufacturers; and (7) 
evidence of dealer coercion. 
The Commission’s finding im- 
mediately prompted a statement 
from Sydney G. McAliister, pres- 
ident of International Harvester 
Co., that the FTC had ignored 


material facts and _ natural 


| causes, had based the report on 


“an ex parte investigation, and 
had denied the industry’s re- 
quest for a hearing and an op- 
portunity to cite errors in the 
findings.” 

“There were very substantial 
increases in 1927 in the two 
principal elements of costs, labor 
and materials,” he said. “The 
prices of the harvester company 
were not increased as much as 
the increase in cost and the mar- 
gin of profit to sales was less in 
1937 than in 1929.” 

Other points discussed in the 
FTC report to Congress covered 
concentration of control in large 
manufacturers; effect of con- 
centration on prices; disparity in 
relative price movements; in 
quality of machines, which the 
FTC said did not justify the 
maintenance of prices at such 
levels; margins of net profit on 
sales; profits and losses; pro- 
fit margins on replacement parts; 
and the distribution of the farm- 
er’s farm machinery dollar; ex- 





clusive dealing, full line forcing; 
and trade association functions. 

Pointing out that there are 
few, if any, commodities in the 
production of which the manu- 
facturer receives such a large 
proportion of the farmer’s dol- 
lar as he does in the production 
of farm implements, the Com- 
mission listed this breakdown: 

Out of every dollar spent by 
the farmer for farm implements 
and machinery, from one to 
seven cents goes for freight; 
from less than 20 cents to not 
more than 25 cents goes to re- 


tail distributors’ gross margins, | 
out of which they meet their | 


operating expenses and obtain 
profit; 75 to 80 cents is the 
manufacturers’ realization at the 
factory or branch house door. 

In line with the farmers’ com- 
plaint of high prices for replace- 
ment parts, the Commission said 
that leading manufacturers and 
retail 
realize a larger percentage of 
gross margins on sales of re- 
placement parts 
implements and equipment fig- 
ures cited by the FTC for Deere 
& Co., described as the second 
largest company, 
gross profits on sales made dur- 
ing the years 1929, 1932, 1933, 
1935 and 1936 averaged 39.2 
per cent on new machines and 


farm machinery dealers | 


than on new | 


showed that | 





implements and 45.2 per cent 
on replacement parts. Allis- 
Chalmers Mfg. Co., according 
to the FTC figures, averaged 
23.7 and 46.2 per cent on new 
and replacement equipment re- 
spectively during those years. 


FOSKETT BROWN, DIRECTOR 
OF INSURANCE FIRM 
Foskett Brown, president of 
Gray & Dudley Co., Nashville, 
Tenn., was elected to the exec. 











FOSKETT BROWN 


utive committee and board of 
directors of the Life and Casualty 


| Insurance Co. 








BUYERS FAVOR UNIFORM COLORS 
FOR KITCHENS AND BATHROOMS 


Uniformity in the colors to be 
used for bathroom and kitchen 
accessories has the endorsement 
of housewares experts, according 
to a recent survey conducted by 
the Plaskon Co., Toledo, Ohio, 
manufacturer of “molded color”, 
among 157 of the largest depart- 
ment stores in the country to de- 
termine what effect the stand- 
ardized color plan of the Nation- 
al Retail Dry Goods Association 


and the Bureau of Standards 
had upon their merchandising 
programs. 


The questionnaire, submitted 
to the housewares buyers showed 
that 85 per cent of the execu- 
tives who answered thought the 
idea of merchandising house- 
wares in a series of consistent 
hues was a good one. Only 57 per 
cent, however, the survey indi- 
cated, had done anything to pro- 
mote the idea among their cus- 
tomers. 

The favorite method acquaint- 
ing the consumer with the uni- 
form color scheme, which pro- 
poses six shades for the kitchen 
and seven for the bathroom, the 
colors selected being those 
which research showed to be the 


most popular, was by personal 
contact through the houseware 
salespeople. Consumers’  atten- 
tion would be called to the ease 
with which they could match 
their new accessories with the 
old and have a harmonious and 
regular color ensemble, practi- 
cally always. 

Although only 23 per cent of 
the housewares buyers declared 
that there had been a noticeable 
demand for the recommended 
colors, 31 per cent had found it 
feasible to modify houseware in- 
ventories to conform with the 
standards promulgated. Sixty- 
three of the executives stated 
that sales should increase once 
the idea became better and more 
widely known to the public. 

Supplementary remarks in the 
survey were mostly concerned 
with emphasizing the further 
need of educating the consum- 
ing public on the project and of 
concerted action on the part of 
everybody interested and _in- 
volved. Regarding buying costs, 
69 per cent stated that there 
would be little or no difference, 
23 per cent that they would be 
reduced and 8 per cent that they 





would be increased. 
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WALT R. FOSS HEADS WOOSTER BRUSH CO. 


At a recent meeting of the, 
board of directors the following | 
were elected officials of The | 
Wooster Brush Company, Woos- | 
ter, Ohio: Walt R. Foss, presi- | 


dent and general manager: Clif- | 





WALT R. FOSS 


furd P. Foss, vice-president-trea- 
surer and general sales manager; | 
Oscar H. Foss, vice-president in 
charge of industrial and export 
divisions; Lewis M. Rhodes, vice- | 
president in charge of produe- 
tion; Elma Shibley, secretary and 
auditor. 

The three Foss brothers, who | 
have been active in the manage- | 


ment of the company for many 
years, are the third generation of 
the Foss family and grandsons of 
Adam Foss who founded The 
Wooster Brush Company in 1851. 
A fourth brother, Donald J. Foss, 
former vice-president and general 
manager, died earlier this sum- 


| mer. 


Walter D. 


Foss, well known 


| throughout the paint industry for 


his many years energetic efforts | 


in the National Paint, Varnish 
and Lacquer Association of which 
he was president in 1915, and 
father of the present generation. 





retires as president of the com.- | 


pany but continues as a member 
of the board of directors. 


STOEGER GUN CATALOG 
NOW AVAILABLE 


The new Stoeger Gun Catalog 
& Handbook No. 31, published in 
commemoration of the New York 
1939 World’s Fair by the Stoeger 
Arms Corp., 507 Fifth Ave., New 
York City. The volume contains 
15,000 gun, ammunition, and ac- 
cessories items, many of them 
new. 

Among the accessories are sec- 
tions devoted to reloading tools 
and powders, chambers, reamers, 
restocking, the best American 
and imported scopes, mounts, 





binoculars, barrels and 
blanks, targets, 


sights, 
barrel 


stocks, decoys, police equipment, | 


shooting coats, shooters’ trophies. 
An enlarged section of more than 
100 pages is devoted exclusively 
to gun parts for all American and 
the most widely used imported 


guns. Another important feature | 


is gunsmith tools. 

Copies of this catalog are 
available at $1.00 each. The com- 
pany has inaugurated a contest 
in conjunction with the publica- 


tion of this book. $1,000 in prizes | 


will be awarded for the best 50- 
word letters on what features the 
user of the catalog likes best. 





LAWN MOWER 
SERVICE CATALOG 


A. M. Collot Supplies, 19 N. 
W. Miami Court, Miami, Fila., 
has issued Lawn Mower Service 
Catalog No. 2. This volume is a 
comprehensive and complete cata- 
log on all types of lawn mower 
parts such as pinions, pawls, 
roller hangers, etc. All parts are 
shown in full size and complete 
dimensions are given. The cata- 
log is completely indexed. 





DR. HEISER DIRECTS HEALTH 
WORK FOR MFRS. ASSN. 
Dr. Victor G. Heiser, former 

director of health of the Philip- 

pine Islands and author of “An 

American Doctor’s Odyssey,” has 


walnut | 


| been appointed research director 
of the National Assn. of Manu- 
facturers’ Committee on Health- 
ful Working Conditions. The 
| committee was organized recently 
with the view of assisting Amer- 
ican industry in the field of in- 
dustrial health. Frank Purnell, 
president, Youngstown Sheet and 
| Tube Co., Youngstown, Ohio, is 
| chairman of the committee. 


| CONN. VALLEY MFG. NAMES 
WESTERN AGENT 


The Conn. Valley Mfg. Co.. 
| Centerbrook, Conn., manufac 
| turer of wood boring tools and 
hardware specialities, has ap 
| pointed The Thomas M. Gardi 
ner Co., 95 Market St., Oakland. 
Calif., representative in Oregon. 
Washington, California, Nevada. 
Idaho, Montana, Wyoming, and 
Colorado. 


EXPLANATORY DIGEST 
OF FEDERAL TAX LAW 


Prentice-Hall, Inc., 70 Fifth 
Ave., New York City, has pub- 
lished a booklet entitled “Federal 
Tax Law,” which contains the 
text of the Revenue Act of 1938 
together with an _ explanatory 
digest and summary of how the 
law works in actual practice. In- 
formation as to how the taxpayer 
may avoid the payment of un- 
necessary taxes is to be found in 
the explanatory digest. The book- 








let sells for $1.00 per copy. 








WARREN TELECHRON CO. HOLDS 15TH ANNUAL CONFERENCE 


Di 


On August 3, 1938, the district managers, sales and advertising departments of the Warren Telechron Company, pioneers in 
the electric clock industry convened at the home office and factory at Ashland, Mass., for a three day conference to discuss 
the Fall, 1938 Telechron sales and advertising program. 
Above is a photograph of the conference group. Left to right, seated at table, D. Blair, Jr., district manager, St. Louis, Mo.; 
F. B. Davis, district manager, Atlanta Ga.; W. F. Bigelow, asst. to vice-pres.; M. E. Trimble, district manager, New York, 


N. Y.; Miss H. Conlin, secretary. 


Back row, left to right, W. H. King, Jr., advertising department; R. T. Woodward, 


salesman, Pittsburgh, Pa.; H. E. Blackburn, district manager, Cleveland, Ohio; E. J. Holland, special clock sales department; 
A. A. West, district manager, Chicago, Ill.; A. Fisher, commercial engineer; A. W. Pingree, district manager, Ashland, 
Mass.; C. E. Davis, vice-president; A. J. Frank, sales promotion manager and W. J. Haggerty, motor sales department. 


AUGUST 25, 
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ALABAMA 
The U. G. White Hardware 
and Furniture Co., Athens, Ala., 
has moved into a new building 
providing increased quarters. 


Houston Brothers recently pur- 
chased the Barrow Hardware and 
Grocery Co., McKenzie, Ala. 


CALIFORNIA 


The Barrett-Hicks Co., Fresno, 


Calif., has resumed business in | 


its former location, 1031 Broad- 
way, in modernized premises. 


Edwin S. Butterfield has sold 
the Garvanza Hardware Co., 6324 
Pasadena Ave., Los Angeles, 
Calif., to Charles F. Ray. 


A certificate to conduct busi- 


ness under the firm name of Ar- | 


cadia Hardware Co., 52 East 
Arcadia Drive, Arcadia, Calif., 
has been issued to the proprietor, 
Harry Hollomon. 


Albert F. Kuhnie, has _ ob- 
tained a certificate to conduct 
business under the firm name of 
La Cresta Hardware and Paint 
Co., at 5769 North Huntington 
Drive, La Cresta, Calif. 


GEORGIA 


W. B. Powell and H. G. 
Roberts have purchased the Har- 
ris Hardware Co., Villa Rica, Ga. 

Ambrose E. Jackson has open- 
ed a new hardware business at 
Winder, Ga., which will 
a complete line of farm imple- 
ments in addition general 
hardware. 


to 


ILLINOIS 


Mark Belsely, proprietor of the 
Belsely Hardware, Lacon, IIl., has 


rented a warehouse at LaRose, 
that state, and is opening 


branch implement business there, 
in charge of Lloyd Adams. 


E. J. Maiden, Libertyville, TIL., 
for 10 years an employee of the 
old Eger Hardware, has opened 
his own business at 620 N. Mil- 
waukee Ave., to be known as the 
Liberty Hardware Co. He will 
carry lines of hardware, paints, 
and varnishes. 


The Lodge and Dresbach Hard- 
ware, Paris, Ill., is discontinuing 
its business. 


54 


handle | 








HARDWARE BRIEFS > 


MASSACHUSETTS 


Stearns Specialty Co., Revere, 
Mass., has moved into larger and 
modern quarters at 677 Beach St. 
The firm deals in hardware, 
paints, plumbers supplies, build- 
ers material, oils, varnishes, win- 
dow glass, sheet metal, lime, 
sand, cement, corner beads, and 
wire lading. 


The Berkshire Hardware Co., 
located at 156 North St., Pitts- 
field, Mass., since 1882 will move 
| to 156 South St. 

The Pittsfield Hardware and 
Plumbing Supply Co. has been 
opened at 461 North St., Pitts- 
field, Mass. Mack Soroken of 
Nashua, N. H., heads this new 

firm. 


MISSOURI 

The Witten Hardware Co., 
Trenton, Mo., is undergoing ex- 
tensive remodeling. New equip- 
ment is being installed and the 
store will be painted throughout. 
| When completed the store will 
| be able to display its stock more 
attractively. 
| The Biermann Hardware store, 
| 101 S. Florissant Rd., Ferguson, 
| Mo., has moved to larger quar- 
| ters at 46 S. Florissant Rd. 


NEW HAMPSHIRE 





enlarged and_ redecorated its 
store and also increased its stock. 


Roland Goyette is proprietor. 
| 





NEW JERSEY 

J. Strassman & Sons, 179-181 
| Third St., Elizabeth, N. J., re- 
tail hardware, is celebrating its 
fortieth anniversary. It the 
oldest retail hardware store in 
the city operated continuously by 
one family. 


is 


Herbert Michael, Harry Siegel 
and Nat Antler of New York 
‘ity, N. Y., have purchased 
Koenig’s Hardware, Inc., at Wood 
Ave. and Price St., Linden, N. J., 
and will continue the business 
under the same name. 


The Sutton Hardware and 
Electric Co., formerly 
York City is now located at 543 
Westfield Ave., Elizabeth, N. J., 


and is operating under the name 
of Murray’s. 


NEW YORK 
George Biekert has purchased 
the Perle Anderson Hardware in 
Portland, N. Y., and will operate 


| the business there. 


The Central Hardware Co., 64 | 
Broad St., Claremont, N. H., has | 


| 
| 
| 
| 


Walter V. Lundy, long asso- 
ciated with the paint and hard- 
ware field in Schenectady, N. Y., 
has opened his own store at 158 
Erie Blvd., that city. Mr. Lundy 
will stock a complete line of 
paints, varnishes, enamels, and 
shelf and builders’ hardware. 


The Selmar Hardware has been 
opened at 268 W. 34th St., New 
York City. 


Halleron’s Hardware has been | 


opened at 7 S. Franklin St., 
Hempstead, N. Y., with a com- 
plete line of hardware, tools, and 
paints. 


OHIO 


The hardware store of 


Hoemmelmeyer, Cincinnati, Ohio, | 


has moved from 1821 Vine St. 


| to 1817 Vine St. 





S. S. Daily has sold his hard- 
ware store on Main St., Piketon, 
Ohio, to a company comprised of 
local people. R. V. Guth has 
been named manager of the busi- 
ness. 


of New | 


F. | 





Ralph Eshelman, plumber and 
| councilman of Orrville, Ohio, has 
| acquired the interest of John 
Kropf in the Cabut and Kropf 
Hardware on West Market St.. 


Orrville. 
} 





F. L. Reed has opened his new 
| hardware store at 13 North 
| Franklin St., Chagrin Fall, Ohio. 
| Besides a general line of hard- 
ware, Mr. Reed will handle elec- 
tric ranges, refrigerators and ap- 
| pliances. 


PENNSYLVANIA 


| The Baron Hardware Co., New 
Castle, Pa., has purchased the 
|New Brighton Hardware, 926 
| Third Ave., New Brighton, that 
state, from Karl Mink. 

| The Trading Post, 340 Seneca 
St., Oil City, Pa., which deals in 
new and second hard furniture, 
| guns, hardware, etc., is now 
under the new management of 
| J. C. Von Volkenburg. The busi- 
| ness was formerly operated by 
Charles Ewing. 


TEXAS 
The M. & M. Hardware and 
Furniture Co. is a new business 
at Coleman, Tex. M. L. Marrs is 
the owner. 


J. J. Hevelka and Connally 
Atkinson have opened a_hard- 
| ware business at Edna, Tex. 








| WEST VIRGINIA 

The Central Hardware Co. is 
| moving from its quarters in the 
| Sample Bldg., Fairmont, W. Va., 
to the Fairmont Times Bldg., 
where it will occupy a completely 
modern and larger store room. 


WISCONSIN 
| 

H. Ahrens has purchased 
the Timms Hardware at Fox 
Lake, Wis., and will operate the 
business as the Corner Hard- 
| ware. : 
Harry Buchanan and _ Jake 


Fogo have opened a hardware, 
grocery, meat, fruit and vege- 
table store at Arkansaw, Wis. 





ai 








SILEX SALESMEN AT “EVERYTHING NEW” CONFERENCE 


Be 





Thirty-four salesmen of The Silex Co., Hartford; Conn., came to that city from all parts of the 
United States and Canada for a five-day sales conference where they were presented with “The 
Silex Golden Harvest”, a campaign built about the theme, “everything new”. 
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OBITUARIES 








AL G. WRIGHT 


\l G. Wright, 59, prominent 
hardware retailer of Arkansas 
City, Kan., passed away sudden- 
ly, June 26. Mr. Wright had long 
suffered with an incurable 





AL G. 


WRIGHT 


ease and had undergone two ma- 
jor operations with no hope of 
relief. 

A former president of the 
Western Retail Implement and 
Hardware Assn., Mr. Wright had 
been engaged in the retail busi- 
ness in Arkansas City since 1921. 
Previously he had traveled for 
the Wyeth Hardware & Mfg. Co.., 
St. Joseph, Mo. * 

Active in civic, political and 
church affairs, Mr. Wright was 
appointed by Governor Huxman 
of Kansas as chairman of the 
Social Welfare Board and when 
he asked the Governor to re- 
lieve him, he was urged to with- 
hold his resignation as his ser- 
vices were invaluable. He was a 
Spanish War Veteran, a 32nd de- 
gree Mason, served as president 
of the Arkansas City Rotary 
Club and the local Chamber of 
Commerce, and as vestryman of 
the Trinity Episcopal Church. 

Mr. Wright leaves his widow, 
and two sons, Stephen and Way- 
mond. 


SAMUEL S. KING 


Samuel S. King, secretary and 
sales manager of Farwell, Oz- 
mun, Kirk & Co., St. Paul, Minn., 
passed away Aug. 9, after an ill- 
ness of several months. He was 


71. Had he lived until Septem- 
ber, he would have rounded out 
50 years with the company. 

Mr. King went to St. Paul in 
1881 and worked for the North- 
ern Pacific railway as a clerk 
and then became associated with 
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dis- | 





the Strong, Hackett Hardware 
Co. In 1888 he became a sales- 
man for Farwell, Ozmun, Kirk 
& Co., traveling in northern Wis- 
consin. A year later he became 
associated with the firm’s 


main 
sales office in St. Paul. He had 
been sales manager and secre- 


tary of the firm for 30 years. 
His widow, a daughter, and a 
son, Sydney S. King, survive. 


IRVING C. TREAT 

Irving C. Treat, prominent 
hardware dealer and founder and 
president of Clapp & Treat Co., 
Hartford, Conn., passed away re- 
cently, after a lengthy illness. 
He was 75 years old and had 
been in the hardware business 
for more than 50 years. 

Before Mr. Treat and George 
L. Clapp established their hard- 
ware business in Hartford, Mr. 
Treat sold hardware from a 
wagon throughout the New Eng 
land states and the Adirondacks 
as far west as western New York. 

For many years Mr. Treat was 
prominent in many organizations 
and activities in his community 
but in recent years had dropped 
all but a few of his affiliations. 


At his death he was a member | 


of the Hartford Canoe Club. 
Coventry Fish and Game Club, 
St. John’s Lodge, F. & A. M.. 
Sphinx Temple, Mystic Shrine. 
He was a past president of the 
Hartford Businessmen’s Club and 
had been active in the Hartford 
Rotary. 

Mr. leaves his 
and a Merrit W., for 20 
years associated with him in the 
business and recently made vice- 
president of the firm. 


Treat 
son, 


THOMAS A. ASPELL 


Thomas A. Aspell, 54, until 
recently general sales manager of 
The B. F. Goodrich Co., Akron, 
Ohio, original equipment tire 
division, died at his home in 
Akron, Aug. 1. His death came 
on the 34th anniversary of his 
joining the Goodrich 
tion as a carriage tire salesman 
in New York City. 


ARTHUR GEORGE SWALLOW 


Arthur George Swallow, 59, re- 
tired New York exporter of hard- 
ware, passed away Aug. 15 at 
his home in Pleasantville, N. Y. 
Mr. Swallow entered the hard- 
ware business in Manhattan at 
the age of 15 and a few years 
later became an exporter. He 
retired in 1927. 


i | 
widow 


| learned 





organiza- | 





| he had 


JOHN C. BRUCKLACHER 


John CC. Brucklacher, 78, 
formerly connected with 
Belknap Hardware & Mfg. 
Louisville. Ky., passed away 
18, 1938. Mr. 
started with the company in 1890 
in the contract builders’ hard- 
ware department. He had previ- 
ously served 15 years with two 
Louisville concerns where he 
the trade of locksmith. 
He remained associated with 
Belknap for 4] years until his 
retirement in 1931. 


WEAVER R. KENDALL 


Weaver R. Kendall, 63, asso- 
ciated in the Stewart Bros. Hard- 
ware Co., wholesale and retail 
hardware firm at 1340 Madison 
Ave., Memphis, Tenn., passed 
away recently. Death was due 
to injuries sustained in an auto- 
inobile accident. Mr. Kendall 


| had been considered on the road 


to recovery but suffered a_ re 
lapse. 

Mr. 
with 
ware 


first 


Kendall was connected 
the Stewart Bros., Hard- 
Co. for thirty-five years. 
serving as secretary-trea- 





W. R. KENDALL 


For the past several years 
also acted as 
manager of the concern. 


surer. 


July 
Brucklacher | 


ROY L. WOOD 


Roy L. Wood, associated with 
the Alabastine Co., Grand 
Rapids, Mich., for many years, 
and for several recent years 
western division sales manager, 
passed away at his home in 
Minneapolis, Minn., July 30. 


HERBERT M. WILCOX 


Herbert M. Wilcox, 52, man- 
ager of the new products division 
of the Westinghouse Electric 
& Mfg. Co., passed away sudden- 
ly from heart disease on July 28. 
Previously, Mr. Wilcox was with 
the Winchester Repeating Arms 
Co. where he served as an indus- 
trial engineer until 1925 when he 
became commercial manager for 
the Western Electric Co. When 
the latter company created Elec- 
trical Research Products, Inc., 
Mr. Wilcox was made vice-pres- 
ident in charge of operations. In 
1936 he resigned to join Para- 
mount Pictures Corp. and the 
following year joined Westing- 
house. 





GEORGE A. SAWYER 


George A. Sawyer, 52, presi- 
dent of the Sawyer Hardware 
Co., Canton, Mass., passed away 
Aug. 11. Mr. Sawyer established 
his hardware store in Canton 35 
years ago. His widow survives. 


| CHARLES C. BARKLEY 


Charles C. Barkley, 62, manu- 


facturer’s representative in St. 
Paul, Minn., passed away re- 
cently. His widow survives. 





SPORTING GOODS 


PROMOTIONS IN 1939 


Dates for the observance of 
four “Weeks” originated and 
sponsored by The Sporting Goods 
Dealer have been set for 1939 as 
follows: National Baseball Week, 
April 2 to 9; Fishermen’s Week, 
April 28 to 30; National Golf 
Week, April 29 to May 6, and 
National Tennis Week, May 21 
to 28. 





general | 


He leaves three sisters and a | 
brother, and many friends in the | 
| hardware trade. 


FRED SPENCER 


Fred Spencer, formerly asso- 
ciated with Landers, Frary & 
Clark, New’ Britain, Conn., 
passed away suddenly at his 


home in Waco, Texas. Mr. Spen- 
cer had also represented the 
Damascus Steel Products Corp., 
Rockford, Ill., and the Hanson 


Scale Co., Chicago. 





CORRECTION 


On page 73 of the August 11 
issue of Harpware AGE, we in- 
correctly stated that the small 
model Doubl-Lok retails at 10 
cents. The correct retail price 
of this model, finished in brass 
or nickel plate, is 25 cents each. 
The larger model, in chrome fin- 
ish, retails at 50 cents each. 
These Doubl-Loks act as jimmy- 
proof peep openings and night 
locks and were announced by the 
R. H. Gardiner Sales Co., 1107 
Broadway, New York City. 

















OU'LL want to share in this bumper crop of 

profits . . . in this greatest of all Silex sales 
opportunities. For Silex now offers you an exciting 
new line of Glass Coffee Makers . . . New, exclu- 
sive and finer product features ... An advertising 
story utterly different in appeal... A program so 
thorough and far-reaching, every dealer can reap 
a “Golden Harvest”! 

And remember—Silex is America’s depression- 
proof line! Since pioneering this modern, scientific 
way of coffee-making, Silex has always domi- 
nated the field. Now, with distinctive new styling, 
outstanding improvements over competition and 
an intensive advertising drive in 53 rotogravure 
sections, 16 leading magazines and 68 news- 
papers reaching 52,648,861 homes, Silex will con- 
tinue to be your biggest profit item. 

Prices and sizes (2 to 12 cup) to meet the de- 
mands of every housewife who appreciates and 
wants good coffee 365 days a year! It's your 
opportunity for the 
biggest profit harvest 
of the year. 











ADDED EXCLUSIVE FEATURES 
to keep the “weeds” out of your market 


No other coffee maker offers you so many important fea- 
tures . . . features that insure enthusiastic acceptance 
among all your customers. 

1. New Graceful Upper Bowl Handle . . . offers great 
convenience and ease in use; now no longer necessary 
to touch hot upper bowl. 

2. New models . . . redesigned, more graceful, more 
beautiful. 

3. The Famous Anyheet Control . . . now standard on all 
electric models $5.95 and up. It keeps coffee any heat 
at a turn of the dial. 

4. “Quick Cooling” Stoves . . . automatically time in- 
fusion period, brewing completed without removing 
glass from stove. 

5. Patented Silex filter that insures clear, clean coffee 
free of all sediment. 

6. Pyrex Brand Glass. 


Don’t Wait— Prepare Now to Reap Your Share of 
this Great Silex “Golden Harvest’ 

Order today one or both of the Silex deals . . . according 

to your needs. Prepare for the sales that are certain to 
result from this biggest of all Silex programs! See your 
jobber's salesman or write us for further details re- 
garding any or all phases of the “Golden Haryest" 
now about to be reaped! 





ee 


Visit your jobber today and see the complete new Silex line. 
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Typical of the beauty and grace of the new Silex line is this new 





ket Delray Electric Table Model. 6-8 cup, black trim, $4.95. Red trim $5.25. 

int fea- 

_ O DEALS—wid ji h 
TWO DE —wide assortment in eac 

} great 

aici To enable you to cash in on sales from every type of prospect we are offering two 
deals. To capitalize thoroughly on the display value and customer appeal of the new 

more Silex line, order both deals. They give you the widest possible assortment of new 
models. If both deals offer too great an assortment, one or the other deal may be 

on all purchased; then supplement either deal you buy with the extra models you need to 

y heat meet your demands. 

—s GOLDEN HARVEST ASSORTMENT NO. 2 

noving 

coffee 

ire of 

ording 

ain to 

e your 

ils re- 

iryest” 

8-cup Delray electric 12-cuplidoClearelec- 8-cup Pinehurst elec- 8-cup Lido Decorated 4-cup Flamingo 
table model, red tric table model, black tric table model, electric table model, ‘“’Sternocanned heat” 
$5.25 $6.95 $6.95 95 model, red $5.95 


ee GOLDEN HARVEST ASSORTMENT NO. 1 —— . 











8-cup electric 10-cup Kitchen 8-cup Anyheet 8-cup Pinehurst 
Delray, black Range Model, Delray, red electric 
$4.95 black $3.45 $6.25 $6.95 





With the units in deal No. 1 you can make up a large assortment of 8 models; with those in deal No. 2, a wide assortment of 9 models. 
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August 25, 1938 


ADVANCES 


Cap and Set Screws. 
Some Mail Boxes. 


Flexible Armored Cable. 
DECLINES 


Lock Washers. 


Some Spring Balances. 


Clamps. 


Some Pyrex Ovenware. 


ADVANCES EXPECTED 
Flexible Armored Cable. 


Nails, wire, etc.—Reduced 
prices on these lines have been re- 
sponsible for improved demand on 
the part of retail dealers and whole- 
sale distributors. It is expected 
that there may be increases in the 
prices of these lines. Orders for field 
fencing are expected to pick up dur- 
ing September. 

* * * 

Cap and set screws—A few 
companies have put out price sheets 
16 to 18 per cent higher on cap and 
set screws. Lock washers have been 
reduced 5 per cent, the first change 
in that line for a long time. 

* * * 

Pyrex Brand Ovenware- 
Corning Glass Works, Corning, N. 
Y., announced, as of Aug. 15, dras- 
tic price-reductions on Pyrex brand 
ovenware. The new price schedule 
applies to 36 of the best selling items 
out of 47 constituting the Pyrex 
ovenware line and represents savings 
to housewives of from 30 to 50 per 
cent, depending on the items pur- 
chased. There is no reduction in dis- 
count accompanying the revision, but 
there is an increased discount for 
carload shipments. No changes were 
made in prices on Pyrex Flameware 
items. A standard glass pie plate, 
81% in. size, serving five, now lists at 
20 cents. In 1932 the same item cost 
40 cents and in 1922 the price was 
85 cents. Popular gift set list prices 
are: 8 piece “Matched” set, formerly 
$1.45 now $1; 15 piece “Household” 
set former price $6.95, now $4.75; 
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10 piece “Gift” set former price 
$2.95, new price $2.15, and the 10 
piece “Star” set formerly listing at 
$1.95 is now priced at $1.35. The 
Pyrex brand ovenware line now has 
10 items priced from 5 to 25 cents; 
16 items from 30 to 50 cents; 11 
items from 55 to 75 cents, and one 
item priced at 95 cents. The present 
price reduction like that of the last 
major price reduction in October. 
1932, has come about regardless of 
general business conditions, and is 
in accord with the sales policy of the 
company. The two-year replacement 
offer on Pyrex brand ovenware re- 
mains in force. Stpck and inventory 
problems have been simplified by 
eliminating the slow moving items, 
some packaged sets and sandblast 
decorations. Sales of Pyrex brand 
ovenware are within 1 per cent of 
1937 sales. 
*% * * 

Spring Balances—A 10 per 
cent decline on some spring balances 
is reported. 

* * * 

Clamp Prices — Adjustable 
Clamp Co., Chicago, IIl., announced 
declines in the prices on clamps as 
of Aug. 1, 1938, ranging from 5 to 
12% per cent. 

* * * 

Paint Lines — Manufacturers 
and jobbers report that their sales 
of paints and accessories are doing 
well through stores which deal large- 
ly with householders, this volume 
keeping fairly close to that of last 








summer. Industrial paint sales, how- 
ever, show a very sharp decline from 
the corresponding 1937 figures. Par- 
ticularly in the railroad field, the 
paint demand has been negligible. 
and automobile makers have not yet 
started to build up their purchases. 
The latest industry statistics, cover- 
ing June, showed sales of all leading 
establishments for the month totaled 
just above $32,000,000, compared to 
slightly less than $40,000,000 in June 
last year. For the first six months 
sales were off about 23 per cent 
from 1937. 
* * * 

Electrical Appliances — June 
statistics covering domestic sales of 
refrigerators and vacuum cleaners 
were recently issued. A very sharp 
drop in refrigerator sales was report- 
ed. to 97.776 units this year, against 
249.042 units sold in June, 1937. 
Vacuum cleaner sales decreased in 
June to 85,918 units, a drop of 37 
per cent from the corresponding 
1937 showing. For the first six 
months the decrease was about 30 
per cent. 

* *% * 

Steel Production—The recov- 
ery pace in steel operations and new 
business has slackened a bit, but 
fundamentally conditions are still 
encouraging for a continued upward 
trend of at least moderate propor- 
tions, says the Aug. 18 issue of The 
Iron Age. Steel ingot output for the 
current week is estimated at 41 per 
cent, up one point over last week. A 
part of the gain is attributable to the 
building up of stocks of raw steel, as 
some companies find they cannot 
give the quick deliveries that are de- 
manded by customers unless they 
have ingots and billets on hand. 
Much of the slow improvement that 
is taking place comes from widely 
scattered buying, usually in. small 
lots. In specific items, structural 
steel is showing a greater gain than 
other products, largely through the 
impetus of Government financed 
projects, as private undertakings are 
still greatly in a minority. This 
week’s steel production rates show 
steadiness at Pittsburgh, where a 30 
per cent average continues, a two 
point gain to 36 per cent at Chicago, 
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a one point gain at Youngstown to 
12 per cent, a four point gain in the 
Cleveland-Lorain area to 40 per cent, 
a four point rise in southern Ohio 
to 58 per cent, while the Wheeling- 
Weirton district, up four points to 
74 per cent, continues to lead the 
industry. 
* * * 

Firearms and Ammunition— 
Ammunition prices continue the 
same as a year ago, and the resale 
price situation seems well under con- 
trol by the manufacturers. Modifica- 
tion of duck-hunting restrictions by 
the Department of Agriculture will 
benefit sportsmen this fall in several] 
particulars. Possession of a two-day 
bag limit of ducks or geese, and the 
including of a limited number of 
heretofore prohibited species will 
lessen the hunters’ problems con- 
siderably. The far-northern season 
has been favorable for nesting and 
breeding, and as a result, shooting 
during the season which will start in 
various states from Oct. ] onward, 
should be very satisfactory. The 
Government still bans the use of live 
decoys, and of all feeding or baiting. 

* * * 

Flexible Armored Cable—On 
Aug. 15 there was an advance on 
No. 14-2 of $1 per 1000 feet in all 
zones, and on Nos. 14-3, 12-2 and 
12-3 the mark-up was $2. Other sizes 
were increased 5 to 74% per cent. An- 
other increase may be necessary to 
offset recent losses. 

* % 

Toastmaster Sales—Sales of 
new Toastmaster lines made by 
Toastmaster Products Division, Mc- 
Graw Electric Co., Elgin, Ill., during 
the three days immediately following 
announcement of the new line ex- 
ceeded by 35 per cent sales made in 
the same announcement period last 
year. Last year’s orders exceeded, 
by a substantial margin, the best 
previous year for the line. 

* & 

Farm Machinery—Despite the 
present lull in farm machinery de- 
mand, the longer term prospects for 
the agricultural machinery compa- 
nies remain impressive, says the 
United Business Service in its cur- 
rent reports. Sales of farm machin- 
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ery in the early months of 1938 were 
substantially below last year. How- 
ever, indications are that at least a 
modest upturn should be evidenced 
through the fall period. While full 
year sales of tractors, combines, har- 
vesting machinery and the like, will 
not attain the peak reached in 1937, 
says the United Business Service, 
they should compare favorably with 
other years. 
* * *% 

Vacuum Cleaners — House- 
hold electrical vacuum cleaner sales 
as reported by the industry for June 
totaled 85,918, compared to 136,539 
in June, 1937, and 99,542 in May, 
1938, according to C. G. Frantz, 
executive secretary of the Vacuum 
Cleaner Manufacturers’ Association. 
Shipments for the first half of 1938 
were 679,183, against 971,937 in the 
same months a year ago, a decrease 
of 30 per cent. “Vacuum cleaners 
were one of the first electrical house- 
hold appliances to find a volume 
market and for that reason sales 
have not risen as rapidly in recent 
years,” says La Rue Applegate in 
the current issue of The Annalist. 
“In 1937 about 1,706,000 vacuum 
cleaners were sold, a new all-time 
high about 22 per cent above the 
1929 total. Vacuum cleaner makers 
view the future with considerable op- 
timism despite the present slackness 
in sales. Home owners are now pay- 
ing more attention to the care of 
their floor coverings, with the conse- 
quent beneficial effect upon cleaner 
sales. To top it off, the expansion 
of rural electrification is opening up 
a huge new market for vacuum 
cleaners, as very few rural families 
own an electric vacuum cleaner, 
compared to about seven out of ten 
city families.” 

* # * 

Rounding the Season—While 
hardware retailers this month are 
rounding out their summer cam- 
paigns, finding still a lively current 
demand for hot-weather goods, the 
aspect of wholesaling has turned al- 
most completely toward the fall. The 
hope of the jobbers is that the re- 
cent pick-up in other lines will soon 
reflect in their own sales, which have 
been very quiet. Here and there, a 





few summer clearance campaigns 
still are under way, but are nearly 
over. Fortunately, this season has 
found as little troublesome carry- 
overs as any in recent years. Hose 
and sprinklers are about the only 
lines frequently mentioned as show- 
ing a wet season “hangover,” and 
late weeks have helped even those. 
Live stock sprays and screening ma- 
terials have had an unusually long 
and late run. Since the vacation 
and outing season has shown a con- 
sistent tendency to lengthen, many 
stores keep up throughout most of 
the fall their showings of luggage, 
vacuum bottles and jugs, and general 
camping and touring supplies. 
* * * 

Back to School—At this time, 
the hardware stores join the clothing 
shops in displaying and pushing the 
many accessories now deemed neces- 
sary for a proper send-off to young 
America, for the new school season. 
From the new bicycle or roller 
skates, or the fountain pen or brief 
case or lunch kit for the home-town 
pupils, to the traveling bag or the 
fall sports outfit for the college 
sophisticate, the current sales’ har- 
vest of the hardware man depends 
upon his friendly aggressiveness of 
advertising and display. 

* * * 

Fall Trade Shows—New York 
and Chicago report record crowds 
of out-of-town buyers are attending 
the various fall market and trade 
exhibits being held. While the mer- 
chants represented .are chiefly in the 
department store and textile fields, 
their interest, and actual ordering, 
are significant for the whole fall out- 
look for retailing. In Chicago, more 
than 6,000 attended the fall opening 
convention of the Interstate (Retail) 
Merchant’s Council. Buying of ap- 
parel and accessories was running 
18 per cent ahead of last year. Busi- 
ness at the gift show and china, 
glassware and pottery market was 
20 per cent ahead of August, 1937. 

* * # 

Building Permits — The July 
permit figure for the 215 cities regu- 
larly reporting to Dun & Bradstreet, 
Inc., rose to $140,708,758, the largest 
aggregate in more than seven years 
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since April. 1931. when permits 
totaled $152.000.000. The sum in- 
volved last month was 60.6 per cent 
above the $87.638,427 for June and 
54.1 per cent more than the $91.- 
334.405 recorded in July, 1937. 
* e * 

Freight traffic 
during the week ended August 6 fell 


Carloadings 


off. largely by reason of a decline in 
the movement of coal. Total load- 
ings were 584,050 cars——slightly un- 
der the preceding week. and 23.8 
per cent from a year ago. Loadings 
for this year to the end of July 
totaled 16144 million cars, against 
2114 million for the same 1937 
months. The railroads are doing 
their best to put men back to work. 
having restored about 15,000 jobs in 
July, but their employment rate still 
is about 20 per cent below a year 


no 
ago. 


Cost of Living — The cost of 
living of wage earners in the United 
States declined 0.2 per cent from 
June to July, because of moderate 
decreases in all groups of expendi- 
tures except fuel and light, accord- 
ing to the National Industrial Con- 
ference Board. Living costs in July 
were 2.7 per cent lower than a year 
ago, and 13.8 per cent lower than in 
July, 1929, but 20.6 per cent higher 
than at the depression low of 1933. 
Food prices in July were 6.8 per 
cent lower than in July, 1937, and 
rents declined 0.6 per cent. Clothing 
prices were 4.4 per cent lower than 
in July, 1937, but the cost of fuel 
and light kept exactly the same level 
as a year ago. The purchasing value 
of the dollar was 115.6 cents in July 
as compared with 112.5 cents in 
July, 1937. and 100 cents in 1923. 


Industrial Activity — During 
the August 13 week, business activity 
gained slightly, with miscellaneous 
steel bookings continuing at a better 
rate than in July, and with buy- 
ing coming from widely diversified 
sources. A considerable number of 
employees were called back to work 
by the motor industry, with the 
earliest effects felt by parts and ac- 
cessory makers. Heavy engineering 
awards were 33 per cent above the 
preceding week’s total, as a result 
of gains in both private and public 
contracts. Steel output was sched- 
uled last week at 41 per cent of 
capacity, the highest level since early 
November, and more than double 
the low rate of 19.2 per cent in the 
final week of 1937. Buying still is 
careful, but comes from a wide range 
of consumers, and covers all classes 


(Continued on page 72) 


“The Hardware Gge idstackboard 


Of Wholesale Hardware Sales and Collections on Accounts Receivable 
By Seagraphic Regions, For June, 1938 


COMPILED BY THE BUREAU Ot 
COOPERATION 


FOREIGN AND DOMEST I¢ COMMERCE I 
WITH THE NATIONAI ASSOCIATION OF 


Sales Reported 


DEPARTMENT OF COMMERCE, IN 


CREDIT MEN 


Percent** of collections 
dvring month to 


Firms Firms accounts receivable at 
Re- June 1938 Re- beginning of the month 
Regions‘ porting percentage Thousands of Dollars epaeters4 
Sales change from Collec- 
tions 
June WEY June June WEL June June WER 
1937 1938 1938 1937 1938 1938 1937 1938 
NEW ENGLAND 25.7 i) 1,005 1,353 1,091 32 52 56 47 
MIDDLE ATLANTIC 28.8 2.9 4,454 6,257 4,688 115 52 58 50 
EAST NORTH CENTRAL 2.1 5.783 8,083 5,905 62 58 66 57 
WEST NORTH CENTRAL ‘ ts) 4,787 5,747 4,414 43 61 55 10) 
SOUTH ATLANTIC ; 2.1 2,388 3,065 2,438 60 47 52 48 
EAST SOUTH CENTRAL 28. Ky 2,649 2,024 52 58 50 
WEST SOUTH CENTRAL - 2,666 3,380 2,660 54 57 
MOUNTAIN : 2 : 1,078 1,369 1,037 
PACIFI( 4° 2! 4,623 6,084 4,088 


UNITED STATES, TOTAL 6 2: 28,516 37,877 28,245 


**These figures should not be related to sales figures for current month. They represent only ratio of collections during that month 


te accounts receivable at beginning of month. 





*States comprising regions: 


New England (Conn., Maine, Mass., N. H., R. I., Vt.) 


Middle Atlantic (N. J., N. Y., Pa.) 


East North Central (Ill., Ind., Mich., Ohio, Wis.) 
West North Central (lowa, Kan., Minn., Mo., Neb., N. D., w 


8. D.) 
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wow Atlantic (Del., D. C., Fia., Ga., Md., N. C., 8. C., Va., 
y. Va.) 
East South Central (Ala., Ky., Miss., Tenn.) 


West South Central (Ark., La., Okla., Texas) 


Mountain (Ariz., 


yo.) 
Pacific (Calif., Ore., Wash.) 


Colo., Idaho, Mont., Nev., N. M., Utah, 
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The hardware 
dealer has the 
answer to the 
problem of out- 
fitting boys and 
girls for school 


and girls in the community 
gathered in one group to be- 
gin school after Labor Day they 
would make an impressive aggre- 
gate, all needing some new equip- 
ment for the'new term. The school 
attendance figures of any town or 
city would be sufficient to con- 
vince any advertising man of its 
worthiness as a field for sales. 
The actual school needs that are 
available in the hardware stock 
are important enough by them- 
selves and, perhaps, should be 
made the central point of the ap- 
peal of attention. Lunch kits, 
thermos bottles and book bags 
and straps, in addition to the exer- 
cise hooks, pencils, etc., are only 
part of the story connected with 
school days. The related items for 
home study are even more impor- 
tant. Student lamps, pencil sharp- 
eners, and the paraphernalia that 
goes with the student’s own room 
form another group of items that 
should be presented at school 
opening time. The window dis- 
play and advertising matter that 
calls attention to the former should 
also include the latter. It would 
be well within the appeal to sug- 
gest to parents the redecorating of 


lk we could see all of the boys 
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the boy’s or girl’s room so that it 
will induce study and_ provide 
fresh and bright surroundings, 
new paint, lamps, outlets, etc. 

The athletic side of school life 
offers opportunity for the sporting 
goods department to shine. In 
fact this may be the point of con- 
tact for those stores which do not 
carry the regular school goods 
such as slates, books, etc. A regis- 
tration of those intending to enter 
school athletics could be made and 
a small trophy offered, to be pre- 
sented at the end of the term. For 
the registration period the sport- 
ing goods department would na- 
turally feature school game equip- 
ment strongly. 


Transportation 


Remember the transportation 
problem is tied up with school 
opening and that bicycles and bi- 
cycle repair equipment, tires, tubes 
and accessories are all part of the 
picture. 

For those who have the facili- 
ties to produce fine window dis- 
plays, the entire front windows 
could be framed to appear like a 
giant slate—the symbol that has 
come to be representative of school 
days. This would set off a display 
of school goods in the window in 
a way that would get a good deal 
of word-of-mouth advertising if 
not some newspaper publicity. 
Such a window would be striking 
enough to attract the eagle eye of 
the newspaper photographer. with 


the result that your store will get 
some free advertising. Be sure to 
wrap the slate frame with red bind- 
ing in diagonal stripes. 

The theme should be repeated 
in as many places as is practical. 
The advertisement in the news- 
paper, the direct mail or handbill 
advertising should be bordered 
with a similar design and the show 
cards in the store should also carry 
out the slate motif. 

If you can provide some extra 
attraction to bring youngsters to 
the store, so much the better. An 
outline drawing of a boy or girl 
within a slate frame, printed in 
the local newspaper or circulated 
by handbill to be colored by boys 
or girls and brought to the store 
personally would be a means of 
exposing them to your displays of 
school requisites. The awards 
could be attractive but inexpen- 
sive. A boy will do a lot of work 
for an inexpensive jacknife, while 
a small doll will get the best artis- 
tic effort from the girls. 


Attendance Awards 


A prize for the best attendance 
record weekly or monthly, or the 
highest marks, would enlist the co- 
operation of the parents and teach- 
ers—a factor not to be overlooked 
at any time. Such a plan would 
become a standing advertisement 
for the store and would grow in 
popularity, because it is in the in- 
terest of parents, teachers and pu- 
pils alike. Everyone would benefit 
and would be for it. 

In all these inducements, be 
they for study or athletics, you 
have the added publicity that is 
sure to reach the news columns 
of the papers, at least when they 
are presented. You can make an 
event at the store for such presen- 
tations, and even if the news- 
paper mentions only the fact that 
a certain boy or girl was presented 
with a prize for some achievement 
and leaves the name of the store 
out, as some meanies will, they 
cannot prevent the local free ad- 
vertising that goes from home to 
home. 

These are back-to-school days 
and we can all begin to learn a 
good deal about intelligent capital- 
izing of such events. 
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The Corbin Line 
of Builders Hardware 


A supplementary builders’ hardware educational 
article furnished by the manufacturer of this line 


LITTLE less than a century 
A ago a young fellow still in 

his teens rented a small 
wooden building, converted it into 
a factory and issued a small cata- 
log which listed the following 
items: barrel bolts, cupboard 
catches, door hooks, coat hooks, 
flush bolts, sash fasteners and so 
on in various sizes and types. He 
had definitely decided to become 
a builders’ hardware specialist 
and in his long, active business 
career, a builders’ hardware spe- 
cialist he remained. His name 
was Philip Corbin. With his 
brother Frank he founded the firm 
of P. & F. Corbin, which to this 
day has remained a specialist in 
the business of designing and 
manufacturing hardware for 
buildings. The original line has 
heen increased by many thousands 
of items. New devices have been 
added to replace old ones, or to 
meet requirements of modern con- 
struction. Manufacturing methods 
have changed. 
changed. 


Faces have 
But the determination 
to maintain a position as leading 
specialist in its chosen field has 
never been altered. 

Today, the company prides it- 
self upon its ability to furnish its 
dealers with what it confidently 
feels is a most complete and thor- 





A low-priced rim lock, attractive 
when used with brass trim (size 
3 by 4;'; in.). 
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Editor’s Note—The material and illustrations for this article were 
furnished in their entirety by P. & F. Corbin Division of the American 
Hardware Corp., New Britain, Conn., at the invitation of this publica- 
tion. This article is offered our readers as a supplement to the editorial 
educational series entitled “Taking the Mystery Out of Builders’ Hard- 


ware,” 


in the belief that such supplementary information has genuine 


value in the study of this subject. Harpware Ace has invited all Ameri- 
can manufacturers of builders’ hardware to supply similar illustrations 
and explanations of their respective lines, stressing any unusual or pat- 
ented features. We believe that this is a constructive program that will 
give our readers very tangible additional value in the study of our series 
“Taking the Mystery Out of Builders’ Hardware.” In no sense is the 
publication of this article an endorsement of the statements, therein, on 
the part of the publishers. It is our sole desire to inform our readers as 
completely as possible on this subject. All manufacturers have been and 
are again invited to furnish similar material, at their earliest conve- 


nience. 


oughly modern line. Its develop- 
ment of articles covers the entire 
scope of the building industry. 
Corbin hardware is made for and 
sold in all branches of the field 
from low-cost housing projects to 
the towering skyscrapers of Rocke- 
feller Center. The line includes 
most of the speciglties which are 
frequently specified by architects 
for large commercial and institu- 
tional work. 

The popularity of the Cape Cod 
and Colonial styles in residential 
architecture has paved the way for 
a revival of the use of rim locks. 
Corbin is now making rim locks 
in a wide range of types suitable 
for use in the various classes of 
work. These run from a_ low- 
priced bit-key lock for interior 
doors with cast iron case finished 
dead black both with and without 
a slide bolt, to a pin tumbler cyl- 
inder entrance door lock with cast 
brass case 7 by 11 in. and having 
the functions of a regular cylinder 
front door lock. 

Between these two locks is a 
line which includes a moderately 


priced cylinder entrance door 
lock, with case in either dead 
black or cast brass and having 
regular front door functions. 
Other recently developed Corbin 
rim locks worthy of mention are 
a front door lock and an interior 
door lock with cast brass cases 
that have an attractive moulding 
around the outside edges of the 
case and strike. 

While the chief appeal of rim 
locks is perhaps their ability to 
add an interesting touch to the 
home, another factor in their re- 
turn to popularity is the ease with 
which they are applied, requiring 
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Cylinder entrance door lock with 
cast brass case (size 6 by 81/2 in.). 
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FIRST MAJOR IMPROVEMENT 
IN LAWN MOWERS since “Philadelphia” 


invented side-wheel mowers in 1869 
















ONARY CAST BACK 


THE OLD WAY 


* of moving the bottom blade to meet the revolving 
cutter blades frazzles tempers. And, maladjustment consider- 


ably reduces the life of the mower. 





THE “PHILAJUST” WAY 


is radically reversed. The bottom blade is station- 

ary. The revolving blades are movable...by means A D d . 

* of a tapered sleeve on each cylinder shaft. Each ny Oo y can adjust 
sleeve has a slot for adjusting tool. By simply turning the 


sleeve you get perfect cutting contact in a jiffy. And, the the “PHILAJUST” 


sleeve stays fixed, making the adjustment permanent. 











PHILADELPHIA — 
sasanonat PHILAJUST “mown 
Stock these popular models This new way to adjust blades is the hortest selling feature the 
Style Cut iri a“ trade has had for years. And, the patented PHILAJUST 
XL-4 16” 10” 4 is a Genuine Philadelphia mower, with all the quality of materials 
XL-5 16” 10” 5 and workmanship the name implies. Mail coupon TODAY. 
XR (rubber tires) 16" 1” ih cp a a i Sc ts dS eA ls is i i sR 
Phila-Flash (rubber tires) 16’ 10" 5 PHILADELPHIA LAWN MOWER & MEG. CO. 


4250 Wissahickon Avenue, Philadelphia, Pa., U.S.A 





Also made in 14” and 18” cuts 


PHILADELPHIA LAWN MOWER & MFG. CO. 
4250. Wissahickon Avenue, Philadelphia, Pa., U. S. A. 





Gentlemen : 
Please send complete information about the genuine ‘Philadelphia’’ PHILAJUST— 
the greatest improvement ever made in lawn mower design. 








“Philadelphia's” 70th Year ~ 1939 
* 
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no mortising. This is a feature of 
particular interest to contractors 
and operation builders, where in- 
stallation costs are an important 
factor. 





Group of cast brass knobs with 


shanks and _ concealed 


screw roses. 


colonial 


Concealed Screw Knobs 

Several new and attractive 
knobs in cast brass with colonial 
shanks and concealed screws in 
the roses have been recently de- 
signed for residences. These 
knobs have a gracefully tapered 
shank with a flange at the base 
which covers the screw heads in 
the rose. They make an unusually 
neat looking appearance when 


applied. 


Push-Pull Type Trim 


Another recent Corbin lock de- 
velopment which has shown pos- 
sibilities for wide use in various 
installations is the push-pull type 
of lock set which consists of a 
regular trip-operated lock and a 
pair of push-pull handles. A push 
on the outside handle retracts the 
latch bolt and opens the door. 
From the inside the door is 
opened by a pull on the handle. 
While this type of trim is excep- 
tionally practical and is finding 
increasing use in hospitals and 
other institutions where it is de- 
sirable to have doors operative 
by this simple action, there are 
many other installations where it 
is desirable for its attractive, mod- 


ot 


ern appearance, its ease of opera- 
tion and its novelty. 


Sound Proof Locks 


With the increasing number of 
buildings of various types in 
which soundproofing is a require- 
ment for all, or certain portions, 
Corbin has designed a line of 
locks and accessory hardware for 
sound-proof doors. A turn buckle 
has been designed to draw the 
door tightly closed in its frame. 
It is operated by levers and has a 
dead bolt operated by cylinders 
from one or both sides, or by 
cylinder outside and thumb knob 
inside. 

A lock for doors which must 
operate in practical silence, such 
as the doors to broadcasting stu- 
dios, has been developed. It has 
a winged, anti-friction latch bolt 
in which the anti-friction dog is 
made from a_ plastic material. 








A push from the outside or a pull 

from inside operates the latch bolt. 

A novel, and in many cases, prac- 
tical method of operation. 


There is also an insert of the same 
material in the strike. The effect 
is to prevent the sharp contact of 
metal against metal in the latch- 
ing of the bolt. The latch bolt is 
operated by lever handles. The 
dead bolt, which has a one inch 
throw, is operated by cylinder 
key from one, or both sides, or 
hy key outside and thumb knob 


inside. The lock is practically 
noiseless in operation. 


Standardized Locks 


A new line of locks of standard- 
ized dimensions for use on either 
wood or hollow metal doors has 
been recently developed for large 
commercial and institutional in- 
stallations. The outstanding char- 
acteristic of the line is uniformity 
in the size of case, front, backset 
and spacing making possible a 
standard mortise in which all 
locks or latches in this line are 
interchangeable. Other features 
are the Corbin master-ring cylin- 
der making them applicable to 
the largest master-keyed systems 
without danger of duplication; 
balanced hub action which gives 
the same spring action on the 
knob when turned in either direc- 
tion; anti-friction bolts giving a 
smooth, easy, quiet latching ac- 
tion. 

This is truly a fine line of locks 
embodying the latest and most 
outstanding developments of the 
art of fine lock making. 


The “6400 Line” 


This is a new line of front and 
office door locks with winged latch 
bolts having a 4 in. throw to meet 
underwriters’ specifications. Other 
features are the regular Corbin 
pin tumbler cylinder, balanced 
hub action and standardized di- 
mensions of case, front. backset 
and spacing. 

This line is available, when de- 
sired, with guarded fronts which 
make the cylinder set screws in- 
accessible. 


Corbin Unit Lock 


The unit type lock originated 





This heavy one-piece cast 
bronze frame holds the 
Corbin unit lock mecha- 
nism in alignment regard- 
less of its installation. 
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, Biggest News 


PACKARD ROTO-SHAVER™ 
of the Electric Shaver Year! : 











I 





The new Packard Roto-Shaver is a product perfectly 
priced and produced for the quality hardware dealer. 
It's the finest shaver on the market. It delivers a 
shave as close as a fine blade razor the first time used 
—no training period. It’s completely guaranteed for 
one year. It’s sold only through jobbers—although 
retailers get all sorts of cooperation. And its $18.75 
retail price—which includes two heads as shown—is 
rigidly maintained. Last, but most important, every 
sale brings you a long, protected profit of $6.25 to $7.50 
each. Order today, being sure to mention your job- 
ber's name. (Discounts: on quantities less than six, 
33 1/3°.; on quantities more than six, 40%.) 


PROGRESS LEKTRO SHAVE CORP. 
521 Fifth Ave., New York, N. Y. 


Canadian Distributors 
Progress Corp. (Canada) Ltd. 
55 York St., Toronto, Canada 


in sales for dealers. 







of water supply exceeds 25 feet. 






can be used. 
for power. 

WRITE for com- 
plete information 
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DEMPSTER MILL 





City, Okla.; Amarillo, Texas; San Antonio, Texas 


Sixty years of successful experience in building quality water supply equipment has given Dempster an 
established reputation which reflects back to dealers in greater sales possibilities. The modern 1938 Dempster 
Automatic WATER SYSTEMS set a new standard of quiet, efficient, economical operation .. . 


DEEP WELL PUMPS—The most simple, 
and economical power head built—splash lubri- 
cated—all parts automatically oiled, no oil pumps ; ) 
required—for running water systems where source with 20-gallon galvanized horizontal tanks (as 
tequires less 
power to operate. Pressure tank or overhead tank 
Electric Motor or gasoline 
































MFG. CO.—BEATRICE, NEBRASKA 


BRANCHES: Omaha, Nebr.; Kansas City, Mo.; Sioux Falls, $. D.; Denver, Colo.; Oklahoma 


























WITH TWO HEADS 
A Depilater Head For Her 
A Shaving Head Fa: Him 
Instantly Interchangeable 


Se 


and a new high 


SHALLOW WELL PUMPS—Wonderfully efficient 
and economically operated for wells and cisterns 
up to 25 feet deep... 250 or 350 gallons per hour 


efficient 


shown at left) or with 42- or 120-gallon galvanized 
vertical tanks. Semi-automatic Gasoline Engine- 
driven Water Systems with 42-, 120- or 315-gallon 


galvanized tanks. 


engine 





f DEMPSTER 
PUMPS—CYLINDERS 


Outstanding for 
their many better- 
built features that 
assure years of 
trouble - free ser- 
vice. 

Fig. 210F Pump 

a heavy-duty 
force pump for 
wells of any deptr 

. furnished ir 
either 6” or ad- 
justable stroke 

Cylindersé& 
carefully man- 
ufactured of high- 
est quality mate- 
rial. Valves extra 
strong. Available 
in All Iron, Brass 
Lined or All Brass. 
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Easy and quick method 
of lock installation. 


by Corbin, although not new, is 
still unique in the field of fine 
lock making. The integrally cast 
frame of unusually rugged design 
not only provides great strength, 
but makes possible precision in 
machining and adjustment of the 
parts in assembly. The fact that 
this lock is designed so that it can 
be furnished and applied with 
knobs and escutcheons as a unit 
without disturbing the factory ad- 
justment insures against impair- 
ment of its functions because of 
binding, caused by imperfect in- 
stallation. 

This lock is the easiest of locks 
to apply since it requires only a 
small, rectangular slot which can 
be quickly sawed into the stile of 
the door. It is the original lock 
in which the keyhole was located 
in the center of the knob. 


Anti-Friction Latch 


The Corbin anti-friction latch 
bolt is a distinguished feature of 
high grade Corbin locks designed 
to give an extremely free and 
smooth latching action. It has a 
swinging member which contacts 
the strike and exerts a direcily 


The Corbin Anti-Friction Lock. 


inward pressure upon the bolt. 
This avoids the necessary friction 
which is caused by the method of 
depressing the ordinary beveled 
bolt. Where door closing devices 
are to be used, the anti-friction 
latch bolt is most practical and 
efficient since it offers a minimum 
of resistance at the latching point. 


Master Ring Cylinder 


For larger master-keyed _ in- 
stallations the Corbin pin tum- 
bler cylinder with the master-ring 
is unique in the field offering an 
additional number of possible 
changes to the ordinary cylinder 
which meets the most difficult re- 


The extra set of pins in 
the master ring multiply 
the number of changes pos- 
sible without duplication 


Corbin invisible door closer 


quirements of intricate mastered, 
grand mastered and great grand 
master-keyed systems without dan- 
ger of duplication. In this cylin- 
der, a master-ring containing an 
extra set of pins encircles the 
plug. The service key is cut to 
line the pins up at the top of 
the plug. Master-keys line up 


Floor type, double-acting closer. 


the master-pins at the top of the 
master-ring. Thus an almost in- 
exhaustible supply of combina- 
lions is available. 


Door Closing Devices 
In this field, Corbin has re- 


cently added several new devices 
including a concealed and semi- 
concealed closer. The concealed 
closer is a radical departure in 
the design of door closing de- 
vices. The result has been de- 
velopment of a closer that can be 
morcised into the door stile or 
frame, like a lock, and is com- 
pletely concealed when the door 
is closed. Since many times ob- 
jection is raised against the ap- 
pearance of regular surface type 
closers, this development is one 
of considerable interest. 

The semi-concealed closer is 
applied in the top rail of the door 
and has a projecting arm similar 
to that of surface type closers. 
The case, with the exception of 
the spindle housing (approxi- 
mately 414 in. square and pro- 


Corbin checking pivot. 
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FIRST CHOICE FOR 1938 


IN THIS NOT-TOO-EASY YEAR 
MORE AND MORE DEALERS ARE 
CASHING IN ON THE EXTRA EYE- 
APPEAL AND PURSE-APPEAL OF 
MERCURY BICYCLES 


MERCURY | 


a i a ae 


ray MURRAY OHIO MFG. CO. 
CLEVELAND, OHIO 
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EASY TO SELL.. 


STAY SOLD! 


There are a number of things about Greenlee 
Spiral Screw Drivers that make them easy to 
sell. Appearance, alone, is decidedly in their 
favor. They look well balanced, are nicely 
finished and, of outstanding importance, the 
customer sees at a glance that the spiral is 
fully enclosed at all times. 


After a Greenlee Screw Driver is purchased, 
these same features, plus others not so readily 
apparent, keep them sold. The chromium fin- 
ish keeps them looking right. Dust and dirt 
can’t get in, because of the enclosing sleeve, 
which also provides for efficient lubrication 
and makes it impossible to pinch the fingers 
between the bit chuck and the body of the 
driver. They stand up, too, because every part 
is built to operate with a minimum of wear. 


You should know more about Greenlee Screw 
Drivers, because they make satisfied customers. 
And satisfied customers are your greatest sales 
asset. 


Write today for complete information, giving 
the name of your jobber. 


GREENLEE TOOL CO. 


1715 Columbia Ave. Rockford, Illinois 








Device for automatically 
closing fire doors. 


jecting only 14 in.) is concealed. 

A floor-type closer for double 
acting entrance or vestibule doors 
is another recent addition to the 
line. This closer, which is mor- 
tised into the sill, is, in effect, 
two independent single acting 
closers which can be regulated 
individually to meet prevailing 
draft conditions from either side. 
li has many unique features of 
design making for long trouble- 
free service with maximum ef- 
ficiency. 

In the regular surface-type Cor- 
bin closers a method of controll- 
ing checking action and spring 
power so as to obtain just the 
right adjustment to meet prac- 
tically any condition of usage, 
has been developed. ‘This in- 
volves the use of two valves, one 
of which controls the checking 
action up to the latching point. 
the other comes into play as the 
latching point is reached. The 
closer can thus be adjusted to 
close the door quickly, but quiet- 
ly; or, if necessary with an extra 
“kick” at the latch to overcome 
a strong draft or stiff latch spring. 

Among several closer attach- 
ments for holding doors open 
when desired, the most unique is 
perhaps the Corbin fusible device 
for fire doors in fire-proof par- 
titions. This device functions 
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automatically in case of fire. The 
holding mechanism is held in 
place by a fusible link which is 
destroyed by any abnormal rise 
in temperature. With the hold- 
ing mechanism thus rendered in- 
operative the closer shuts the door 
preventing spread of the fire be- 
yond the fire wall. Unlike many 
devices previously used to per- 
form this function; this one is not 
unsightly. It is compact, easy to 
apply and adjust and positive in 
its function. The carefully in- 
sulated parts touching the fusible 
link give it an extremely high de- 
gree of sensitivity. 


New Checking Pivot 


A new checking pivot for use 
on toilet stall doors, railing gates 
and other light, single swinging 
doors of a similar nature has also 
been recently placed on the mar- 
ket. It is a compact, sturdy de- 
vice designed to completely con- 
trol the closing of these doors 
from start to stop. Such a de- 
vice is indispensable where mar- 
ble, glass, slate and other ma- 
terials used might be broken by 
the slamming of the door. On 
metal doors it eliminates the ob- 
jectionable “clang” as the door is 
closed. 


Automatic Exit Fixtures 


In this field, and in keeping 
with its desire to keep abreast of 
the ever-changing requirements 
of the building industry, Corbin 
has recently brought out a new 
rim exit push bar and lock. The 
device consists of a high type 
locking mechanism with swing- 
ing latch bolt, in a bronze case 
and with a horizontal push bar. 
The latch bolt is operated by 


pressure on the push bar from 


New Corbin 
rim exit 
device 


inside. It can be had to operate 
from outside by knob, handle or 
pull, or is furnished without out- 
side trim. 

This device is atiractive in ap- 
pearance and is very easy to in- 
stall, requiring no _ mortising. 
There is a minimum of possibility 
for misalignment of parts causing 
faulty operation. 

Besides this newly added rim 
device, Corbin has developed an 
exit push bar designed especially 
for school work, which eliminates 
the possibility of the child getting 
his arm caught between the bar 
and the door; fixtures operated 
from outside by a unit type knob, 
with the key hole in the center, or 
by a pull and lever handle com- 
bined on a plate, in which the 
keyhole is in the center of the 
lever post. These Corbin exit fix- 
tures have now been made avail- 
able with either sliding or swing- 
ing self-latching bolts. 


Triplelox For Cabinets 


A Corbin development in the 
field of locking devices for cabi- 
nets requiring a high degree of 
security, is the Corbin Triplelox. 
This device consists of a pin-tum- 
bler cylinder contained in a T 





Can be used as a one 
or three point lock. 


handle and having either a cam 
or a spring latch for locking the 
door. When used with a cam, top 
and bottom bolts may be used, 
locking the door at three points. 

The Triplelox is sturdy, yet at- 
tractive in design and can be mas- 
ter-keyed into regular Corbin 
master-key systems with other 
Corbin locks. It can be had with 
a variety of key functions cover- 
ing all the usual requirements of 
such locking devices. 
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4 Veteran in Tools 


 INDESTRO 


Down through the years, INDESTRO has been 
keeping pace with the demands of industrial Amer- 
ica, the intrinsic quality of their tools keeping them 
out in front. INDESTRO tools are designed by 
mechanics, for mechanics. They are built with un- 
usual strength for durability—made to satisfy the 
most critical. You will be proud to sell these popu- 
lar tools. 


With INDESTRO’S large assortment of “Silent 
Salesmen” display boards, on which you carry your 
stock and sell from, you can create a tool depart- 
ment with a range from a miniature set to a large 
extensive department. There are 20 display boards 
to choose from. 


Profit with INDESTRO. There are many tools for 
the home as well as the shop. They are priced to 
sell. Investigate... Send for big 80-page catalog. 


INDESTRO Mrc. CORP. 


2665 N. Kildare Ave. Chicago, Ill. 


INDESTRO TOOLS 
BUILD BUSINESS 
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FOR BRIGHT WIRE GOODS 


IN 5? CONSUMER PACKAGES 


If you have not joined the swing to Androck Bright Wire Goods 
in their colorful 5¢ consumer packages, see your jobber today. 
Thousands of alert dealers are now making a definite profit on 
every sale—stimulating “impulse” purchases—and eliminating the 
wastes of bulk selling with Vend-A-Pak, the new, modern, tried- 
and-proven method of merchandising Bright Wire Goods! 


SELF-HELP DISPLAY 
Included with Special Deal 


With your introductory pur- 

chase of special Vend-A-Pak 

Deal No. 1140, we provide 

you with an all-metal, color- 

ful, easy-loading, self-vend- 

“ing counter display. Holds 

small stock of each of twelve packaged items, constituting over 

50% of all Bright Wire Goods sales. See your jobber—get one ot 

these money-making displays beside your cash register—watch 
pro-pects sell themselves, serve themselves. Act today! 


THE WASHBURN COMPANY 
WORCESTER, MASS., * ROCKFORD, ILL. 
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late orders or regulations. 
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SEASONS FOR MIGRATORY GAME BIRDS, 


Administrative Assistant, Division of Public Relations 


UNITED STATES DEPARTMENT OF AGRICULTURE 


Compiled by FRANK G. GRIMES, 





Issued August 1938 


BUREAU OF BIOLOGICAL SURVEY 


1938-39 


NOTE.—The seasons here shown include both opening and closing dates and are the periods when migratory game birds may be taken without 


These seasons may be shortened, however, by State law or regulation. 


Communicate with State game departments for 


This poster shows seasons only for species protected by Federal law; for other species consult State laws. 


UNITED STATES 


STATE 


Alabama 
Alaska 
Arizona 
Arkansas 
California 
Co'arado 
Connecticut 
Delaware 
Florida 
Georgia 
Idaho 
Illinois 
Indiana 
Iowa 
Kansas 
Kentucky 


| Louisiana 


Maine 
Marvland 
Massachusetts 
Michigan 
Minnesota 
Mississippi 
Missouri 
Montana 
Nebraska 
Nevada... 
New Hampshire 
New Jersey 
New Mexico. 
New York 
Long Is!and 
North Carolina 
North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
Rhode Island 
South Carolina 
South Dakota 
Tennessee 
Texas 
Utah 
Vermont 
Virginia 
Washington 


| West Virginia 


Wisconsin 
Wyoming 
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Duck, goose, brant, } 
coot, Wilson's snipe Rail, gallinule | Woodcock Bang-tailed pigeon Dove 

(jacksnipe) 
Nov. 15—Dec. 29 Nov. 20-Jan. 31 | No open season (a) 1 
Pe. |) Ute ame wes ae ie ate OE PAE ET Tee Peer Perr a Tee ree 2 
Nov. 15—Dec. 29 Sept. 1 Nov. 30....|. Oct. 16—Oet. ¥ (a) 3 
| Nov. 15—Dec. 29...| Sept. 1—Nov. 30....| Nov. '15—Dec. 15. . ..| Sept. 1—Nov. 15.. 4 
Oct. 15—Nov. 28....| Sept. 1—Nov. 30....]......-.--eeeeeeees Dec. 1—Deec. 15 .| Sept. 1—Nov. 15.. 5 
| Oct. 15—Nov. 28....| Sept. 1—Nov. 30....|.... , deapheswcnna da bes Pee er ere 6 
Oct. 15—Nov. 28 (a) —_ 1—Nov. 30... .| Ck Bie Se o5ks 6c cae velo einctk wet 7 
| Oct. 15—Nov. 28....| Sept. 1—Nov. 30....} Oct. 15—Nov. 14 (a) 8 
| Nov. 15—Dec. 29 Sens. 1—Nov. 30....| No open season (a) 2 
Nov. 15—Dec. 29 Sept. 1—Nov. 30....| No open season (a) | 10 
| Oct. 15—Nov. 28 Sept. 1—Nov. 30..../.. ie PF Oe Rea Sept. 1—Nov. 15.. 11 
| Oct. 15—Nov. 28 es eB, oo cbbacasennscnas sda Sept. 1—Sept. 30.. 12 
| Oct. 15—Nov. 28 Sept. 1—Nov. 30... -| Oct. 15—Nov. che 8 od Rawalee ae een | 13 
| Oct. 15—Nov. 28 Sept. 1—Nov. 30....} Oct. 15—Nov. i4 io oh Satna w[eneesesees eta eeeee! 14 
|} Oct. 15—Nov. 28 Se a errr rr ee sosevescoee| SOpt. 1—Nov. 15....] 15 
Oct. 15—Nov. 28 Sept. 1—Nov. 3C....| Nov. 15—Dec. 15 .| Sept. 1—Oct. 31.....| 16 
| Nov. 15—Dee. 29...| Nov. 1—Jan. 31 | Jan. 1—Jan. “ Oct. 15—Dee. 31. | 17 
Oct. 1—Nov. 14 (a) | Sept. 1—Nov. 30 .| Oct. ee et ae t , Gaaddie Oren aes 18 
Nov. 15—Dec. 29 | Sept. I—Nov. 30....| Nov. ~Dec. F" (a) 19 
| Oct. 15—Nov. 28 (a)| Oct. 1—Nov. 3C....} Oct. 20-_Nov. | Ree ie 20 
| Oct. 1—Nov. 14.. + Sept. 1— Nov. 30 | Oct. 1—Oct. 31 eed : re ee ee 
| Oct. 1—Nov. 14 Sept. 1—Nov. 30 | Oct. 1—Oct. 31.. pie sande | Sept. I—Nov. 15 22 
| Nov. 15—Dec. 29 | Sept. 1—Nov. 30 | No open season Sete (a) A 23 
| Oct. 15—Nov. 28 Sept. 1—Nov. 30 Nov. 10—Dec. 10 ‘ veccececece| SOR. 1—Hoevw, 18.. 24 
| Oct. 15—Nov. 28 | Sept. 1—Nov. 30 Boss wuaes oe RO a 0 PS raies Saris 25 
Oct. 15—Nov. 28 DS PMs alsa ek hae soe ree cees bales 00404 6040 eeneRy Ssh echt ae Statin de 0 26 
Oct. 15—Nov. 28....| Sept. 1—Nov. 30 as we: : Sept. 1—Nov. 15 | 27 
Oct. 1—Nov. 14 (a) | Sept. 1—Nov. 30 Oct. 1—Oct. 31.... Sande aes Bois bbs LEAR I RRR EERS 28 
Oct. 15—Nov. 28 Sept. 1—Nov. 30 Oct. 15—Nov. 14.... eee errr Cane 
Nov. 15—Dec. 29 ..| Sept. 1—Nov. 30....|... F Oct. 1—Oct. 15 Sept. I—Nov. 15....| 30 
Oct. 15—Nov. 28 | Oct. 15—Nov. 28 ‘ @ Perr ue ne REO ROS Oe 31 
| Oct. 15—Nov. 28 | Oct. 15—Nov. 28 | Nov. 1—Nov. 30.... eer 32 
Nov. 15—Dec. 29 | Sept. 1—Nov. 30 .| No aan season.....|... (a) 33 
Oct. 1—Nov. 14 Sept. 1---Nov. 30....| Oct. 1—Oct. 31..... Pesta be oseerececs| OF 
Oct. 15—Nov. 28 Sept. 1—Nov. 30.. eS SR a eee ree “ wets acess 35 
| Oct. 15—Nov. 28 Sept. 1—Nov. 30.. OG; BOWS. BE... ob oon eccrine sy Sept. 1—Nov. 15 | 36 
| Oct. 15—Nov. 28 Sept. 1—Nov. 30... : ro -| Oct. 16—Oct. 30 P DP elaine. ahiie She ee a 37 
Oct. 15—Nov. 28 .| Sept. 1—Nov. 30.. Oct. 1—Oct. 31 ‘ tees 38 
Oct. 15—Nov. 28 (a)| Sept. 1—Nov. 30.. Oct. 21—Nov. 20 38 
Nov. 15—Dec. 29 Sept. 1— Nov. 30 No open season (a) 40 
| Oct. 1—Nov. 14 | Sept. 1—Nov. 30....| eae ee hints se ee “% 41 
Nov. 15—Dec. 29 | Sept. I—Nov. 30 3 - Sept. 1—Nov. 15 42 
Nov. 15—Dec. 29 Sept. 1—Nov. 30....|... ‘a (a) 43 
Oct. 15—Nov. 28 | Sept. 1—Nov. 30.. iat ee ET re | 44 
Oct. 1—Nov. 14 Sept. 1—Nov. 30.. Oct. 1—Oct. 31 . eee ose 45 
Nov 15—Dec. 29 | Sept. 1—Nov. 30. Nov. 15—Dec. 15 ; .| Sept. 1—Nov. 15 46 
Oct. 15—Nov. 28 Oct. 1—Nov. 30 ‘ 5 ‘ ; Sept. 16—Sept. 30... ; 47 
| Oct. 15—Nov. 28 Sept. 1—Nov. 30 Oct. 15—Nov. 14 ended s wend 48 
Oct. 1—Nov. 14 Oct. 1—Nov. 14 Oct. 17—Oct. 31 } 49 
Oct. 15—Nov. 28 Sept. 1—Nov. 30.. 50 


ADDITIONAL INFORMATION 
United States 


Alabama.—Mourning dove, in the counties of Pickens, Tus- 
caloosa, Jefferson, Shelby, Talladega, Clay, Randolph, 
and all counties north thereof, September 1-September 
30, and December 20—January 31; in rest of State, No- 
vember 20—January 31. 


Alaska.—Duck, goose, 


Arizona.—Mourning dove, 
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brant, coot, 


Wilson’s snipe (jack- 


snipe), north of summit of Alaska Range and Kusko- 
kwim-Bristol Bay Divide, September 1 to October 15; 
south of Alaska Range and Kuskokwim-Bristol Bay 
Divide and east of the Nanek River and Lake and Kat- 
mai National Monument to the 141st Meridian, Sep- 


tember 16—October 30; 


southeastern Alaska from the 


141st Meridian south to Dixon Entrance, October 1- 
November 14; south and west of Nanek River and Lake 
and Katmai National Monument to the tip of the 
Alaska Peninsula, including all adjacent islands in the 
public domain and Kodiak Island, November 1—Decem- 


ber 15. 


September 


1—November 


White-winged dove, August 1-September 15. 


15. 


Connecticut.—Scoters (sea coots), in open coastal watens 
beyond harbor lines, September 15—October 14; and 
thereafter from land and water during open season on 
other waterfowl. 


Delaware.—Mourning dove, September 1-September 
November 15-December 31. 


Florida.—Mourning dove, except in Dade, Broward, and 
Monroe Counties, November 20—January 31; in Dade, 
Broward, and Monroe Counties, October 1-November 15. 


Georgia.—Mourning dove, in the counties of Troup, Merri- 
wether, Pike, Lamar, Monroe, Jones, Baldwin, Wash- 
ington, Jefferson, Burke, and all counties north thereof, 
September 1—September 30, and December 20—January 
31; in rest of State, November 20—January 31. 


Maine.—Scoters (sea coots), in open coastal waters beyond 
harbor lines, September 15-September 30; and there- 
after from land and water during open season on other 
waterfowl. 


Maryland.—Mourning dove, September 1—September 30 and 
November 15—December 31. 


30 and 
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RIVETLESS SOCKET 




















































yithout 
its for 
Grain Scoop 
== A new and revolutionary development in grain scoops 
which is meeting with instant approval wherever it is 
ARMOR-D shown. Here are the outstanding features of the Rivetless 
| OR SPLIT-D Socket Grain Scoop: 
: erg HANDLE — - 
ts OPTIONAL Smooth socket —Elimination of rivets from the socket 
fe makes it possible for the user to slide hand over socket 
3 without encountering sharp or rough edges. 
| 5 ys Less possibility of handle breakage at socket. Handles 
1 § which are not bored are approximately 12% stronger 
| 3 than those bored for rivets. 
| os 3 Handle securely fastened to scoop by a rivet at the 
| 11 frog. Back of socket is welded to approximately 2’ 
| 12 from top. End of handle is reinforced with steel, which 
=. makes it impossible for rivet to spread or pull loose when The above back view of the 
115 scoop is subjected to shoveling strain. rtnt ertont Socket Grain 
j > ows—(A) 
’ The lower end of handle is covered with a metal cap pec em ge 
— which protects handle and adds to appearance of tool. rivet in frog and (C) The 
20 5 Rehandling can be easily accomplished by removing ELE AE 
4 PATENT head of rivet and extracting. 
= PENDING 
24 7 Ask Your Jobber ABW PRODUCTS 
+4 AMES Shovels * Spades * Scoops 
4 Since AMES BALDWIN WYOMING CO. Te oie” 
= 1774 PARKERSBURG, W. VA. e NORTH EASTON, MASS. Agricultural Handles 
31 
32 
33 
34 
35 
36 maceion MODERN CASTERS FOR MODERN HOMES 
= , 6¢ A CME” Ball Bearing Casters are modern, streamlined 
38 LESS , , 
= m casters which roll along on ball bearings on floors, 
42 ° rugs or carpets. A demonstration quickly sells a set of 
= ATTRACTIVE “ACMES” and one set sells another. Just roll an “ACME” 
= DESIGN on the counter and a sale is made. 
47 s 
48 
49 QUIET, 
- SMOOTH 
ACTION 
° 
A 
PROFITABLE 
ITEM 
* 
ebs 
ind STURDY 
on CONSTRUC- 
TION 
ind e 
; ; NEEDED IN 
nd EVERY HOME 
15. e 
ri. ROLLIN ANY 
sh- DIRECTION 
of, + 
” BUILT BY 
nd BALL Increase your caster business and profits 
ma ‘ adres with “ACME” Ball Bearing Casters. 
wi ‘ Tue ScHatz MANUFACTURING Co. 
nd POUGHKEEPSIE, N. Y. 
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Massachusetts.—Scoters (sea coots), in open coastal waters 
beyond harbor lines, September 15—October 14; and 
thereafter from land and water during open season on 
other waterfowl. 

Mississippi—Mourning dove, north of U. S. Highway 80, 
September 1-September 30 and December 20—January 
31; in rest of State, November 20-January 31. 


New Hampshire.—Scoters (sea coots), in open coastal waters 
beyond harbor lines, September 15—September 30; and 
thereafter from land and water during open season on 
other waterfowl. 


New York.—Woodcock, north of tracks of main line of 
New York Central Railroad extending from Buffalo to 
Albany, and north of tracks of main line of Boston 
and Albany Railroad extending from Albany to the 
Massachusetts State line, October 1—October 31; in rest 
Py State (except Long Island), October 15—-November 
4, 


North Carolina.—Mourning dove, September 1—September 
September 30 and December 20—January 31. 


Rhode Island.—Scoters (sea coots), in open coastal waters 
beyond harbor lines, September 15—October 14; and 
thereafter from land and water during open season on 
other waterfowl. 


South Carolina.—Mourning dove, in the counties of Aiken, 
Edgefield, McCormick, Greenwood, Abbeville, Anderson, 
Oconee, Pickens, Greenville, Laurens, Spartanburg, 
Cherokee, Union, Fairfield, Chester, and York, Septem- 
ber 1-September 30 and December 20-January 31: in 
rest of State, November 20-January 31. 


Texas.—Mourning dove, white-winged dove, in the counties 
of Yoakum, Terry, Lynn, Garza, Kent, Stonewall, 
Haskell, Throckmorton, Young, Jack, Wise, Denton, 
Collin, and Hunt, and all counties north thereof, and in 
the counties of Parker, Tarrant, Dallas, Rockwall, 
Kaufman, Johnson, Hopkins, Delta, and Franklin, Sep- 
tember 1—October 31; in rest of State, September 15— 
November 15. 


NO OPEN SEASON in the United States on the following: 

Shore birds (except woodcock and Wilson’s snipe or jack- 
snipe). 

Wood duck. 

Crane. 

Swan. 

Ross’s goose. 

Snow goose and brant in States bordering on Atlantic Ocean 

Daily Bag and Possession Limits: 

Ducks, 10 in the aggregate, except the daily bag limit may 
not include more than 3 of any one or 3 in the aggregate of 
canvasbacks, redheads, buffleheads, or ruddy ducks. 

Geese (including brant), 5 in the aggregate. 

Rails and gallinules (except sora and coot), 15 in the ag- 
gregate. 

Sora, 15. 

Coot, 25. 

Wilson’s snipe (jacksnipe), 15. 

Woodcock, 4 

Mourning dove and white-winged dove. 15 in the aggregate. 

Band-tailed pigeon, 10. 


NOT MORE THAN 2 DAYS’ BAG LIMIT OF DUCKS AND 
GEESE, INCLUDING BRANT, AND 1 DAY’S LIMIT OF 
OTHER MIGRATORY GAME BIRDS MAY BE POS- 
SESSED AT ONE TIME. 

Shooting Hours: 

Duck, goose, brant, coot, 7 a. m. to 4 p. m. 

Rail, gallinule, Wilson’s snipe ‘(jacksnipe), woodcock, dove. 
band-tailed pigeon, 7 a. m. to sunset. 

Migatory Game Birds May Be Taken With or By Use of— 

A shotgun only, not larger than 10-gage, fired from the 
shoulder. 

A dog. 

A blind or floating device, other than a sinkbox. 


Migatory Game Birds May Not Be Taken With or By Use of—- 

An automobile. 

Aircraft. 

A sinkbox (battery). 

A power boat, sailboat, or any device towed by power boat 
or sailboat. 

An automatic-loading or hand-operated repeating shotgun 
of more than 3-shell capacity in the magazine and cham- 
ber combined. 

Live duck or goose decoys. 

Corn, wheat, oats or other grain or product thereof, salt, o1 
any kind of feed placed or distributed in any manner 
whereby such birds are lured, attracted, or enticed, re- 
gardless of the distance between the location of such food 
and the taker. 


Collecting by Attachment 


USINESS men trying to col- 

lect a delinquent account 
sometimes are able to locate the 
debtor’s bank account or someone 
who owes money to the debtor. 
Can the business man in such cir- 
cumstances proceed directly 
against the bank or against his 


judgment against his debtor and 
having obtained that judgment, he 
may proceed against any gar- 
nishee who owes 
debtor against whom he has ob- 
tained judgment. 

Sometimes a creditor will lo- 
cate a bank account belonging to 


has not first obtained judgment 
against his debtor. The bank ac- 
count, of course, may be gone by 
the time he goes through legal 
proceedings to get the necessary 
judgment against the debtor. The 
safe practice in any event would 
be to get a judgment against the 


money to the 


debtor’s debtor in order to collect his debtor and be helpless to at- debtor at the earliest possible 
the money owing to him? tach the bank account because he date. 


Each state has its own law on 
this subject. In Kentucky re- 
cently, a creditor attempted to col- 
lect his bill by proceeding directly 


How’s the Hardware Business ? 


(Continued from page 60) 


against a person who owed money 
to the debtor. In such a situa- 
tion the debtor’s debtor is known 
in law as the garnishee. The idea 
is that if A has an account against 
B, and C in turn owes money to 
B, A may collect his claim against 
B out of the money which C owes 
B. C is the garnishee. 

The Kentucky court, however, 
ruled that the creditor could not 
proceed directly against the gar- 
nishee, and this would probably 
be the law in most states. Ordi- 
narily, a creditor must first get a 
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of steel, with the possible exception 
of those used by railroads. Govern- 
ment work plans are being pushed 
forward to extend employment, and 
should result in additional steel buy- 
ing in the near future. 


* * * 


Crop Conditions During 
July the improvement in crop pros- 
pects was marked and widespread. 
The Department of Agriculture fore- 
cast a corn crop of 2566 million 
bushels, or 84 million higher than 
its July 1 estimate. The yield, while 
large, is slightly under last year, and 
the indicated total will not require a 


marketing quota to be put into effect 
by the AAA. Wheat crop conditions 
were somewhat under the month 
previous, but indicate a yield 27 per 
cent above the 1927-1936 average. 
Naturally the large crops of the lead- 
ing grains have adversely affected 
prices, with September wheat and 
corn selling at the lowest levels since 
1934. The first official estimate of 
the 1938 cotton crop indicated about 
12 million bales, or 4 million less 
than the 1937 crop, and one million 
less than the 1927-1936 average. This 
estimate. however, exceeded earlier 
expectations, and cotton prices de- 
clined on the news. 
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OLD FRIENDS 
TOGETHER 


NOLKS seem to agree that 
k nothing patches things up 
so perfectly . . . and perma- 
nently ... as this handy house- 
hold cement made by Du Pont. 


Naturally! For Duco House- 
hold Cement holds tightly on 
just about every material there 
is. It’s transparent .. . ideal 
for repairing china, glassware, 
lamp shades. It’s flexible . . 
bends without cracking . . . so 
it’s just the thing for mending 
torn upholstery, dolls or awn- 
ings, and for emergency treat- 
ment of runs in 
silk stockings. 

Duco Cement is 
waterproof... 


even boiling water won’t melt 
it or loosen it. 

Stock and display Du Pont 
Duco Cement. You'll find it 
sells fast...to people who have 


To Sell The Genuine 


things to mend, and to hobby- | 


ists who have things to make. 


Not only because folks who | 
have used it know it’s a fine 


cement, but also because every- 


body can see it’s made by | 
Du Pont... your assurance of | 


top quality in any product. 
Net prices and particulars? 
Write, and we'll supply them 
promptly. E. I. 
du Pont de Ne- 
mours&Co., Inc., 
Wilmington, Del. 


REG. U. 5. PAT. OFF 


REG. U. S. PAT. OFF. 





CEMENT 





TRANSPARENT, FLEXIBLE, WATERPROOF... for china, 
glass, wood, leather, metal, paper, fabrics, etc. 
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These Points Make It Easy 


Russell Jennings! 


FoR more than 80 years, these bits have moved 
steadily over the hardware counters of the coun- 
try, solely on their points of merit. The older sales- 
men behind these counters know these points. The 
younger ones will find that it adds materially to 
their showing to have them at the tip of the tongue. 
Here they are: 


1—The extension lips (originated by Rus- 
sell Jennings) are filed thin by hand for 
quick cutting. 


2—The spurs, also hand sharpened, are 
“miked” at the factory to compass-like 
accuracy. 


3—The feed screw, the “self-starter” of the 
bit, has clean threads and extra sharp 
point. It enters the wood promptly and 
draws the bit after it! 


4—High-carbon steel assures cutting edges 
that will stand up. 


5—Correct taper of circumference obviates 
“binding.” 

6—The throat is shaped for ample chip 
clearance. 


7—The full name stamped on the round 
assures your customers the genuine— 
the universal favorite of craftsman and 
amateur alike. 
THE NEW CATALOG IS OUT! 
The new Russell Jennings bit catalog is now ready for distribution 
among jobbers and hardware dealers. It contains the complete 


up-to-date line, with much useful information for sellers and users 
Write for yours today. 


Your Jobber Can Supply You 


GENUINE 
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AUGER BITS 


Manufactured Only By 
THE RUSSELL JENNINGS MFG. CO. 


CHESTER, CONN. 












FOR RETAIL 
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New and Improved Merchandise—Display Helps—Sales Literature— 


WV indow Trims — 


New Solder Package 

The Ruby Chemical Co., 68-70 Me 
Dowell St., Columbus, Ohio, announces 
a new package in the form of a coil 






For Idering 
ACID CORE SOLDER 














of either acid-core or rosin-core, self- 
fluxing solder, put up in the form of 
coils and packed in individual cartons, 
12 coils in an attractive counter dis- 
play carton to retail at 15 cents each. 
Maker claims that by rolling it in coils 
and placing it in cartons rather than 
on spools, customer gets more solder, 
also provides means of display. The 
15-cent coils and the one-pound spools 
are both packed in the newly de- 
signed display cartons. 


New T. R. Roberts Speedsaws 

The TR 8 pruner and the TR 00 
folding pruner are two new saws of the 
T. R. Roberts Speedsaw line, an- 
nounced by E. C. Atkins and Co., In- 


dianapolis, Ind. The teeth, grouped 





with two slicers and one planer tooth 
to each section, permit fast and smooth 
sawing, either crosscutting, ripping, or 
mitering. TR 8 pruner is 26 in. in 
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length and is similar in construction to 
a handsaw with skew back. It can be 
furnished with a snap so that user can 
fasten it to belt. Handle is designed 
for secure grip at all times. Blade of 
TR 00 folding pruner folds in the han- 
dle, enabling the saw to be carried in 
the pocket. Handle is shaped to give 
user full control at all times. 


Gas-Electric Range 

The De Luxe Tinnerman 
shown here is a gas range with built- 
in electric cooker and “Pop-Out” 
valve control. It requires no extra 
house wiring for a single wire plugged 
into any standard 110-volt wall out- 
let provides current for the electric 
light, electric clock, and electric cook- 
er. Upper left-hand compartment has 
a built-in electrical element controlled 


range 





by a three-way switch with high, me- 
dium, and low heat. A 5-quart alumi- 
num cooker with three insert pans rests 
upon this electrical element. Cooker is 
built with heavy insulated jacket and 
cover. Portable cooker is designed to 
be used either on the top burners of 
the gas range or on the electrical ele- 
ment in the compartment. A wire bas- 
ket is also provided to be used for 
warming plates and dishes when port- 
able cooker is not in use. The Tin- 
nerman Stove & Range Co., 2038 Ful- 
ton Road, Cleveland, Ohio. 





New Packages — New Colors — Catalogs 


Nu-Era Electric Shaver 

This electric shaver operates on a 
hair clipping principle that is said not 
to scrape, pull or burn the skin, and 





that only from three to five minutes is 
required for a shave. Maker states 
the front guard gently levels the 
mounds (the tiny craters by which the 
individual hairs are encompassed), al- 
lowing the cutter to shear the whis- 
kers at the bottom of the tiny whisker 
“pockets.” The Nu-Era has no gears, 
bearings, nor brushes to wear and arc 
and has only one moving part. It is 
quiet in operation, self-starting and 
cannot be overloaded. Operates on 
110 volts 60 cycles. Electro Tool 
Corp., Racine, Wis. 


*“What-Not” Cabinet 

This 10-drawer cabinet serves as a 
handy place for screws, nuts, washers, 
bolts, nails, fishing tackle, model parts, 





needles, threads, buttons, stamps, and 
similar small items. Each drawer is 
one inch high and four inches wide. 
Cabinet is of solid wood, casco glued, 
pinned, and fine sanded, ready for 
staining or enameling. Suggested re- 
tail selling price is $1.00. Cabinet 
Craft, Box 318, Montclair, N. J. 
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dinary kind. 





COATED 


CLOVER 


ABRASIVES 


THE COLOR-STRIPE LINE 


The Clover Color-Stripe line of Coated Abrasives represents the last word in efh- 
ciency and work-value. Flint, Emery, Aluminum Oxide, Silicon Carbide and Gar- 
net supplied in sheets, rolls, belts and discs. Everything the wood-worker, painter 
and metal-worker requires—and of a quality and work-value rarely found, and 


Sell Clover Color-Stripe Abrasive Papers and Cloths. Your customers will see how 
much better they really are, and, once tried, will never be satisfied with the or- 


It’s not the first sale, but repeat business that brings real profits. YOU GET 
THESE PROFITS WITH THE CLOVER LINE! 


CLOVER MFG. CO. 
ALSO MAKERS OF THE FAMOUS 


CLOVER GRINDING AND LAPPING COMPOUNDS 


NORWALK, CONN. 








Package For Aluminum Levels 


Sand’s aluminum levels in the 18, 
24, 26, 28, and 30-inch sizes are now 
being packed in igdividual leatherette 
cases to afford greater protection and 
to provide a useful carrying container. 
Sand’s name is stamped in gold letters 
on the side of the case, and on the 
end where the label ordinarily ap- 
pears, a gold stamp is placed, giving 
the number of the level and its length. 
These leatherette cases are furnished 
without any additional cost for the 
sizes mentioned. Sand’s Level & Tool 
Co., 8631 Gratiot St., Detroit, Mich. 


Tool Island Display 


The Pexto tool island display fixture 
shows 112 items; has four sides, and 
carries surplus stock under the hinged 
panels, leaving for storage, space equal 
to that on a regular table. Total dis- 
play space is increased to 28 feet not 
counting bit braces on top. 


Fixture is 
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of heavy steel and heavy plywood and 
covered with washable material. Trim 
is of stainless steel. All four hinged 
panels can be raised simultaneously 
and kept open by metal supports. 
Items are fastened with clips and sales 


are made directly from the display. 


Each tool carries two price tags—one 
mounted on background and the other 
attached to article. When sale is made, 
price tag is detached from item and 
placed in “Want List” drawer, ‘thus 
serving as guide for reordering. The 
Peck, Stow & Wilcox Co., Southing- 
ton, Conn. 


Corning Ivrene Petalware 





Ivrene Petalware is a new and beau- 
tiful glass composition, ivory in color 
with iridescent undertone. This glass- 
ware is moulded by an exclusive auto- 
matic process into service pieces as 
thin as the finest china. A complete 
dinner service or separate dishes are 
available. Corning Glass Works, Corn- 
ing, N. Y. 












Oil Fired Circulating Heater 


The new Evanoil Circulator uses the 
teversed forced air principle by which 
leat in large volume is discharged 
from the base of the Evanoil and dis- 





tributed to distant points at floor level. 
Maker claims three advantages for this 
new method; quicker heat greater com- 
fort, and lower cost of heater opera- 
tion. The same principle which pro- 
vides the new heating advantages, also 
makes the Evanoil a practical unit for 
summer cooling. Evanoil air circulat- 
ing fans have special patented features. 
Oil burner unit is the Breese. The new 
Evanoil Circulating Heater is offered in 
a complete line with capacities for a 
wide range of uses. All models are of 
the lowboy type, modern in style and 
Evanoil Heater 
Division, Evans Products Co., Detroit, 
Mich. 


competitive in price. 
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Auger Bits In Cellophane 
Sellopak is a new and patented sales 

and merchandising idea in packaging 

recently announced by The Irwin 


AUGER BITS 
wruT: 


 SINISH 





fuger Bit Co., Wilmington, Ohio. All 
Irwin 62-T and 162-T Hi-Lite finish bits 
are now cellophane wrapped and have 
a protecting cutting head feature. 
Sellopak consists of a moisture-proof 
cellophane wrapping of the bit to pro- 
tect it against rust, scratchings, finger 
marks, ete. Cutting head is protected 
by a colorful) cork that’ guards the 
screw point, cutting lips and = spurs. 
Each package also has a bright label 
that tells at a glance the bit size. stock 
number and = brand. Irwin also an- 
nounces two new Sellopak auger bit 
packages for the Irwin and Bluwin 
lines. Two four-bit and two six-bit 
sets are available in both brands in a 
modern display box with a transparent 
cellulose sliding lid. Irwin brand is 


Stay-Tite Display 

A free colorful counter display stand 
is being offered with a special deal by 
Stay-Tite Products Co., 3107 Detroit 
Ave., Cleveland, Ohio. The display 








identified by the maroon and black de- 
sign, while Bluwin bits are Sellopak-ed 
in a blue and black container. Bits in 
those sets are not cellophane wrapped 
due to the transparent cellulose win- 
dow in the box, but are equipped with 
the protective cutting head feature. 


Reeves Speed Controls 


Reeves speed control units—variable 


speed transmission, speed motor 
pulley and Moto drive have been cat- 
aloged for the first time in an attrac- 
tive 124-page volume, No. G-384. The 
catalog is profusely illustrated and 
contains many pages of engineering 
data. The book is divided into three 
sections, each printed in a different 
color combination for ready identifica- 
tion. Reeves Pulley Co., Columbus, 
Ind. 


New Revere Whistlers 


Revere Copper and Brass, Inc., Rome. 
N. Y., has added three new whistlers to 
its line--a 2-quart model on the left; a 
Deluxe 3-quart model in the center: 
and a conical, 2 1/3-quart model, on the 


right. The suggested retail selling price 
of the 2-quart model is $1.25 and of the 
other two models, $2.00. Finishes avail- 





able are polished copper and chromium 
plated with colorful contrasts furnished 
in the handles and whistle knobs. 


shows the following Stay-Tite products: 
Liquid glue, caulking compound, seal- 
er, crack filler, gasket cement, Rustgo, 
and XXX cement. Circulars and full 
particulars on those products available 
from the company. 


Dic-A-Doo Counter Dispenser 
Lithographed in attractive eye-ap- 

pealing colors, this compact dispenser 

is a self-service item. Requires no work 


DIC:A-D00. DIC-A-DOO: 


CLEANER | CLEANER 





to set up. It carries 24 generous size 
samples of the Dic-a-Doo Paint Cleaner. 
Patent Cereals Co., Geneva, N. Y. 


Sta-Tite Snaths 

No. 300 for grass, weed, and bush. 
Equipped with back-saver heel plate. All 
standard blades fit and remain tightly 
fitted. Fittings are easily tightened 
after wood shrinks. Light in weight 
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but sufficiently strong for heavy mow- 
ing. Suggested retail selling price, $1.85 
each. The Sta-Tite Snath Co., Shelby 
ville, Ind. 


No-Turn Handle Trowels 

For plasterers, tile-setters, and cement 
finishers. A trapezoidal-shaped fin and 
counter sunk screw holds handle solidly 
to mounting, which is of hardened 
aluminum. Maker states blade is of 
best trowel steel, firm and non-kink 
able yet flexible. Blade face is highly 
polished. Made in 10% by 4% in. 
or 11 by 45% in. sizes for plasterers and 
tile setters and 12, 14, 16, or 18 in. 
sizes for cement finishers. For the 
latter 4-in. sizes are furnished unless 
other widths specified. Goldblatt Tool 
Co., Kansas City, Mo. 
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Fold-Away Basket 


This general utility shopping and 
picnic basket folds compactly to 1%4- 
in. thickness for easy carrying and easy 


storage. Fold-Aways are light weight 


and sanitary. have durable metal bot- 
toms, metal handles, finished hardwood 
handle grips, and handy leather strap 
fasteners. Side braces are galvanized 
high carbon spring wire, said not to 
kink or rust. Side walls are of strong 
duck in Roman stripe design. Baskets 
come in black and green baked enamel 
crystal wrinkle finish and are 11 in. 
wide, 1714 in. long and 7 in. deep. 
Will hold 65-lb. load. Metwood Mig. 
Co.. Rockford, Tl. 


Quaker Oil Range 


Has 10-point heat control dial, cali- 
brated in half points to provide widest 
range of cooking temperatures. Same 
dial also automatically controls forced 
air. A safety shut-off eliminates all pos- 


sibility of trouble due to current fail-” 


ure. Control shuts off oil instant cur- 
rent is interrupted. It cannot come on 
again by itself. Enamel top and back 
splash are of one-piece construction. No 
cracks to catch dirt or grease. Splash 
back is six inches high. Cooking sur- 
face measures 27 in. by 17 in. Small 
blower powered by a 110-volt 60-cycle 
AC motor is built into the pot-type 
burner to provide forced draft. Large 
fully insulated oven is 16 in. high by 
16 in. wide, 19 in. deep; equipped with 
two strong sliding shelves. Cooking 
utensils may be stored in two roomy 
compartments. Quaker Mfg. Co., 223 
W. Erie St., Chicago. 
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Large, hollow, hardwood end handle; 
eight drill points, 1/16” to 11/64”; 
polished, nickel-plated steel frame; 
two carefully machined steel pin- 
ions; 3%” gear, finished in bright 
red, high gloss lacquer; side and 
crank handles mahogany fin- 
ished hardwood; nickel- 
plated crank; polished and 
knurled all-steel chuck 
with three hardened steel 
jaws holding 0” to %” 
shanks; length overall 
12%’; weight 1% lbs.; 
branded Millers Falls. 


Celebrating seventy 
years of supplying fine 
tools to hundreds of hard- 
ware men the country over, 
Millers Falls Company offers a 
hand drill that is doubly a leader 
—GOOD QUALITY for perform- 
ance competition—LOW COST for 
price competition. It’s a genuine 
bargain—make it your leader for the 


fall trade. Ask your jobber. 


MILLERS FALLS COMPANY 


GREENFIELD ¢ MASSACHUSETTS 


MILLERS FALLS 
TOOLS 


COUY 
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Red Arrow Display Package 


New Red Arrow package comes 
packed with six bottles of Red Arrow 
to a display, with three bottles visible 





and the other three dropping into place 
as the others are sold. Carton is of a 
cool, summery, light green, showing 
flowers in their natural colors. Two dis- 
plays of six each come packed in a 
McCormick and Co., Bali- 
more, Md. 


carton, 


Steel Storm Screens 


Made entirely of rust-proofed metal, 
and built for lifetime service. Have no 
joints to come loose and nothing to 
replace. Steel frame is sealed in win- 
dow casement by caulking process. 
Maker states these screens reduce fuel 
costs by at least 30 per cent; keep 
rooms warmer, banish drafts, and elim- 
inate steaming and frosting. Built-in 
adjustable ventilator at inside bottom 
of steel sash permits control of room 
ventilation. Change from storm to sum- 
mer screen panels is quickly made. 
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Steel Storm Screens Inc., 3494 Lee 
Read, Cleveland, Ohio. 


Starrett Tool Catalog 


No. 26—contains complete descerip- 
tions and illustrations of 14 new Star- 
rett tools as well as information, illus- 
trations, and prices of more than 3000 
improved tools and standard items in 
the Starrett line. The catalog is ar- 
ranged for ready reference with a 
quick-finding index to the various sec- 
tions. The L. S. Starrett Co., Athol, 
Mass. 


Compax Folding Bikes 


The Compax Folding Bike is a full 
size bicycle that folds without the use 
of a wrench or tool, making it possible 
to carry the Compax in an auto, train, 
or bus, and simplifying the bicycle 
storing problem. This bicycle has 27- 
in. wheels and is equipped with a 
coaster brake. Has a secure patented 
take-apart joint. Compax frame _ is 
formed of seamless, alloy-steel, aircraft 


tubing. Made in one color and one size 
to fit either grown-ups or children. 
Suggested retail selling price of the 
Compax Air-Liner is $55.00 and of the 
Compax Vagabond, $65.00. The Com- 
pax Mfg. Co., 245 W. 55th St., New 
York City. 


Dog-Skat in New Form 





Dog-Skat, first available only in 


tubes, is now available also as a liquid 
spray from the Hammond Pa‘nt & 
Chemical Co., Beacon, N. Y. 








Garden Spray Package 

A new three-color bottle label and 
carton design for Ever Green Garden 
Spray is being introduced by Mc- 





Laughlin Gormley King Co., Minneap- 
olis, Minn. The l-oz. bottle makes up 
to 6 gal. of finished spray. A chart 
identifying common’ garden insects 
and complete directions for their con- 
trol is packed inside the carton. 


Luggage Department Display 


For stores lacking a luggage depart- 
ment because of lack of space, the At- 
lantic Products Corp., Trenton, N. J., 
has created a display standard to be 
used in the sale of the new and patent- 
ed No-Sag Aero-Frame Par-Pak Zipper 
Bags. Capable of displaying a com- 
plete line of bags, the display takes 
up only three square feet space. As 
an introductory offer, the dislay is free 
with every order for three dozen of 
these bags, totaling an investment of 
$33.30. Bags retail for $1.00, $1.49, 
and $1.95 and are available in 14-in., 
16-in., and 18-in. sizes and are made 
in rubber-lined duck, walrus grain Par- 
hyde and _ plaid-lined Bedford cord 
suede. 
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Hardware Age 





MARIUS H. HANSEN, 
president, Hanson Scale Co., 
Chicago, scale manufacturers, 
recently celebrated his 50th 
anniversary as a businessman 
by inventing a new and dif- 
ferent type of bathroom scale. 
Although 7 
continues to be active in the 


2 years of age he 


creation and preduction of 
new ideas in his chosen field. 
In 1888, at the age of 23, he 
was a member of the firm of 
Hanson Brothers. machine 
shop operators, and in that ca- 
pacity began his first experi- 
ments in the manufacture of 
scales. So interesting did he 
find the making of scales that 
three years later the firm began to devote its entire time 
to scales, Marius Hansen having produced what is said 
to be the first all sheet metal case family scale ever built. 
In his 50 years of activity he has invented, perfected and 
patented a number of features for scales of various types 
and today devotes much of his time to supervising the 
making of all mechanical parts used in Hanson scales. 
The present company, Hanson Scale Co., was formed in 
1922. Mr. Hansen’s favorite leisure time diversion is fish- 
ing. At least once a year he makes an extended fishing 
trip in the northern woods of Wisconsin, taking with him 
several of his old friends. Two years ago Mr. Hansen 
made his first trip in 50 years to his homeland—Den- 
mark-—visiting France and Germany before returning to 
this country. 





M. H. HANSEN 


80 


Fifty Year Club 


RUSSEL S. SPENCER, 
R. S. Spencer Co., Charlotte, 
Mich.. recently celebrated his 
73rd_ birthday and _ shortly 
after rounded out his 58th year 
as a hardwareman. He re- 
members the date on which he 
began his hardware career- - 
June 22, 1880—chiefly because 
it was the day after school 
closed for the summer vaca- 
tion. He was living in Ypsi- 
lanti. Mich., in those days and 
learning that the W. C. 
Stevens Hardware _ store 
needed a sales clerk he ap- 
plied for and obtained the job. 
Eight years later he moved to 
Jackson, Mich., where he was. 
for a year or so, a sales clerk in the Barnard & Smith 
hardware store. Charlotte, Mich., looked like a good 
community in which to live and work so he moved to that 
town in 1889 and became a sales clerk in the Barber & 
Merritt store. Four years later he became a partner in 
the hardware firm of Barber & Spencer. In 1904 Mr. 
Spencer became sole proprietor of the business, which 
was incorporated in 1920 as R. S. Spencer Co. His hobby 
is the study and preservation of wildlife. He is a former 
member of the executive committee of the Michigan 
Retail Hardware Association and has been Eminent Com- 
mander, Charlotte Commandery, Knights Templar. Mr. 
Spencer has devoted his time and talents to civic affairs 
having served the city as mayor. alderman and city 
treasurer. 


RUSSEL S. SPENCER 


JOHN E. HAVILAND, 
salesman for Mathias Klein 
& Sons, Chicago, IIl., has 
béen a hardwareman since 
April 6. 1885. At the age of 
17 he joined the office force 
of Russell & Erwin Mfg. Co. 
which was then located at 43- 
47 Chambers St.. New York 
City. For six years he worked 
in various capacities after 
which he became an outside 
salesman. For a year he sold 
merchandise in Brooklyn and 
Jersey City, N. J. Later he 
covered the New York State 
territory for the Russwin 
folks. About 1903 he entered 
business for himself as a 
manufacturers’ agent. In recent years he has been a 
traveling salesman for the Klein company traveling in 
12 southern states. He is a past president of the Old 
Guard of the Southern Hardware Jobbers Association. 
His interests are many but his chief delight. in his 
leisure moments, is entertaining his little granddaughter 
who is 2 years of age. 





JOHN E. HAVILAND 
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The Amazing Stove 
Business 


(Continued from page 47) 


had turned down Woody, as he 
carried another line of stoves. 
However, I had a fishing date in 
the White River country with Adz 
Eye and | persuaded Woody, very 
much against his wishes, to take 
three days off and go fishing with 
us. I told him I was sure on the 
fishing trip he could switch Adz 
Eye to his line and sell him a car- 
load. This we succeeded in doing. 

It has always been my belief 
that the average salesman travels 
too fast. Fishing trips (not too 
many) with your customers fre- 
quently cement friendships and 
help sales. 

So as I talked to Mr. Garno 
these memories of my stove ex- 
perience came back to me. After 
all, I thought to myself, the sell- 
ing of stoves is just a regular part 
of the hardware business. That is 
the way I was brought up. But 
when Mr. Garno and I went out 
to lunch together and talked over 
the stove business I found that 
many changes had taken place. 








where profits await 
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AUXILIARY 
HEATERS 


When autumn days grow too chilly to 
be without heat, yet hardly cold enough 
to start the furnace, practically every 





In this series of articles I am go- — home is a live prospect for auxiliary 
ing to write about these changes, heaters. And they are needed in every 
but as this is the opening article, room sometime during the day or 
| think probably that I had better evening. Those extra cold and windy 


winter days, too, and the early spring 
days make auxiliary heaters a good in- 
vestment. Cash in on this opportunity 
in a big way with SAV- 
OIL Auxiliary Heaters. 
They have all that’s 
wanted: Modern stream- 
lined design. Pleasing 
stippled _ steel finish. 
Sturdy construction. 
Wickless burners which 
give quick, clean, odor- 
less and intense heat. 
The new humidifier. A 
complete line. Right 
prices and discounts. 


outline just what preparation I 
made to talk to these stove manu- 
facturers in Cincinnati. 

First I wrote to Samuel Dunckel. 
managing director of the Institute 
of Cooking and Heating Appli- 
ance Manufacturers, whose head- 
quarters are in Washington, D. C., 
and asked him for a lot of statis- 
tics and data about the stove busi- 
ness. He sent me a lot of material, 
among which was about a dozen 
back issues of the Stove Builder, 
an interesting magazine issued 
monthly by the Institute to the Withe toler te tbeile. 
entire stove industry. I took these a. or mail the coupon be- 
Stove Builders home with me and Heater Model D152 low. 
studied them night after night. 
My, how the stove business had 


changed since I once knew it! Now U | j T F B) 5 T oh" 4 3 C ‘@) 


vas really becoming i sted 
| was really becoming intereste YPSILANTI, MICHIGAN 








in all the complications of this 




















business. Of course, what I needed es i 
was information. I did not know, Send for ; Neme i 
for instance, the kind of stove we Details apes — : 
were using in our own home. I in- Today + eas j 
quired, however, and found it was yp Sete J 
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a gas range, about ten years old, 
bought from Crane & Company in 
New York, still giving splendid 
service and just as good now as it 
had been ten years ago. Then in 
the apartment of a relative in New 
York I sought information in their 
kitchen. They had a gas range, a 
White Star, eight years old, bought 
in Bloomingdale’s department 
store. It had given and was still 
giving splendid service, but when 
certain repairs were needed they 
had been informed by Blooming- 
dale’s that this stove was no longer 
manufactured. The parts would 
have to be made by hand. This 
was done and the bill was a pretty 
one. However, the range is still 
giving perfect satisfaction and 
will be good for a number of 
years to come. 


Feminine Opinions 


At my home in Larchmont one 
week end there was a large party, 
consisting mostly of young mar- 
ried couples. I got these young 
women together and talked to them 
about stoves. Here are some of 
the reports: One charming young 
matron lives on a farm near Kent, 
Conn. She used a wood stove, the 
old cast iron type. It does splen- 
did work, but it takes the full time 
of one person to keep it supplied 
with wood. Unfortunately this 
farmerette has no gas or electrical 
connections. One of the other 
ladies told about her place in 
Westchester County where she 
uses a gas stove and the gas is 
supplied in bottles. That was cer- 
tainly a new idea to me—bottled 
gas. Her stove and the bottled gas 
worked splendidly, but she found 
the bottled gas quite expensive. 

Almost all the others used gas 
stoves. Where they had gas con- 
nections it was an ideal way to 
cook. Gas stoves were simple to 
handle. Of course, they explained 
to me all about the various ranges 
they used. Some had smooth tops, 
others open tops and still others, 
tops with lids. One woman said 
she preferred the lid top to the 
smooth top because it was more 
economical. She could use one 
burner and keep two or three dif- 
ferent dishes going over one lid. 

One lady who was proud to 


82 


announce that she did her own 
cooking, had an electric stove. 
She had a modern electric kitchen 
with all of its accessories, and she 
thought it was fine, absolutely 
clean and up-to-date. 

Then a discussion started among 
these ladies in regard to the value 
of wood, coal, gas, oil and elec- 
tricity. Things were certainly get- 
ting complicated. One young 
woman remarked that almost any 
servant with any intelligence what- 
ever could handle a gas range, 
while in order to cook with elec- 
tricity she had found it was neces- 
sary first to learn herself how to 
use an electric stove, and then to 
teach her maid. She said she had 
tried electric stoves and found 
they were very expensive. The 
parts burned out. She did admit, 
however, that electric stoves were 
cleaner. 

After my general talk with these 
ladies, it seemed to me that the 
gas stove was the most useful, 
most economical and easiest to 
handle. Please understand that all 
this information I am now passing 
out was gotten before I came into 
real contact with the stove manu- 
facturers. That experience came 
later. The electric stove people, 
for instance, told me that while in 
the beginning electric stoves were 
more expensive, harder to handle 
and required constant replace- 
ments that was all over now. 
The modern, up-to-date electric 
stove had been so much improved 
that these troubles do not exist. 
Of course, my answer to that was 
that they had better advertise this 
fact to the women of the country, 
because, from my investigations, 
they did not know it. 

Among the people with whom 
I talked, the wood stove, the soft 
coal burning and the anthracite 
burning stoves were out. This 
phase of the business I had to 
learn from other sources. 


Distribution Problems 


Now, to conclude this opening 
article, I will say that having be- 
come very much interested in the 
stove business and the things I 
learned by personal contact and 
by reading, I determined to find 
out what the manufacturers, the 
jobbers and the retailers of stoves 


had to say in regard to their dis- 
tribution. I, therefore, wrote a 
number of leading stove manu- 
facturers of the country asking 
their views. What were their prob- 
lems? What were the present 
trends, and the future of the stove 
business? I am glad to report 
that every manufacturer to whom 
I wrote answered my letter. Some 
of their letters were long. Others 
were rather short. The gist of 
these letters I will report in a 
later article. 

Then I wrote to 10 jobbers. 
What had been their experience 
in handling modern stoves? Was 
the line satisfactory? Was it 
profitable? What did they think 
about the future of the stove busi- 
ness, etc? Every one of these job- 
bers answered. One jobber sent 
me a very long letter, and, I may 
add in passing, that one manu- 
facturer wrote me a closely type- 
written letter of 10 pages. While 
the letters from the various job- 
bers differed, there were certain 
problems in regard to the sale of 
stoves that they all touched upon. 
These problems I[ will discuss 
later, and will quote from their 
letters. 


Retail Experiences 


Then I wrote to 10 leading re- 
tailers in various parts of the 
country, asking their experience in 
the sale of stoves. All of these 
letters were answered. Every deal- 
er told me his experiences. While 
they differed in some respects, in 
the main these retailers all ex- 
pressed the same ideas about the 
sale of stoves. 

I eventually found myself with 
quite a collection of literature 
from manufacturers, jobbers and 
retailers in regard to stoves. Then 
I asked Mr. Dunckel if he would 
have the leading stove manufac- 
turers of the country mail me 
their catalogs. I have received a 
collection of catalogs on stoves 
of all kinds that make very in- 
teresting reading. 

The next thing I wanted, now 
that I was really warming up to 
my subject, were statistics in re- 
gard to the sale of stoves of all 
kinds in the United States. Here 
I struck a snag. I must admit it 
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Leading Space Heater Dealers everywhere 
have proved to their own profit that A-P 
CONSTANT LEVEL OIL CONTROLS FREE 
them of the expense of too many field 
adjustments. 


Now they can make each A-P-equipped heater 
a COMPLETELY AUTOMATIC HEATING 
PLANT, in a few minutes, simply by adding 
the NEW A-P AUTO-HEAT TOP to the regular 
control. Make sure your Space Heater line is 
A-P equipped so that you can sell AUTO- 
HEAT TOPS to your customers. Giving them. 
steady, more economical heat. Giving your- 


self extra ‘profits. ® 
(>) 


, 
Model 240 LR Manual Oil Control 


Conversion Feature! 

A-P Model 240-E Type L Electric Auto-Heat Top 
Unit, quickly attached to the Manual Control on 
your heater, offers Completely Automatic Heating 
Convenience — controlled by the A-P Room 
Thermostat. 

Model 240-TL Thermo Auto-Heat Top Unit pro- 
vides Automatic Heat to homes without electricity. 
A self-contained Top unit with Thermostatic Bulb 
attached in a few minutes to A-P Manual Control. 


AUTOMATIC PRODUCTS COMPANY 


244 NORTH THIRTY =—SECOND STREET 
MILWAUKEE ® wisconsin 
Burning Heater Mfors. 


DEPENDABLE fis ieis; 


THE BYWORD FOR A-P CONTROLS 














90% of the Better Oil 
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AUTO-HEAT TOP UNITS 

















Dr.Seuss 


“That Mr. Smith’s a swell customer.” 


“One of the best. And it was just a 
box of CROSS Tacks that first brought 


him in here.”’ 


Sold in the distinctive . 
Red. Blick and White xi 
Packages 


Cross 
Storitiged 
TACKS 


EAST JAFFREY, Ne He conn. 1930 2vw.w. cross aco., Inc 
WRITE FOR DETAILS OF DISPLAY STAND OFFER 


Theyre Uniformly Strong 
Mot a Cupple in a Carhoud 
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THE NEW 
ACME TACK-POINT 
CORRUGATED FASTENER 
DISPLAY CARTON 


You can just set Acme Corrugated Fasten- 
ers on your counter and they’ll sell them- 
selves. Nearly all your customers—car- 
penters, home owners, workers in many 
crafts — use them. Stronger joints are 
made easier and faster in any wood prod- 
uct. The exclusive tack-point feature and 
sharp cutting edges penetrate the wood 
fibers without crushing. 


The compact, attractive display carton will 
help you make profitable, extra sales 
easily and quickly. Mail the coupon for a 
fr ee sample box today. There is no obliga- 
tion. 


If your Jobber can't supply you write us 
direct. 





t 


PACKAGED IN 3 POPULAR SIZES 


Fifty fasteners of one size to a box. % x 4, % 
x 5 or % x 5. The display carton has 12 boxes. 
For larger requirements: standard cartons of 250, 
500 and 1000 fasteners; boxes of 100 fasteners, 
10 bexes to a carton; and in 100-Ib. kegs. 


ACME STEEL COMPANY 


General Offices: 2838 Archer Ave., 
Chicago, IIl. 
Branch & Sales Offices in Principal Cities 





Acme Steel Company, 
2838 Archer Ave., 
Chicago, Ill. 


Gentlemen: 

Send me, without charge, a sample 
box of Acme Tack-Point Corrugated 
Fasteners. 

ee 

Address ... , vinnie acetieack oMarae 


City aw .. State . 
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surprised me that I could not get 
definite information that is very 
common in almost every other 
industry. However, by checking 
up various reports of the total 
sales of stoves of all kinds, by de- 
duction I have arrived at certain 
figures that I believe to be ap- 
proximately correct. This has 
been some job, and here at the 
end of this article let me say 
with a smile and a twinkle of the 
eye, that I sought from the United 
States government a report on the 
stove business. I have this report 
in my files. A questionnaire was 
sent out. so this report states, to 
the entire stove industry. Many 
questions were asked about the 





production and sale of stoves. But 
they state in the circular that only 
25 per cent of the stove manufac- 
turers replied to the question- 
naire. Therefore the figures they 
gave they admitted were not to 
be considered strictly reliable. 

HarpwareE ACE has asked me 
to write these articles on the stove 
business. This is the first. In the 
next article I will go more into 
detail and get under the skin, as 
it were. In the final article, which 
will probably be the most impor- 
tant, I will give suggestions and 
recommendations that have come 
to me, as to what can be done to 
improve conditions in the stove 
business. 


The Golden Gate Exposition 


(Continued from page 37) 


About the time fair sponsors 
began looking around for a site. 
a drive was in full force for a 
new airport for San Francisco. 
Yerba Buena shoals, located just 
north of Yerba Buena Island. 
mid-point of the seven-mile $77.- 
000,000 Bay bridge, and a mile 
southeast of Alcatraz Island peni- 
tentiary, was chosen as_ ideal. 
Heads were put together, and the 
result was a bargain whereby gov- 
ernment engineers would super- 
vise the filling of an island on the 
shoals to be used as a fair site in 
1939, and after the fair,to become 
an airport. Dredges went to work 
almost immediately pumping 
black sand from the bay floor and 
sluicing it through pipe lines over 
the shoal. From a natural depth 
of two to 26 feet below water. a 
400-acre rectangle—later to be 
named Treasure Island—crept 
toward its present elevation of 13 
feet above the tides; it now stands 
as the largest island ever built 
by man. 

Almost before the sand island 
had dried out thoroughly, con- 
struction began on fair buildings. 
Three of them—two hangars and 
an air terminal building—will 
serve exhibit and administration 
purposes during the fair and be- 
come a permanent part of the air- 
port afterward. The others, of 


temporary construction, will be 
removed when the fun is over. 

Following the “pageant of the 
Pacific” theme, the architectural 
scheme is a blending of Asiatic 
forms in long horizontal lines, set- 
hack pyramids, and masses char- 
acteristic of Malayan, Incan and 
Cambodian treatments. The gen- 
eral layout resembles an ancient 
walled city. 

You can’t spend $50,000,000 in 
a chunk on construction without 
causing a flurry in construction 
hardware circles. Aside from 
the usual sales of picks, shovels, 
hammers and saws, incidental to 
construction, the wood truss 
frames of most of the temporary 
buildings required extremely 
large quantities of bolts. Baker. 
Hamilton & Pacific Co. supplied 
the pipe for the water system, but 
most of the items you can’t trace 
to any one firm. As B. F. Hal- 
liday, prominent in the San Fran- 
cisco trade, puts it, they “trickled 
down,” so that everybody bene- 
fitted in some way. 

Whoever furnished the finish 
hardware faced a peculiar prob- 
lem, for while the items had to 
be inexpensive for hard tempo- 
rary use, they had to be resistant 
to the extremely harsh corrosion 
of the salt air. Those who live 
along the seaboard and have tried 
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to keep any metal surface shiny 
will recognize the problems pre- 
sented by the Treasure Island sea 
breezes. 


Double Significance 


A double significance for hard- 
ware men all over the country lies 
in the exterior lighting arrange- 
ments, worked out by General 
Electric illumination engineers. 
The plan calls for the use of the 
new “fluorescent tube,” a develop- 
ment not yet on the market, but 
which well may be soon. This 
15-watt gas-filled tube, mounted 
in trough reflectors and used for 
floodlighting, gives spectacular ef- 
fects particularly in pink, blue, 
green and amber. Many of 
these are included in the order for 
9000 floodlights—the largest 
floodlighting order in history—re- 
cently placed by the Exposition. 


Paint Departments 


Another phase of the fair 
lighting may point to the addi- 
tion of a new item in thousands 
of paint departments. Fluores- 
cent paint, when illuminated with 
ultra violet rays—“black . light,” 
changes an apparently dull sur- 
face into a mass of radiating col- 
or. High cost of lighting ele- 
ments, and necessity of frequently 
renewing the fluorescing paint, 
has restrained the outdoor use of 
this spectacular illumination treat- 
ment by the general public. Five 
different paint companies are at 
work on the problem, however, 
and have submitted hundreds of 
samples, which are exposed to the 
weather on a General Electric roof 
in Schenectady, N. Y. 

Periodical tests have disclosed 
that certain of these samples re- 
main 70 per cent efficient after 60 
days of exposure. Renewal will 
be required only three or four 
times in the 288 days of the fair. 

Fluorescing paints will be used 
only in architectural relief panels, 
niches and murals. The main sur- 
faces of the buildings will achieve 
a radiant golden glow by the use 
of iridescent stucco. The irides- 


cence is achieved by the use of 
vermiculite—a mica-like sub- 
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heat, it puffs up almost like pop- 
corn, and takes on color. 

The usual use of vermiculite is 
as a building material. fluffed in- 
side walls as insulation. Fair 
experimenters found that this ma- 
terial. applied to wet stucco, re- 
flected light in a million gems and 
gave off a fiery glow; so they 
turned the walls “inside out.” 


Night Effect 


The night effect the fair will 
give to a spectator from the San 
Francisco shore or from the bay 
is a double vision—the glowing 
buildings themselves, and their re- 
flection in the bay. 


Hardware Exhibitors 


When the gates open February 
18, hardware exhibitors will be 
scattered in half a dozen different 
exhibit palaces. Rather than fol- 
low the prosaic exhibit grouping 
common to state and national 
fairs, the administration has 
worked out a grouping consistent 
with the vacation or travel theme 
as a background for industrial 
and mechanical showmanship. We 
find such titles as “Hall of the 
Mineral “House and 
Gardens Building.” “Court of the 
Seven Seas,” “Elephant Towers,” 


Empire.” 


“Tower of the Sun” predominant 
in exposition nomenclature. But 
in whatever exhibit palace they 
are found, the trade will recognize 
such_ exhibitors as Bethlehem 
Steel, Coleman Lamp & Stove, E. 1. 
du Pont de Nemours, Fuller 
Brush, W. P. Fuller, General Elec- 
tric, General Motors, Johns-Man- 
ville, Kerr Glass, Libbey-Owens- 
Ford, C. W. Marwedel, Owens- 
Illinois Pacific, Sangamo Electric, 
Standard Sanitary Mfg., United 
States Steel, and Westinghouse 
Electric companies. Many firms 
have planned smaller exhibits and 
still others have tentatively re- 
served space until their budget for 
the fiscal year is made up. Two 
things are certain—the hardware 
industry will be represented, and 
exhibitors who have paid from 
$8.00 to $9.60 per square foot for 
space will make good use of it. 
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The New York World's Fair 


(Continued from page 35) 








When the preview of the Fair was held some time ago, The Ingersoll- 
Waterbury Co. had this float to symbolize the first appearance of 
the Ingersoll watch at the World’s Fair held in Chicago in 1892. 


its that are of intense interest to 
them. 

As the management of the 
1939 World’s Fair puts it, the 
theme of the exhibition will be 
“Building the World of Tomor- 
row. A promise for the Future 
built with the tools of Today, 
upon the experience of Yester- 
day.” The World’s Fair, which 
opens on Sunday, April 30, 1939, 
will occupy a site 3 miles long 
and 1% miles wide, within easy 
reach of the heart of New York 
City, with its numerous hotels, 
theatres and places of interest. 
What was, until fairly recent 
months, a water works site and 
waste lands, will blossom forth 
during the coming year into a 
beautiful park with hundreds of 
unusual sights. ; 

One building of particular in- 
terest to hardwaremen will be the 
Glass Center, an exhibit of Corn- 
ing Glass Works, Owens-Illinois 
Glass Co. and Pittsburgh Plate 


Glass Co. The Glass Center will 
occupy an area of 25,000 square 
feet, including a striking patio, 
and will be crowned by a 108- 
foot tower. Built mostly of glass, 
the center has been designed in- 
side and out to represent the 
“flow” of the glass industry. 
Seven thousand square feet of 
structural glass will be utilized in 
producing a building that de- 
scribes a huge semi-circle over the 
57,000 square feet of land. 
Architectural features of the 
Glass Center will be the tower, to 
be constructed of blue plate glass 
and glass block. The patio will 
hold an unique exhibition, illus- 
trating the various qualities of 
glass, such as strength, transpar- 
ency and precision. A _ staircase 
of glass will lead into the exhibit 
and visitors will walk through the 
patio on a ramp constructed of 
solid glass. 

Other companies, affiliated with 
the hardware industry planning to 














The Electrical Building will have among its exhibits equipment that will 
be of interest to both the hardware dealer and his family. The progress 
of electricity will be portrayed dramatically in this great structure. 
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Your Profits 
Are Safe 
With These 
Better Cap Screws 


Tough precision-made Triplex Cap Screws please your 
customers with smooth quick assembly—the result of 
highly accurate forming from strictly specified steel, 
threads clean-cut, heads washer faced and surfaces bur- 
nished. All sizes in standard types of heads and threads. 
Avoid sales-reducing kicks and profit-killing returns. 
Dependably profitable Triplex Screws are a safe wise 
buy. Write today for samples and prices. 


THE TRIPLEX SCREW CO. 


5317 GRANT AVE. CLEVELAND 


IPLEX 


COMPLETE LINE OF CAPVAND SET SCREWS, BOLTS AND NUTS 
Millions Sold—Used in Every Industry 











Quik flame 
ASBESTOS 


KINDLER WICKS 


FOR OIL STOVES, RANGE BURNERS 
AND HEATERS 
THE RAYBESTOS DIVISION 
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PROTECTION «1 


No chain store, group buyer or mail order house 
can sell ROGERS Famous Liquid Fish Glue. 
Our policy of selling exclusively through the 
hardware jobber and dealer protects your profits! 


10,000,000 CONSUMER 


JEMAN 1) completes 


the FOUR best selling helps any 
manufacturer can offer his dealers! 
PRICE, QUALITY, PROTECTION 
AND NATIONAL ADVERTISING! 
.. makes it easier for YOU to travel 
the highroad of co- 
operation and more 
profits. 

PHONE YOUR JOBBER FOR DETAILS 
of the two Rogers deals that 
will get you off to a flying 
start behind the power of 
Rogers National consumer 
advertising! 
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FOR 


40% 


PROFIT ON LOW 
RESALE THIS FALL 


BUY NOW 





“BUCKEYE” PEC } ALS FOR FALL 
ROASTER BUYING 
20 ga. 144%” Medium, Oval .............+++- Retails SPECIAL $2.09 
30 gm. 1746" Large, Oval .....2.2ccccccecss ‘i * 2.69 
18 ga. 16” x 11%” Medium, Oblong.......... 3.98 
18 ga. 174%,” x 12%” Large, Oblong......... “ 4.79 

(Trays at special prices if wanted) 
IF YOU ARRANGED FOR 
BUY NOW T E ad M ey YOUR CONVENIENCE 


MADE AND GUARANTEED BY 


THE BUCKEYE ALUMINUM CO. = WOOSTER O. 
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This model shows the Chemicals and Plastics Building in which 
will be shown how the chemical and plastics industry contrib- 
utes to the manufacture of many household and other products. 


have their own buildings in the 
Fair are: American Radiator & 
Standard Sanitary Corp.; Devoe 
& Raynolds Co., Inc.;: E. 1. du- 
Pont de Nemours & Co., Ine.: 
Firestone Tire & Rubber Co.: 
General Electric Co.: General 
Motors Co.: Johns-Manville Sales 
Corp.; Libbey-Owens-Ford Glass 
Co.; Radio Corporation of Amer- 
ica: Swift & Co.; United States 
Steel Corp., and 


Electric & Mfg. Co. 


Among the companies in hard- 


Westinghouse 


ware and related fields, which 
will have exhibits in general ex- 
hibition halls are: American 
Chain & Cable Co.; Bemis & 
Call Co.; Bethlehem Steel Corp.; 
Flexible Shaft Co.: 
Crane Co.; Ferro Enamel Corp.; 


Chicago 


Halowax Corp.; The Hoover Co.: 
I. L. G. Electric Ventilating Co.; 
Link-Belt Co.; John A. Roeb- 
ling’s Sons Co.; Silex Co.; Singer 
Shaver Co.; The Stanley Works; 
Yale & Towne Mfg. Co., and 
York Safe & Lock Co. 

The Petroleum Industry Ex- 
hibition, Inc., will house exhibits 
of a number of oil companies, 
many of whom offer products 
hardware outlets. 
Included in that building will be 


sold through 


displays sponsored by: American 
Oil Co.; The Atlantic Refining 
Co.; Cities Service Oil Co.; Gulf 
Oil Corp.: Pure Oil Co.; Rich- 
field Oil Corp.; Shell Union Oil 
Corp.; Sinclair Refining Co.; So- 
cony-Vacuum Oil Co.; Standard 
Oil Co. of New Jersey; Sun Oil 
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Co.: The Texas Co., and Tide 
Water Associated Oil Co. 
The New York World’s Fair 


will have what is perhaps the 





greatest exhibition of scientific 
and industrial marvels yet col- 
lected in one area—exhibits that 
will show hardwaremen how 
things are made, how they work 
and why they are made as they 
are. Emphasis will be placed in 
the fair on scientific, artistic and 
industrial advances made in re- 
cent times, although there will be 
a large area given over to amuse- 
ments, eating places and other 
amusement centers. 

Modern in its ideas and exhib- 
its, the Fair will be very much 
up-to-date—and 
vanced along some lines. The 
theme center of the World's Fair 
will be dominated by the gleam- 
ing white Perisphere, as high as 
a 22-story building. and the 700- 
foot Trylon, which will be visible 
for miles around. 


somewhat _ ad- 


Have Union Labor Leaders 
Business Brains? 


N all America’s history has 
ever a union labor leader 
founded and developed a_ big, 


strong, successful employment- 
giving enterprise? 

[ know of none. I well recall 
that, in more prosperous times, 
one conspicuously powerful union 
decided to launch business and 
financial projects. The results 
were ruinous. Nothing but catas- 
trophic losses and ignominy were 
reaped. 

These reflections are prompted 
by the cavalier attitude of certain 
labor leaders today toward em- 
ployers. From certain exalted la- 
bor circles come nothing but 
criticism of fillers of pay en- 
velopes, couched in either patron- 
izing or dictatorial tones. The 
impression created is that these 
labor magnates, waxing wealthy 
from dues wrung from ordinary 
wage earners, have convinced 
themselves that they are infinitely 
more able than those who have 
created and developed organiza- 
tions providing hundreds, thou- 
sands of jobs. 


Yet, after all, why should John 


L. Lewis, for example, risk estab- 
lishing any kind of business ven- 
ture, when he can enjoy the role 
of commander-in-chief of a vast 
labor army, of which every mem- 
ber is compelled to meet finan- 
cial levies—and no accounting 
demanded either by those who 
furnish the funds or by the law? 
He risks nothing, can lose noth- 
ing. Bankruptcy is no terror, no 
threat for him. He is sitting 
pretty. 

By and by the great majority 
of American citizens will awaken 
to the fact that the most effective 
upbuilders of the nation have been 
neither politicians nor labor agi- 
tators, but those who have toiled 
and sweated, mentally and physi- 
cally, to originate and expand 
self-supporting, tax-paying  busi- 
nesses, furnishing work for 
scores or hundreds or thousands 
or tens of thousands of bread- 
winners. Such men make it pos- 
sible for others to earn a liveli- 
hood. Labor leaders obtain their 
livelihood by dipping into the 
pockets of others earning a live- 


lihood.—Forbes 
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Paint Progress and Profit 


(Continued from page 28) 


we do it reluctantly or hires a 
painter to do it—is there anything 
we should do about it, if we want 
to sell more paint. 

Frankly, I'm not prepared to 
prescribe, but you and I have ob- 
served what some sellers of paint 
have decided to do about it. They 
express it all in one word— 
modernize—and the action takes 
many forms running the gamut 
from the installation of a single 
neon sign on the front of the 
building to a complete remodeling 
of the whole store, from a face 
lifting operation on the front to 
a complete reconditioning and in- 
stallation of tea tables and 
fumed showers in the South Salon. 
If I were able to write the prescrip- 
tion I think I, too, would say 
but keep it sound 
and sane. So far as paint goes, I 
think I would suggest it be housed 
in an attractive alcove or section 
somewhat apart where in quiet 
and in comfort milady and her 
escort may select colors and com- 
binations from actual panels and 
specimens under the guidance of 
a salesperson who knows his mer- 
chandise and is imbued with a 


genuine spirit of service. 


per- 


modernize 


Always Improving 


Now, do I hear you say, “Well, 
that’s all right for some up-to-date 
line that has kept abreast of the 
times but not for the paint busi- 
ness which is still just where it 
was 25 or 30 years ago.” Do I 
hear that—it has been said to me. 
If that thought is in any mind 
here today—banish it. Banish it, 
before it jumps up to smite you 
between the Frankly, my 
friends, | know of no industry, 
and I am quite close to several, 
that is more receptive to the con- 
tributions which modern science 
and chemistry can make to its 
progress than is the paint manu- 
facturing industry. Thousands, 
hundreds of thousands, yes, mil- 
lions of dollars are being spent on 
equipment and men to improve 
the quality, efficiency and service 
of paint products. 

The slogan of one of the na- 
industrial “Better 


eyes. 


tion’s leaders, 


AUGUST 25, 1938 


things for better living—through 
chemistry” applies to the paint 
business, | think, appro- 
priately than to almost any other 
business with which I am _ ac- 
quainted. To realize this, it is 
only necessary to consider a few 
recent developments—the _ finish 
on automobiles, the amazing prog- 
ress in quick-drying enamels, the 
breath-taking strides in the de- 
velopment of primers, the fastness 
and scope in colors and the mar- 
velous effecis of synthetics. Con- 
sider, too, what has been done and 
what is in progress in the develop- 
ment of color harmony. True, the 
paint industry has been assisted 
generously in this direction by 
some of the so-called outside in- 
fluences already mentioned, but it 
is taking serious and concerted 
and 


more 


action on its own account 
rapid strides are being made to 
whip the industry as a whole into 
a styling campaign which I dare- 
say will not only develop count- 
less new uses for paint products 
but, of even greater importance. 
will give the well-known land- 
scape a beauty treatment that bids 
fair to rouse the inhabitants of this 
continent as they have never been 
roused before. 

Make no mistake—the paint in- 
dustry is on the march—forward, 
and if, as hardware men, you 
choose to be paint men also, | 
suggest that you get aboard, take 
another notch in your belt and 
strike out for newer and _ better 
worlds to conquer. 

Last year’s effort was but a 
slight indication of what may be 
done by a united New England 
and I earnestly urge you as hard- 
ware men and for civic rather 
than for selfish reasons to enter 
vigorously into the organization 
and promotion of a campaign in 
your own community for the bet- 
terment of New England as a 
whole. 

As I stated in the beginning, it 
is not my purpose, nor is it my 
right, to point out what you should 
do. My only hope is that if the 
game is worth the candle, and I 
hold no conviction deeper than 
that it is, you will not spare the 
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STEARNS 


LOW COST FAUCETS 


Be sure to stock Stearns Faucets. It is a 
profit-making line. Low in price but high 
in dependable quality. Absolutely leak- 
proof. Guaranteed to hold all petroleum | 
products and other non-corrosive liquids. 








oe s ’” 
Self-Closing 
Faucet No. 60 
%” U. S. Std. Pipe 
Thread. \” Flow. 
Special impregnated, 
permanent leather 
No. 60 valve facing. No re- 
placement necessary. 
) 
oN barrel. Spring wash- | 
No. 50 er holds tight joint. | 
fast and Perfec- 
tion patterns. 


“Lock-Lever” 
Faucet No. 50 
OIL AND MOLASSES GATES 
A full range of 
Sizes %” to 6”. 
Pipe thread, 


Made of close-grained grey iron—cad- 
%” U. S. Std. Pipe 
Thread, %” Flow. 

sizes and styles 

—for immediate 

wood thread, 

flanged and por- 


mium plated. 

Plug ground to each | 
delivery. Lock- 
celain lined. 








Write for circular, price list 
and discounts. | 


E. C. STEARNS & CO., 
Syracuse, N. Y. 









Only 
WIREGRIpP 


BELT HOOKS 


have the blue aligning cards that 
prevent hook waste—loss from 
handling, loss of short card ends. 


Those Who Sell Belt Hooks appre- | 
ciate the new WIREGRIP method of card- | 
ing, for it not only protects fingers from 
the sharp points, but also prevents hooks | 
from coming off cards, prevents them from 
flattening down even when roughly handled. 
Every card remains saleable. 
Those Who Use Belt Hooks prefer 
WIREGRIP HOOKS because they are | 
safely handled, and because the blue card | 
holds hooks, even the shortest ends, in 
| 








perfect alignment. Every hook is used—no 
card end waste. Lacers are more easily 
loaded as hooks are certain to be accu- 
rately positioned to fit the lacer. | 
ARMSTRONG-BRAY offers the only com- | 
plete line with both types of belt lacing 
WIREGRIP Belt Hooks and STEELGRIP | 
Flexible Belt Lacing (that goes on with a 
hammer); also Lacers, both 
vise and bench types, and 
couplings and fasteners for 
round belting. 

Write for catalog sheets 


ARMSTRONG - BRAY 
& CO 


“The Belt Lacing 
People”’ 








304 Loomis Ave., 
CHICAGO, U.S.A. 











horses in your efforts to win it. 
Perhaps I may be pardoned if 
from the vantage point of one who, 
having served for many years in 
the thick of the fray, now enjoys 
a less distorted view from the mid- 
dle distance draws therefrom a 
creed. It would go something like 
the one shown on page 28. 


“Today” 


“It is a gloomy moment in his- 
tory. Not for many years—not 
in the lifetime of most men who 
read this—has there been so 
much grave and deep apprehen- 
sion; never has the future seemed 
so incalculable as at this time. In 
our own country there is univer- 
sal commercial prostration and 
panic, and thousands of our poor- 
est fellow-citizens are turned out 
against the approaching winter 
without employment, and without 
the prospect of it. 

“In France the political caldron 
seethes and bubbles with uncer- 
tainty; Russia hangs as usual, like 
a cloud, dark and silent upon the 
horizon of Europe; while all the 
energies, resources and influences 
of the British Empire are sorely 
tried, and are yet to be tried more 
sorely, in coping with the vast and 
deadly disturbed 
China. 

“It is a solemn moment, and no 
man can feel an indifference— 
which happily, no man pretends 
to feel—in the issue of events. 


relations in 


“Of our own troubles (in the 
U.S. A.) no man can see the end. 
They are, fortunately, as yet main- 
ly commercial; and if we are only 
to lose money, and by painful 
poverty to be taught wisdom—the 
wisdom of honor, of faith, of 
sympathy and of charity—no man 
need seriously to despair. And yet 
the very haste to be rich, which is 
the occasion of this widespread 
tended to 
destroy the moral forces with 
which we are to resist and subdue 
the calamity.” 


calamity, has also 


When worrying too much about 
today, remember that the fore- 
going appeared in Harper’s Week- 
ly 81 years ago. 





An editorial in “The Coast 
Advertiser,” Belmar, N. J. 





QUICK SALES 


SIZE MARKED 


PUMP LEATHERS 





Simplex size-marked pump leathers were orig- 


nated for your convenience—and the 
venience cf your customers. You know 


con- 
trom 


experience how vague a customer can be when 
he wants a pump leather—and how annoyed 


he is when he gets the wrong size. 


Simplex size-marked pump leathers eliminate 
just such complaints. The size is clearly marked 


on each pump leather. Why not create 


cus- 


tomer good-will with Simplex size-marked 


pump leathers? 


Ask your jobber or write us for price list 


MAN U FACT UR 








AT YOUR SERVICE f 


Tue “Who Makes It” 
Editor will be glad to 
help you in your search 
for the name of the manu- 
facturer of that product 
you are interested in. 


If you do not find it or 
its trade name listed in 
the current Directory 
Number, in all probabil- 
ity it has been incorpo- 
rated in the revised list- 
ings that are being pre- 
pared for the next issue 
of the Directory Number. 
Many such changes are 
being made daily and the 
listings brought up to 
date. 

If your current Direc- 
tory does not give you 
the information you see 
write the “Who Makes 
It” Editor. He’s at your 
service! 
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A QUALITY PRODUCT 


AN ATTRACTIVE PACKAGE 


at 
COMPETITIVE PRICES 


TALOCO Gum Spirits of 
Turpentine is filtered, 
dehydrated, and packed 
at the source of supply. 


Warehouse Stocks in Principal Cities 


TAYLOR, LOWENSTEIN & CO. 


Cincinnati, O. 
605 Gerke Bidg. 


Mobile, Ala. 
56 N. Commerce St. 














NATIONALLY 
KNOWN 


NATIONALLY 
ADVERTISED 


The WALL Line 


is complete. Hardware, mill supply, 
agricultural, contractors, marine, 
drilling, transmission, oakum and 
twine. Spun and laid from selected 
fibre for the particular purpose, 


under experienced supervision. 


Your guarantee is Wall’s century- 


long service to industry. 
WALL ROPE WORKS, Inz. 


48 South Street, N.Y.C. Factory: Beverly, N.J. 


Branch Offices: 








Standardization 


(Continued from page 43) 


ested in rendering service to his 
customers. Considerable delay is 
necessarily encountered in secur- 
ing from the factory a properly 
shanked blank from which to 
make the desired cutting tool. It 
all too frequently happens in 
these days that orders are not 
placed until there is a_ specific 
need for the item. This is true in 
every line of merchandising. 


Attempts for the many drill 
manufacturers throughout the 
country to carry a library of in- 
formation pertaining to all makes 
of guns and hammers is a diff- 
cult proposition. I do not believe 
that any manufacturer of guns 
finds the forged tools a profit to 
his business any more than the 
piano man found the player roll 
business profitable to his business. 
To get rid of this portion of the 
business would be getting rid of 
a large part of the worry and 
the headaches. Chisels, at best, 
are a serious problem. Chisels 
are expected to do any kind of 
work and invariably the complaint 
reverts to the merchandise of the 
chisels and not the work on which 
it failed. 

The buyer of the gun, after 
all, is the customer of the gun 
manufacturer and it would seem 
ordinary merchandising procedure 
for that manufacturer to wish 
that his customer gets the very 
best of service in the way of fitted 
tools that is possible, for the more 
fitted tools he uses the sooner he 
will be in the market for more 
guns. If the owner of a certain 
type of gun finds there is in- 
variably a delay in securing chis- 
els or drills he will not be in a 
good buying mood when he needs 
another tool. 

Therefore, I would suggest that 
a move on the part of those manu- 
facturers to reduce the type of 
shanks employed to a few stand- 
ard designs would render them- 
selves and their customers a real 
service, or would generally spread 
to the mill supply trade detailed 
information on their shank con- 





SURE-GRIP 





HOSE CLAMPS 





Guaranteed 
To Hold 
Any 
Pressure 
the Hose 
Will 
Stand 


Serve your customers with the best — 
the most dependable hose clamps. More 
than 100 sizes will meet every demand 
for garden, automobile, steam hose, etc. 


Sure-Grips always tighten to a true cir- 
cle. Will not rust or corrode — and no 
rough edges to cut the hose. 


Ask your jobber or write us for prices. 








33 So. Charles St., Baltimore 821 Folsom St. San Francisco 

123 South Broad St., Phila. 425 Decatur St. New Orleans 

57 Comm’! P1., Norfolk, Va. 671 Orleans St., Chicago, Il. 

102 Broad St., Boston, Mass. 217 E.Archer St. Tulsa, Okla. 
2000 Nance St. , Houston,Tex. 


STOCKS IN ALL INDUSTRIAL CENTERS 


struction in order that they will 
be in a position to help the gun 
owner as well as the manufactur- 
| er’s customer. 





J. R. CLANCY, Inc. 
Syracuse, N. Y. 
RE RE TINE RTE 2 FS TRIN 
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SELL STEWART 
FENCE AND 
OTHER PRODUCTS 


Hardware dealers all over the coun- 
try are realizing substantial profits 
through the sale of Stewart Iron 
and Chain Link Wire Fence, Lawn 
Furniture, Interior and Exterior 
Railings, Bracket and Pier Lan- 
terns, Folding 
Chairs, Stable 
Fittings and 
other iron and 
wire products. 
Investigate the 
liberal dealer 
~ offered by 

tewart. You are not required to 
invest money nor carry any stock. 
You sell from Stewart literature. 
There is always a market for Stew- 
art Products. Write today. for 
complete details. There is no cost 
and you place yourself under no ob- 
ligation. 





NCES 


The Stewart Iron Works Co., Ine. 
537 Stewart Block 


CINCINNATI — OHIO 
+ “World's Createst Fence Builders Since 1886” 














ae | 


Builds Sales For You 





For 112 years the name 
COLLINS on an axe has been 
the “buy sign” for men who 
know axes. The thousands of 
Collins Axes now on the job are 
active salesmen for new ones in 
your store. ™ 
Up-to-date systems of tem MICHIGAN 
pering and heat treating, and 
critical inspections at every 
stage of manufacture, assure 
maintenance of the reputation 
“They Cut Longer Between 
Sharpenings’’. In balance, 
temper, steel, straight-eye, 
Collins Axes are first and 
that means first in profitable 
sales through hardware stores 


DAYTON 


too! 

Order from your jobber. If 
he can’t supply you, write us. 
The Collins Company, Collins- 
ville, Conn. 


A complete line 
of axes, mat- 
tocks, small 
axes, hatchets, 
bus hooks, 
= hoes. 
Aterrimus 





92 





SINGLE BIT 





SINGLE BIT 





DAYTON SINGLE 
BIT BEVELED 








Buy Your Toys Now! 


(Continued from page 42) 


but the defects naturally increase 
complaints from customers. 

“Aside from the added costs of 
extreme ‘hand-to-mouth’ buying, 
the problem of assurance of de- 
livery will be a more important 
consideration this year. Buying 
during the first six months of 1938 
has been considerably below 1937, 
and production has been held back 
to a corresponding point. With 
the prospects of a very good 
Christmas business, unless more 
normal order placing and produc- 
tion gets under way at an early 
date, goods for fall delivery sim- 
ply cannot be produced.” 

Some buyers hold off on their 
commitments in the hope that 
prices may be reduced later in the 
season. With prices of commod- 
ities generally increasing and the 
possibility of some upward wage 
revisions it is not logical to as- 
sume that prices on toys will be 
reduced between now and Christ- 
mas. Increased production costs 
may very well increase the prices 
of some playthings. 

Having a good stock of toys, 
zames, dolls. bicycles and other 
wheel goods on hand for Christ- 
mas is a natural magnet for the 
youngsters in your community. 
Whether the children make their 
initial inspection of your Christ- 
mas display accompanied by their 
parents or on independent “win- 
dow shopping” trips, the fact that 
you have a well rdunded out dis- 
play of toys in your store makes 
them talk about your store. The 
more youngsters talk about your 
store and the playthings you offer. 
the more their parents are going 
to be impressed with the idea that 
your store has what little Willie 
or sister Mary wants from Santa 
Claus. 


Build Good-Will 


Catering to the boys and girls 
builds good-will and volume. A 
youngster who enjoys visiting 
your hardware store during the 
holiday season to see the toys you 
offer will retain the impression 
that your establishment is a good 
place to go when hardware and 
allied lines are needed for his 


folks. When these youngsters be- 
come men and women, they will 
continue to shop in the stores that 
attracted them as youngsters and 
they in turn will take their own 
kiddies to the same stores. Toys 
will build your volume today and 
build good-will for sales in the 
years to come. 

When toy manufacturers talk of 
planned buying or early commit- 
ments, they are thinking primarily 
in terms of the annual American 
Toy Fair held in New York City 
early in the spring. At those fairs 
manufacturers and _ distributors, 
from all parts of the country, 
show their newest lines and their 
long popular games, toys and 
dolls. An increasing number of 
hardware dealers attend the Fair 
and others make a practice of 
visiting permanent toy exhibits in 
New York, Chicago, San Fran- 
cisco and other large cities early 
in the season. Wholesalers also 
hold big showings of toys for 
their dealers, early in the season, 
so that the dealers may practice 
planned buying. 


Aids to Development 


Toys are no longer considered 
merely as a means of keeping 
youngsters quiet or out of mis- 
chief. Educators, parents and wel- 
fare groups now recognize to a 
greater degree than ever before 
that toys are a definite part of a 
child’s education and mental and 
physical growth. The dealer who 
emphasizes that idea to parents is 
building the foundation for profit- 
able sales of toys and related 
lines. But all the emphasis in the 
world on the idea of buying toys 
as a means of stimulating the 
mental and physical growth of 
children will be without avail if 
your store tries to buy its toys 
some time in December. 

Buy your toys now if you want 
to be all set for Christmas, 1938, 
remembering that whether busi- 
ness has a tremendous revival or 
is quiet this Christmas, people 
always find some money, some- 
how, to buy playthings for their 
children. 
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Many hardware deal- 
ers are finding it highly 
profitable to carry in 
stock the heavier grades 
of Superior hexagonal 
netting — Fox Pen Net- 
ting. It costs no more 
for Wright high quality. 
All 
copper bearing steel— 





wire made from 


no fence steel more 





lasting. 
STEEL & 


GE WRIGHT inreco 


WORCESTER? MASS. 











TYPE 3001 


Hinges. 


CHICAGO 
U. S. A. 





Something Worth Talking About 
When You Sell 


The “Ajax” 





Construction and appearance are strong selling 
points for dealers who stock “Ajax” Spring Pivot 


The “Ajax” is made of high grade material and 
has been designed with many important features 
which dealers will find worthy of special mention. 
These include an adjustable tension, alignment de- 
vice, hardened steel roller bearing for piston and 
ball-bearings for carrying the weight of the door. 

The reversible bevel side plates present a pleasing 
and neat appearance when applied to the door. 


~=(CHICAGO)— 


SPRING HINGES 
Chicago Spring Hinge Company. 


NEW YORK 














A new and complete line of ready to nail Horse, 


Mule and Bronco shoes. Strong, tough, long 

wearing. Like all Diamond Shoes they are 

perfectly balanced, and shaped to fit the average 

horse’s foot without alteration. Nail holes are 

clean, correctly tapered and spaced. Easily nailed. 
Write for information. 
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A new Z4x<// for you coffee fans 


CcORYe 








CORY-brewed coffee is rich and smooth with 
no bitternese or metallic taste. .. because you 
get only the true coffee flavor. CORY-brewed 
coffee never boils... CORY-brewed coffee 
never touches metal... CORY-brewed coffee 
is produced by a contact of 3 minutes or less 
between the hot water and finely ground 
coffee. Insist on the CORY Coffee Brewer. 
Models for every home and restaurant need. 
Write for our latest Catalog. 


GLASS COFFEE BREWER CORP. 


325 North Wells Street Chicago, Illinols 


D COFFEE « « 





ONLY THE CORY GIVES ALL 
THESE FEATURES AT ONE 
PRICE AND IN ONE PACK- 
AGE—NO “EXTRAS” TO BUY 
@ “Fast-Flo”’ Filter 

@ Bakelite Funnel Holder 


@ Beautiful Platinum Dec- 
oration 


@ 2-Heat Electric Units 
[Hi-Low] 


@ Hinged Decanter Cover 

@ Formed Pouring Lip 

@ Heat-Resisting Glass by 
CORNING 

@ Bakelite Coffee Measure 


No metal touches the coffee 
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A 
Giant 
A LEADER 
FOR 50 YEARS 


here’s why 


l. A double bevel die that 
can be reversed in the collet 
to cut close to a shoulder — 


2. Fitting a precision ma- 
chined bevelled slot in the 
cap. 

3. Wide, easy, positive, ac- 
curate adjustment with the 


turn of a screw. 


4. Locked tight by a screw 
guide, squared to fit any 


wrench. 


There are over a million in use 
today and more being sold all 


the time. How is your stock? 


GREENFIELD TAP & DIE CORP. 


Greenfield, Mass. 


Detroit Plant: 2102 West Fort St. 


Warehouses in New York, Chicago, Los Angeles 


and San Francisco. 


In Canada: Greenfield Tap & Die Corp. of Canada 


Ltd., Galt, Ont. 


GREENFIELD 
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Pilot the Hardware Ship 
Into Port Profit 


(Continued from page 32) 


such thing as customer-loyalty to- 
day. Mr. and Mrs. Consumer shop 
where they want to shop, where 
they like to shop, where they find 
what they want at the price they 
are willing to pay, regardless of 
what kind of store it may be. 

Some morning when you feel 
discouraged about business, climb 
up on the highest building in your 
town and look at all the roofs that 
need a coat of paint. Think of all 
the buildings that need repairing 
and paint. Then take a drive out 
into the country. But before you 
go out there, go to the bankers 
and ask them how much money is 
on deposit in the banks. You'll 
get the surprise of your life. . . . 
The banker will tell you that it 
belongs to the good substantial 
citizens of the community—most 
of whom own their own homes, 
and take a pride in keeping them 
up. As you drive, look at the 
fences that need replacing, build- 
ings that need repairing and paint- 
ing, tools that are needed. Go 
into the kitchens and see the old 
ranges ready to fall down. Look 
at the possibilities for cabinet 
heater and furnace sales. Many 
rural areas have been electrified, 
adding more sales possibilities— 
electric ranges, refrigerators, 
radios, electric motors for small 
farm machinery and washing ma- 
chines. 

Why am I emphasizing the im- 
portance of looking outside the 
store for more business—particu- 
larly in the farm market? Both 
Sears and Ward’s have favorable 
inventory positions. Both are able 
to take advantage of market de- 
clines that tend to increase sales 
by lowering prices. Both com- 
panies perform very much alike 
with the exception that Ward’s 
cater more to the rural buyers. 
July 1 sales reports for the two 
companies revealed Ward’s sales 
for the month of June are only 
3.5 per cent under June, 1937, 
while Sears’ sales are 18.9 per 
cent under June, 1937. For the 
first 12 months of the fiscal year, 
Ward’s sales were only 6.8 per 
cent below the same period last 


year, while Sears show a decline 
of 11.4 per cent for the same 
period. All of which goes to show 
that there is more business to be 
had if we just go after it. The 
sales guns should be trained on 
the farm market. 

Our competition, the mail order 
and syndicate systems of the coun- 
try spent, in 1937, $125,000,000 
in remodelling storé»fronts and 
interiors. You have Only. to walk 
up and down the streets of our 
cities and towns to know what | 
am talking about. This program 
was carried on at a time when the 
average business man was think- 
ing in terms of cyclone cellars 
rather than capital investments. 
These mass distributors, faced 
with the same things which you 
and I are faced with—increased 
operating expenses and new and 
higher taxes—knew their stores 
must be kept modern if customers 
are to be kept coming into them. 
Mr. and Mrs. Customer have seen 
the modern store, shopped in it 
and like it. If we do not give it 
to them some one else will. 

In my opinion, within the next 
few years, competition will not 
only be a matter of price, but a 
competition of store fronts, show 
windows and interior arrange- 
ment. I do not mean to minimize 
the importance of price. [ still 
do not see any reason why the 
customer should pay any more for 
any given item of like quality in 
my store than he can buy it for 
in some other kind of store. A 
great many of us have failed to 
learn that we cannot set retail 
prices on a great many items in 
our stores. Our competition does 
that for us. The manufacturer and 
wholesaler are waking up to the 
fact that their very life blood de- 
pends upon keeping the indepen- 
dent retailer competitive as an 
outlet. 

The pilot ought to take a leave 
of absence from the ship at least 
two weeks in the year for trips 
to market to find new merchan- 
dise. You will follow right along 
behind the buyers from the de- 
partment stores, mail order and 
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| Advertised 
| Nationally to 
BO,.721.000 


It’s the most extensive consumer cam- 
paign ever undertaken to increase 
dealer sales for a metal sponge. 


In Women’s Magazines 

The women buyers in more than 

18,981,000 homes are reached regu- 

larly and impressively ... and that 

. ; J includes practically every profitable 
KS customer that enters your store. 


, | Plus Coast-to-Coast 
p O U LT R Y N E T T I N G Radio Broadeasting 
ws | Over 14 high-wattage stations, with a 
@ Tell your customers—"“WICKWIRE NETTINGS FIGHT | potential audience of 11,740,000... 
RUST!” Point out the three com- and one ofthe most interesting women’s 


plete turns at the twist, the pongeems a8 Ba ee, 


-_ HEN. ..-IT PAYS TO CARRY THE 
aay GED, nainige the CHICK || || ComPLETE GOTTSCHALK LINE 
filling the twists; making a | 


, Metal Sponge 10€ 
stiffer, stronger, longer lasting 























Junior Sponge S5e 


hes, hangs Big Bronze 





Strai 
fence. QTell them also that ‘OrOht, stays tighs, m . A ” gaa 
n jewel, \ 
when rough usage, weather Brith knob, i0e SSS 
and-L-Mop, PF, 
with handle, Oe 2,203,701 


yi] 


Gottschalk’s 


Wire will still FIGHT RUST. 
METAL SPONGE 


WI 3 KWI R E B ROTH E METAL SPONGE SALES CORP. 


c TLA - ¥O RM+:+ U. i i 
OR LAN D N E W U Philadelphia, Pa. 


and wear eventually rupture 
the coating — Wickwire de- 
pendable Open Hearth Steel 
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The Claridge is the newest and most 
modern ocean front hotel in Atlantic 
City, with luxury and comfort in every 
appointment. Each of the 400 spacious 
rooms has an outside exposure and most 
of them have an unobstructed view of 
the beach, boardwalk and park. All 
rooms have private bath, with both 
tub and shower, fresh and sea water. 
















YOUR SALES! | 


CONSULT HELLER! 


Heller offers hardware dealers every- 
where the latest in attractive display 
tables and fixtures for displaying 
stock to best advantage! INCREASE 
SALES THE HELLER WAY! Stim 
ulate greater buying all year with 


HELLER’S famous line of ‘‘eye ap 
NEWLY DESIGNED FEATURES 


pealing’’ finely constructed store fix- 














‘ p 

Glass enclosed solarium on roof. tures, and equipment based on 6% 
Th decks. Health Bath ee eee atiee at mea Above picture shows a recent installa- 
ree ocean sun decks. ea atns. of successful stores throughout the tion by HELLER in the sporting goods 
world! department of Lemmon & Granger, State 





College, Pa. Note new modernistic fiz- 


NEW 1938-39 FEATURES tures with rounded corner feature unit. 
AT LOW PRICES! SEND FOR FREE 
Learn the details about HELLER’S FRE ILLUSTRATED 
recent new modernistic fixture devel- FOLDER now! 
WRITE TODAY! 


opments for 1938-39 built to pro- 
THE BEST 


duce greater customer buying and 
HARDWARE SHELVING 


offering the usual HELLER high 
W C HELLER f IN THE WORLD 


European Plan: Single from $4.50. 
Double from $7. Also American Plan 
For reservations telephone 
New York Off. : Chickering 4-6699 Washington Off.: District 2685 
Pittsburgh Off.: Atlantic 6240 + Philadelphia Off.: Kingsley 3150 













quality at surprisingly low prices. 
INVESTIGATE NOW! WRITE 
TODAY! 









pt 20 Vesey St. 838 Bryant St. 
VEL PA ee oh if 
ee / New York City Montpelier, Ohio 
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SHERMAN 
Faucet Connections 


For Connecting Hose 
to Plain Faucet 


A common neces- 
sity of improved 
construction for 
making hose con- 
nection for house- 
hold appliances, 
such as—Bottle 
Washers, Washing 
Machines, Water 
Softeners, Drain 
Cleaners, etc. 

Body moulded 
from special composition pliable rub- 
ber, permits adaption to wide range in 
size and shape of faucet spout. 

Genuine Sherman Wrought Brass 
Hose Clamp, with special comfortable 
thumb screw, provides a really tight 
grip. 

Furnished in red, green or black rub- 
ber with all metal parts white nickel 
plated. 

Packed in attractive counter display 
box of one dozen. 


Sold through Jobbers. 


H. B. SHERMAN MFG. CO. 
Battle Creek Michigan 
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BLAKE & LAMB 


are 


“GOING TO TOWN!” 


Hardware jobbers, distributing 
BLAKE & LAMB Steel Traps are 
encountering eager acceptance 
on the part of dealers—grateful 
for higher quality coupled with 
lower prices. Hardware dealers, 
insisting upon BLAKE & LAMB, 
are meeting and beating every 
other channel of steel trap dis- 
tribution. These are facts worth 
the immediate investigation of 
every progressive jobber and 
dealer. 








THE HAWKINS COMPANY 


AMERICA'S OLDEST TRAP MANL FACTURERS 
SOUTH BRITAIN, CONNECTICUT 








syndicate stores, and probably dis- 
cover why these outlets have en- 
joyed the cream of business on a 
great many items before you have 
had them in stock or knew they 
were on the market. Ask your 
jobbers’ salesman for new items. 
Nearly every jobber has a new 
goods section in his catalog. Buy 
them in experimental quantities 
until you have found out their 
turning qualities and consumer 
acceptance. I must continually 
use special items at least once a 
week to build customer traffic in 
my store... . I must cater to the 
woman customer. She is spend- 
ing 85 per cent of the money spent 
for merchandise in this country 
and has a decided influence on 
how the other 15 per cent is spent. 


My store must be clean, well 
lighted and must have an atmos- 
phere to encourage the shopping 
instinct which is natural to the 
woman. The store must be friend- 
ly and interesting and the cus- 
tomer must be treated as the guest 
she is rather than as a prospect to 
ring the cash register. 

Not long ago I saw a sign in a 
hotel elevator: “Unless you are 
wearing a smile this morning you 
are only half dressed.” Don’t 
come down to the store half 
dressed if you want your store 
to have the reputation of being 
friendly. 

Finally the hardware store pilot 
must turn master salesman. He, 
along with other business men of 
this country has a big selling job 
to do. He has been busy over the 
years building his business. Now 
he must do something to preserve 
it. 

The misdeeds and bad conduct 
of business by the unscrupulous 
minority, so cleverly publicized 
by the propagandists, political and 
social, have left the impression 
that all business is grasping and 
ruthless; that all employers are 
economic royalists; that large 
owners of securities are “tories” 
and that the way to prosperity is 
not by producing more goods at 
lower prices to satisfy our wants 
and our standard of living, but 
that it can be attained by cutting 
the loaf into thinner slices. 

Thus the American business 
man must sell himself and his 
business to the community in 


which he lives, and which he has 
set himself up to serve. He must 
re-dedicate himself to his faith in 
American enterprise and tradition, 
and perpetuate the heritage which 
has been handed down to him 
through the years. There is some- 
thing more than the perpetuation 
of a heritage. There is an obliga- 
tion to serve. 

I have faith in the hardware 
store pilot of the future—faith 
that he will sail the ship into 
Profit Harbor at the end of the 
year. There will be shipwrecks, 
of course. Just as there always 
have been. They will result from 
the failure to observe the sailing 
laws of good business manage- 
ment and personnel. The world 
must be clothed, fed and sheltered 
and those who are worthy will be 
the ones to do it. This pilot must 
not only talk service every day in 
the year, but must give it with 
every transaction he makes—and 
never lose faith for one minute. 
He will rise to the occasion—rise 
to the dignity of his time-honored 
craft, perpetuate his heritage, and 
society will be better served as a 
result. 


They Stick to Quality 
(Continued from page 40) 


firm. The attractive store, illus- 
trated in these pages, was de- 
signed by Charles Lewis, Jr., the 
previous store having been burned 
to the ground in 1933. The old 
store was a two-story building, 
the present premises being a one- 
story building, with basement for 
storing bulkier lines and surplus 
stock. The display room is 222 ft. 
long and 45 ft. wide. 

One most unusual feature of the 
Asbury Park branch of the Lewis 
Lumber Co. is the luxurious office 
from which Mr. Lewis directs the 
activities of the lumber yards and 
retail hardware stores in Asbury 
Park and Spring Lake. In addi- 
tion, he has his own hardware and 
lumber concern in Lakewood, 
N. J. The furnishings of the office 
were selected by Mr. Lewis, the 
colorings of the rug being the 
same as those of the furniture and 
the draperies. All of the millwork 
used in the office was turned out 
in the lumber yard at Asbury 


Park. 
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AUGER BITS 


SELL THEM BY THE SET 


Divide sales effort and multiply profits by 
selling labor-saving Forstner Auger Bits by 
the set. Cash in on the need of every wood- 
worker for a complete size range of these 
all-purpose tools by offering them in con- 
venient, compact sets of 9, 11 or 17 bits. 





Forstner Bits, unlike others, are guided by 
a circular rim instead of a center or level. 
The entire cutting surface is working at all 
times leaving a clean, smooth hole regard- 
less of knots 
or grain direc- 
tion. 


















Write now for 
catalog which 
describes the 
entire line of 
Forstner Bits 
for hand and 
machine bor- 
ing. 








Pinest every way-HORTON 


HORTON MANUFACTURING CO., FORT WAYNE, INDIANA 


CRESSIVE MFG. CO. 
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Follow the LEADER 
in “Want Ad” Advertising— 


In every trade there is always a leader. In : 7 ?, “CLIMA ¥ 
the Hardware Trade it is Hardware Age. | | = are atte 
Classified as well as National advertisers | | L baapes is the yy, 
have found it out. <0) AT THE TOP OF 


Year after year HARDWARE AGE has led a YOUR ‘WANT LIST”! 
its field in the volume of classified as well ; 
as display advertising. Its classified col- 





All over the country, people are busily 





and happily engaged in putting thou- 





sands of gallons of fruit juices, catsup, 


umns bring together buyer and seller, em- 


root beer and good old “home brew” 
ployer and employee. into thousands of bottles! Display and 
sell “CLIMAX” . . . make bottling time 

Those who contact the hardware trade ‘nto “Profit Time!” 
know from experience that HARDWARE Durable steel construction for lifetime 
AGE is the logical medium to use to secure mi ps oes — — AB 
2 ? ee” otties tipping ... big, easy-working 
RESULTS from their classified advertising. handles and powerful return spring for 


quick, positive operation! 


HARDWARE AGE 
230 West 30h St, New York City The EVEREDY CG. 


| 5 EAST ST., FREDERICK, MD. * NEW YORK SHOWROOM-225 FIFTH AVE. 
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lantern cus- 
tomers in 


hood that 


terns with new 
Dietz Stream- 
line models. 
They are the 
BEST tubular 
kerosene lan- 
terns ever 
made. 





7 ee 


BIGGER BUSINESS ON LANTERNS 


It will pay you 
to suggest to 


your neighbor- 


they replace 
old style lan- 


iy 4 
LANTERNS 


ae Ae Se Sd i Ae a 








Makers of Lanterns for the World; Founded 1840 





DENISTON 


‘Lead Seal’? NAILS 


Get samples of this remarkable roofing nail 
which makes any kind of roofing give better service. 
Smart dealers everywhere sell it as a profit-maker 
and good will builder. Note the famous ‘Lead 
Seal’’—the. lead under the head and down the 
shank actually plugs the nail hole with lead! .. . 
Ask your jobber or write us for samples and dem- 
onstrator blocks. 


The DENISTON Company 
4840 S$. Western Ave. 


CHICAGO, ILL. 








DTOOLS 
Tools that Serve — 
Cutlery that Cuts 
We protect you through Jobbers 


DAMASCUS STEEL PRODUCTS CORP. 
Rockford Winois 


CUTLERY 



























ROCHESTER ADJUSTABLE 
SASH BALANCES 

A product of Guar- 

anteed quality. Real 

profit in handling 

them. 


Write for prices. 


BRechester Sash Balance Ce., Ine. 
Bechester, N. Y. 
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Coming Conventions 
and Events 


American Hardware Manufactur- 
ers Assn. and the National Wholesale 
Hardware Assn. Oct. 17-20, 1938, at the 
Marlborough-Blenheim Hotel, Atlantic 
City, N. J. Charles F. Rockwell, 342 
Madison Ave., New York City, is secre- 
tary of the manufacturers’ group, and 
George A. Fernley, 505 Arch St., Phila- 
delphia, is secretary-treasurer of the 
wholesalers’ group. 


Contract Builders’ Hardware Dis- 
tributors, National Assn. of, Sept. 
20-22, 1938, at Wm. Penn Hotel, Pitts- 
burgh, Pa. Assn. office at 225-227 Fed- 
eral St., N. S., Pittsburgh, Pa. 


Hardware Golf Association, 13th 
annual tournament at Elms Hotel, Ex- 
celsior Springs, Mo., Sept. 15-17. R. A. 
Sundvahl, 321 W. Randolph St., Chi- 
cago, is secretary. 


Implement Dealers Assns., National 
Federation of, Oct. 11-13, 1938, at the 
Hotel Sherman, Chicago. Herbert J. 
Hodge, secretary, Abilene, Kan. 


National Small Business Men’s 
Assn. convention, Sept. 13-16, 1938, at 
Syria Mosque Temple, Pittsburgh, Pa. 
Assn. headquarters, 163 N. Union St.. 


Akron, Ohio. 


National Wholesale Hardware 
Assn. and the American Manufacturers 
Assn., Oct. 17-20, 1938, at the Marl- 
borough-Blenheim Hotel, Atlantic City, 
N. J. George A. Fernley, 505 Arch St.. 
Philadelphia, is secretary-treasurer of 
the wholesalers’ group, and Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary of the manufacturers’ 


group. 


Washer-Ironer Show, first annual 
exhibit sponsored by the American 
Washer and Ironer Mfrs: Assn., Stevens 
Hotel, Chicago, in January, 1939. 


Western Retail Implement & 
Hdwe. Assn., annual convention, Jan. 
17-19, 1939 at the Municipal Audi- 
torium, Kansas City, Mo. 


Relax Restrictions! 


Now the Government is going into 
the banking business to the extent 
of making loans to small business 
men. Why? The banks have the 
money to loan. All the Administra- 
tion has to do is relax the credit re- 
strictions and thousands of small 
business men will start pouring into 
the banks, obligations in one hand 
and collateral in the other—DeV it: 
M. Emery, president, National Small 
Business Men’s Association. 
Forbes. 











“Little Giant’”’ Faucet Reseater 


A useful tool for 
every home owner. 
It will produce a 
gear beveled seat in a 
va faucet — make it 
leak-proof. Equipped 
with 3 cutters and 3 
pilots. Retails prof- 
Sr itably at $1.50 each. 
Write for Prices. 


gg Little Giant Mfg. Co. 


srmeer 3781 Grand Ave. 
DETROIT, MICH. 








BURDEN 


Horse & Mule 
Shoes 


Hand puddled 
bar iron and 
iron rivets 


THE BURDEN IRON COMPANY 


Established 1809 
TROY, N. Y. 











KEY BLANKS 


OF EVERY DESCRIPTION 
Also, assorted skeleton keys. 


Catalogue on request 


GRAHAM MFG. CO. 


Dept. W. 
Derby, Conn., U. S. A. 

















@ @ CLEVELAND,OHIO @ ® 


STEEL BRICK HODS 


Have been used 
for years 
because of 

their strength 
and lightness. 

Ne. 162 wu’ 


All steel 
Brick x7” deep 
Prices Will Interest 


The Cleveland Wire Spring Co. 


E. 88th St. and Hamilton Ave. 











GUNSHINE 


Proces® 


arench 


cHAM 


MADE IN U.S.A. 


ASK YOUR JOBBER 


HOYT & WORTHEN 
TANNING CORP. 


HAVERHILL MASS. 
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Seeweeeeeeeeeeeeeeeeeeeeee 


for 
CLASSIFIED 
OPPORTUNITIES 


Turn to Page 102 
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CORN 
KEES HUSKERS 
Boost FALL SALES! 


@ Write today for your free copy of the 
Kees Corn Husker Catalog. The original Hook 
husker, now offered in a variety of patterns 
to meet the requirements of the great mass 
of farmers. No freak numbers. Tried and 
proved store leaders with fast turn-over and 
quick profit. 





Also get details, prices Kees Thumb 
Cots, Wrist Bands, and Husking Pegs. 


0.170 Do it today. 
F. ‘D. KEES MANUFACTURING CO. 
Box K-8 Beatrice, Nebr. 





HASSALL IS 

FT toclucl i me 
COLD ? 
FORGED fet > 
ECONOMY & 
ACCURACY | 


STRENGTH 


IMPROVED >> ; 
PRopucT = =~ = 
MADE TO ORDER IN ANY METAL 
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Do You Sell Through 


Hardware Channels? 


If so, you need the Hard- 
ware Age VERIFIEDLIST. 
It is indispensable for Call- 
ing on Hardware Jobbers— 
for your Credit Depart- 
ment and for Direct Mail 
Work. This carefully com- 
piled verified 


MAILING 
LIST 


of Wholesale Hardware 
Houses 


lists: Shelf Hardware Jobbers, Heavy Hardware 
Jobbers, Mill Supply Distributors, Plumbers’ and 
Tinners’ Supplies Jobbers, Manufacturers’ Agents, 
Hardware Chain Stores, Hardware Association 
Lists, etc., etc. 





Price $10.00 a copy. Remittance with order. 


HARDWARE AGE VERIFIED LIST 
239 W. 39th Street New York, N. Y. 
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TO MAKE GOOD ROOFING 
BETTER— 


Leading canmetnnee of Roofing 
seal it with a 
top layer of 


STA-SO 


the crushed slate 
surfacing that de- 
fies the elements. 





That’s why you—Mr. Dealer—can safely recommend 
any te why of roofing that is surfaced with STA-SO 
—the sure defense against weather and wear. 

STA-SO consists of crushed hard slate particles 
imbedded in roofing to overlap like fish scales, giving 
the surface an armor-like resistance to age, sun, 
weather and fire. Particles do not drop out or wash 
off. Comes in many colors and they never fade. 


The presence of STA-SO on any particular make of roofing 
is not indicated by any STA-SO brand or label. Therefore 
make sure that any roofing you recommend has STA-SO 
|| protection. WRITE FOR THE FACTS. 


No Roofing Is Better Than Its SURFACE 
CENTRAL COMMERCIAL CO., CHICAGO 


YOU CAN ALWAYS SAFELY RECOMMEND 
ANY ROOFING SURFACED WITH 


° STA"SO"s2 ° 

















KNOWN 
EVERY WHERE 


No. 800 — Low Priced, Pump Filler, 
Polished Brass Finish. 


No. 600A — Bottom Filler, T Handle 
Lock Down Pump, Polished Brass Finish. 


No. 158A—Chrome Plated Tank and 
Pump, Full Skirted Windshield. 


CLAYTON & LAMBERT Mrc. Co. 


DETROIT, MICHIGAN 


































FUEL SAVING and BETTER HEAT 


WILL =9o// THESE BRUSHES 


Furnace and Boiler cleaning is an important factor in 
every home heating plant. The new Schaefer RUST- 
PROOF FLUE AND FURNACE BRUSHES offer 
YEARS of efficient service at a price only slightly 
higher than the cheap profitless brushes you have 
been selling. Fast-cleaning wire bristles are made 
of a Silvery Brite special alloy steel, thoroughly 
RUSTPROOF, not merely treated with a rust- 
proofing solution. Here’s Quality that will 
sell—at a margin of profit worthwhile to you. 
@ Let us tell you of the aggressive Merchan- 
dising Plan behind Schaefer Rustproof Flue 
and Furnace Brushes. 


. 393 WN \ ' SCHAEFER BRUSH MFG. CO. 
|\iem ere 117 West Walker St. 








° Right Milwaukee, Wis. 

| No. 

Round 5) WT os 7 cal col 

= SCHAERPER srusHes 





BUY SCHAEFER-ITS SAFER 








information regarding sources of supply as pro- 
vided readers of Hardware Age by the “Who Makes 
it?” editor is here presented as an aid to others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?” 
issue. When writing to the firms mentioned, state 
that you secured your information from the Hard- 
ware Age Directory Number. 


The “Who Makes It?” issue of Hardware Age enables you to quickly locate sources of 


supply and helps you answer many questions regarding brand names, products, etc. 


New Haven, Conn.: Who makes 
nand operated cash carrier systems? 
John E. Bassett & Co. 

ANSWER: Lamson Co., Inc., 
Syracuse, N. Y. and J. L. Baldwin 
Carrier Co., 30 So. Clinton St., Chi- 


cago, Ill. 
* * * 


Gillett Grove, Iowa: Who makes 
an electric hog and cattle driver? 
Sharff Grain Co. 

ANSWER: Antiseptic Products 
Co., 3101 Walnut Street, Denver, 
Colo. 


* * * 


San Francisco, Calif.: Who makes 
a lock for locking dial telephones? 
Leland Co. 

ANSWER: Lok-A-Fone Co., 55 
West 42nd Street, New York City. 


* e * 


Hempstead, N. Y.: Who makes the 
Setwell garment hangers? H. Blum- 
berg & Sons, Inc. 

ANSWER: Mackie-Lovejoy Mfg. 
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Co., 1701 West 13th Street, Chicago, 
Ill. 
* * 

Elizabeth, N. J.: Who makes the 
EX-AIR fly spray? Speiders Hard- 
ware Co., 136 Elmore Ave. 

ANSWER: Hopcraft Co., Philip 
& New Streets, Philadelphia. Pa. 


* * * 


Greenwich, Conn.: Please furnish 
the address of the Hollywood Racket 
Mfg. Co. Greenwich Hdwe. Co. 

ANSWER: 7462 Melrose Avenue, 
Hollywood, Calif. 


* * * 

Greenville, W. Va.: Who makes a 
hay rake marked J. H. CO.? A. L. 
Goodall. 

ANSWER: Massey-Harris Co., Ba- 
tavia, N. Y. 

* * * 

Maryville, Ohio: Who makes a 
steam electric iron? Holt Supply 
Co. 

ANSWER: Steem-Electric Corp., 
1726 Lafayette Ave.. St. Louis. Mo. 


Indianapolis, Ind.: Please furnish 
the address of the Artcraft Stove 
Co. Charles Koehring & Son. 

ANSWER: Canton, Ohio. 


* * * 


Linden. N. J.: Who makes the 
Kleensweep floor sweeping com- 
pound? Wood Ave. Hdwe. Co. 

ANSWER: Sweeping Compound 
Mfg. Co. of N. Y., Inc., 421 Broome 
Street, New York, N. Y. 


* * * 


Morristown, Tenn.: Who makes 
the Osgood Scales? Whittaker- 
Holtsinger Hdwe. Co. 

ANSWER: Binghamton Scales 
Mfg. Co., Binghamton, N. Y. 


* * * 


Cleveland, Ohio: Who makes 
house numbers with reflectors used 


on lawns? Loew’s Hdwe., Inc. 


ANSWER: Reflecto Products Co.. 
210 Fifth Avenue, New York, N. Y. 
and Surf Advertising Co., 60 East 
42nd St.. New York City. 


HARDWARE AGE 
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Vaughan, 


SAFETY FUOLL 5p, 
Can Opener 


25,000,000 women can’t | 
| 
| 
| 





















be wrong. Approved by 
Good Housekeeping. 
The simplest... best- 
cutting ...easiest-to-use 
can opener on the mar- 
ket. For quick turnover 
—and good profits—dis- 
play this Nationally Ad- 
vertised Popular Seller. 


VAUGHAN NOVELTY WERE CO., INC. 
3211-25 CARROLL AVENUE. CHICAGO. ILLINOIS, U.S. A 





47 WARREN STREET 


NEW YORK 


Sis & ¢ Too! 


CORPORATION 740 NO. WASHINGTON AVE 


MINNEAPOLIS, MINN 








STAR ;ite 


are always dependable — 














Dependability is a sure sales getter. Star Heel 
Plates have maintained their dependable quality 
for 30 years. Hence the popular demand for 
them. Made with thin prongs that do not injure 
the shoe. No nails to come loose. 9 sizes to fit all 
sizes of shoes. ‘4 gross pairs in box. 


Sold by Leading Jobbers—Send for Samples. 
STAR HEEL PLATE CO.. Newark, N. J. | 














- SAND'S LEVELS 


— TELL THE TRUTH — 
(— OL) 


WORLD'S STANDARD FOR 43 YEARS 
“Factory Built-In Accuracy” 


MASONS’ WOOD AND ALUMINUM 
CARPENTERS’ WOOD AND ALUMINUM 
TILE SETTERS’ WOOD AND ALUMINUM 
SAND’S-STEVENS SURFACE AND LINE 

















Write for Catalog 


SaAND’S LeveL & TOOL COMPANY © . 


8631 Gratiot Ave. 


DETROIT, MICH. ® 
ecece| 








No. 45 


Combination Wrench 








NEW TYPE PATENTED DOOR HOLDER 


Neat, compact, easily installed. 
Automatically holds door in 
wide-open position. Slight finger 
pull releases when door is to be 
closed. Heavily japanned to re- 
sist weather. Sells on sight. 
Priced to show ample profit for 





Since 1888 Coburn Products 


COBURN TROLLEY TRACK CO. 


50 Canal Street 


Serves a 


by number. 


Ask your 





with long nut. 


2 Been Dependable 


Holyoke, Mass. 


“Double Duty”— 


This B. & C. Combination Wrench will grip, 
hold and turn pipe quickly and unfailingly, and 
will tighten or release any nut within jaw ca- 
pacity. Also ideal for general use. Built extra 
strong and sturdy like all B. & C. Wrenches. 
Interchangeable parts. 
sizes: 10 to 18 ins. ine. 


4 profitable selling 
No. 45—Bright finish 
No. 46—Black finish. Order 


Jobber. BEMIS & CALL CO. 
SPRINGFIELD, MASS. 











Lead the Field | 
with WESTFIELDS in 1938 § 











This seal on the front 
mudguard is a sign of 
sure profits for you on 
the complete West- 
field line—And you’ll 
need Columbias as 


( 1 well for those who 
\ Le > ( al want America’s most 
= BI famous bicycle. 
& STANDARD OF THE WORLD > 


































THE WESTFIELD MFG. CO. 
WESTFIELD, MASS. 


















Balanced FOR SALES 
Balanced FOR PROFITS 


| This balanced assortment from 

4 ‘The Tool Box of the World”’ gives 
\ you 12 Stanley Nail Hammers 

. every one a fast seller. 





B® [STANLEY ] 


TRADE MARK 









Order From Your Jobber 


STANLEY TOOLS 


New Britain, Conn. 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 
Set solid, maximum, 50 words....... $3.06 





Al capitals, maximum, 50 words.... $4.00 
Each additional] word.... d 
Positions Wanted 
( Special | ang set solid, maximum, 
GO WETHER occcccccccccccccccccccs -50 
Each additional word ...........+.- 01 


{Low Seven Words for K eyed Address or Your Address 


o P~ ssasens DISPLAY RATES 
ME IND 2c cece ec ee rere neeeeeeee 





Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 

4 insertions, 10% off; 8 insertions 15% off. 

Due to the special rate, these discounts do 

not apply on Positions Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency. 








HARDWARE a is published every 
other Thursday. Classified forms close 
13 days previous to date of publication. 





NOTE 


Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 
—_~e— 
Address your correspondence and replies to 
HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St.. New York City 

















HARDWARE PERSONNEL. OUR FILES 
CONTAIN applications of several hundred experi- 
enced and well trained employees in the hardware 
industries. No charge to employers for this ser- 
vice. If we can be of any help to you, just 
‘phone ASSOCIATED PLACEMENT BUREAU, 
152 West 42nd Street, New York City. Wis. 
7-1802, 1803. 








Young Aggressive Credit Man 


can be of real service to up-to-date hard- 
ware manufacturer, jobber or re- 
tailer. Eight years’ experience in responsible 
position with large New York Bank and at 
present with well-known electric refrigeration 
corporation. Married; age 28 References ex 
changed 

Address Box D-72, care of HARDWARE AGE 

239 W. 39th St., N. Y. City 














SALESMAN, 39 YEARS OF AGE, calling on 
hardware jobbers, chain stores, auto accessory 
chain stores and jobbers. Would like to have hard- 
ware lines that could be sold to above concerns. 
15 years’ hardware experience covering Illinois 
and Wisconsin. Address Box D-88, care of 
Harpware Acr, 239 W. 39th St., N. Y. City. 





COLLEGE MAN FIFTEEN YEARS’ HARD- 

WARE paint housefurnishings’ experience. 
Twelve years owner retail store. A-1 all around 
mechanic, locksmith, electrical repairs. Able to 
take full charge. Trim windows. Resourceful 
producer. Highest references, bondable. Road 
position considered. Also experienced real estate 
management and maintenance. Moderate salary. 
Address Box D-131, care Harpware Ace, 239 W 
%h St.. N. Y. City. 


ENERGETIC HARDWARE MAN OF GOOD 
ippearance and excellent character with sixteen 
years’ successful experience in retail hardwrre 
management applying modern methods in sales, 
display, store arrangement, etc., desires connec- 
tion with reliable retail hardware organization de- 
manding enthusiasm, loyalty, responsibility—and 
results. Ohio or Indiana preferred. Excellent 
references. Address Box D-116, care of Harp- 
warE Ace, 239 W. 39th St., N. Y. City. 


CREDIT EXECUTIVE—ACCOUNTANT, 33 
YEARS, desires to forge ahead with responsible 
organization. Fourteen years with prominent 
Eastern hardware and paint concerns. Capable 
business adviser—familiar with financial and 
profit ratios and operating budgets perpetuating 
any organization, merchandising controls, cost and 
selling records. Thoroughly experienced with con- 
tractual and industrial credits. Assume full 
credit responsibilities. Location no factor. Ad- 
iress Box D-135, care of Harpwaret Ace, 239 W. 
39th St.. N. Y. City. 
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SOMETHING NEW! GENUINE LITHO- 
GRAPHED DECAL transfers, now offered in 
small quantities. An attractive name plate insures 
wide advertising publicity at low cost. Sideline 
salesmen wanted; prospects everywhere—good com- 
mission, steady repeats. Samples on request. Ad- 
dress—Ralco Decaleo, HA—1305, Washington 
Street, Boston, Mass. 


MANUFACTURER OF HICKORY TOOL 
HANDLES, in business 50 years, wants experi- 
enced salesmen, calling on large retail hardware 
dealers, dept. stores, mill supply houses and fac- 
tories. Strictly commission basis. Quality and 
prices will get business. Several good territories 
open. Address Box D-133, care of HARDWARE 
Ace, 239 W. 39th St., N. Y. City. 


BUILDERS’ HARDWARE SALESMEN 
WANTED TO sell our line of brass, bronze, 
aluminum railings, fittings, bar fixtures, thresh- 
o'ds, grilles, metal letters, signs, bulletin boards, 
directories, etc. Commission basis. Write for 
details and literature. Newman Brothers, Inc., 
680 W. 4th St., Cincinnati, Ohio. Established 
1882. 


SALES REPRESENTATIVES WANTED 
IMPORTANT—Shovel, Screw Driver and Paint 
Lines open for New York State, West Virginia 
and some other Eastern States. Manufacturers’ 
Avents and Manufacturers should list their needs 
with us. Salesmen over 40 preferred. No charge 
for our service. Mutual Network of Manufac- 
turers’ Agents. Address Box D-130, care Harp- 
warE AGE, 239 W. 39th St., N. Y. City. 


IF INTERESTED IN SELLING DIRECT TO 
RETAILERS AND JOBBERS WE HAVE HOT 
HARDWARE SPECIALTIES SELLING FROM 
COAST TO COAST. SALESMEN WISHING 
TO BUY AND SELL (ACTING AS YOUR 
OWN JOBBER) EXCELLENT PROPOSITION 
EXCLUSIVE TERRITORY. SOME TERRI 
TORY OPEN. ADDRESS—FULTON PROD 
UCTS COMPANY, 125 W. 33RD ST., NEW 
YORK CITY. 


EASTERN MANUFACTURING COMPANY 
ESTABLISHED FIFTY years wants several 
commission salesmen with established following in 
wholesale and retail hardware, furniture and 
sporting goods trade, also department stores and 
syndicates. Summer and winter vacation resorts, 
country clubs, tourist camps, etc., also potential 
markets. Line is modern, priced right and will 
be materially expanded. Write, in fullest con- 
fidence, lines carried, territory served, how often 
covered and other pertinent details. Personal 
interview contingent on your letter. Address Box 
D-132, care Harpware Acer, 239 W. 39th St., 
N. Y¥. City. 





NATIONALLY KNOWN MANUFAC. 
TURER, ESTABLISHED IN 1865, desires 
salesmen, now calling on retail hardware trade, 
to take on additional line on commission basis. 
Exclusive territory offered; several good terri- 
tories open. Salesman must be covering territory 
applied for regularly. Address Box D-101, care 
of Harpware Ace, 239 W. 39th St., N. Y. City. 


NATIONALLY KNOWN CATALOGUE 
HOUSE CARRYING a full line of cut rate 
hardware, tool and bicycle accessories has open- 
ings in all territories for salesmen calling on hard- 
ware, variety and bicycle stores, on straight com- 
mission basis. Write details of your experi- 
ence, exact territory covered and firms now repre- 
sehting. Address Box D-108, care of Harpware 
Ace, 239 W. 39th St., N. Y. City. 


MANUFACTURER OF WOOD BURNING 
FIREPLACE equipment has live proposition for 
salesmen calling on hardware, fireplace equipment 
and department stores. Strictly commission basis. 
Territory available in south-eastern, southern, 
south-western and Pacific Coast states. Give full 
information on lines carried and references. Ad- 
dress Box D-112, care of Harpware Ace, 239 
W. 39th St.. N. Y. City. 











REPRESENTATIVE OF WELL-KNOWN 
MANUFACTURERS of Shelf Hardware and 
Builders’ Hardware can take on one more good 
line selling to the Jobbers in Michigan, Wisconsin, 
Minnesota, Iowa, Nebraska and Dakotas. Ad- 
dress Box D-113, care of Harpware AGE, 239 
W. 39th St., N. Y. City. 


A THOROUGHLY EXPERIENCED FAC- 
TORY SALES representative of Hardware and 
Tool lines, with extensive jobber trade following, 
established in southwestern states, desires sales 
representation for an additional line of reliable 
products for sales and distribution through a well 
established jobber clientele, with whom regular 
sales contacts are maintained. Correspondence 
invited. Address Box D-126, care of HarpwareE 
Ace, 239 W. 39th St., N. Y. City. 














LARGE STORE FOR RENT: FLUSHING’S 
shopping center. Near Fair. Excellent location 
for retail hardware business. Site occupied by 
hardware business for twenty years; dealer now 
retired. No hardware store in vicinity. Nearest 
hardware store one mile. Sure fire opportunity 
for alert dealer. Low rent. : an Daniels, 
Keith Albee Bldg., Flushing, N. 
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WANTED TO BUY INTEREST IN small 
hardware store by young man with fifteen years’ 
experience. Broad knowledge merchandising, buy- 
ing, inventory control and latest business prac- 
tices. Purchase would be made with understand- 
ing that buyer would purchase entire store in 
few years. Prefer seaboard south of Baltimore. 
Address Box D-127, care of Harpware AGE, 2: 
W. 39th St., N. Y. City. 


FOR SALE HARDWARE STORE. CLEAN, 
modern stock, no old shop worn goods. Located 
in one of the best towns in western Colorado. 
Rare opportunity for two young hustlers, old 
established business. Reason for selling is old 
age 2nd poor health. Long lease, low rent, good 
building, 22 x 125. Brick, basement. Address 
Box D-129, care of Harpware AcE, 239 W. 39th 
St... N: ¥. City. 


Latrobe, Pa. Invoice about $15,000. Reasonable 
Rent. Other interests require owner’s time. In- 
quire Box D-106, care of HarpwareE AGE, 239 
W. 39h St., N. Y. City. 








BUILDERS’ HARDWARE MAN IN LARGE 
Middle Atlantic Seaboard city. Competent on 
architects’ plans and specifications, template work, 
scheduling and details on all classes of building 
construction. Must have thorough knowledge 
leading manufacturers’ lines including principal 
lock manufacturers. Must have ability to cor- 
rectly estimate and service work without assist- 
ance. Address Box [D-128, care of HARDWARE 





AcE, 239 W. 39th St., N. Y. City. 
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FOR SALE: HARDWARE STORE IN | 











WANTED SALESMEN: SEVERAL YOUNG 
MEN between 21 and 35 who wish to make 
permanent connection as traveling salesmen, on 
profit-sharing basis with national distributor of 
general hardware and associated items Single 
men preferred. but willing to make justified ex- 
ceptions. Must have from two to five years’ prac 


tical hardware experience in retail har.lware store. 
Must own or be able to obtain automobile. Must 
be able to make bond. Must be willing to start 
on moderate expense allowance. Unless you have 
the above qualifications, please do not apply. Give 
full particulars of your business history in first 
letter. All replies will be held strictly confi- 
dential. Address Box D-134, care of Harpwarer 
Ace, 239 W. 39th St., N. Y. City. 























OPPORTUNITY 
SPEAKS FROM EVERY CORNER 


Hardware companies who seek good Sales Repre- 
sentatives, desirable Accounts and the right kind of 
Help invariably use the Classified Opportunities Sec- 
tion of Hardware Age. 


Hardware men who seek good Positions also em- 
ploy the same Hardware Paper. This is because in the 


CLASSIFIED 


OPPORTUNITIES SECTION 
of HARDWARE AGE 


Opportunity speaks from every corner. Every issue 
of this widely read Hardware Trade Paper carries 
the advertisements of those who are looking for help 
as well as those who are seeking positions. It is the ° 
“Meeting House’ of the Hardware Trade. It secures 
quick, tangible results for its advertisers. 


Send your copy with remittance to 


HARDWARE AGE 


Classified Opportunities Dept. 


239 West 39th Street, New York City 
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Look at these selling features 
that your customers want 


Hardware men all over the country rely on Milcor 

Stove Pipe for quick, easy sales and profits. For 

(OCK JOINT Milcor’s two great leaders, LockJoint and “Titelock,” 
Patent Bo. SAGAS are built with features that give customers full value 
Stove Pipe for their money, features that make them glad they 


Here is a pipe that gives patronized your store, willing to tell others about you. 

you a real edge on com- 

petition. It's packed with Both these superior stove pipes are made of the 

sales building advantages finest quality metals, sturdy, and uniform blue in 
_ Just look at these — color and weight. 


Exclusive selling Feature profitable Milcor Stove 
features Pipe this season. Your jobber has 


Locking Device. Locks it... Send him your order today. 
by hand, easily and H-7 
automatically. Notched 
edge fits into opposite 
groove. 
Non-Slip End Lock. 
Prongs on locking tongue 
fit concealed slot, pre- 
venting up - and - down 
movement. 


3 Short Fade-Away Crimp. 


Gives wide, smooth sur- th ° 
face before bead assur- ” c mplete 


ing tight assembly. Mi LCOR; 
Heating 


Line 


Red p 
fio sod Ratuatebe MrccoR. STEEL CompanY 
A MILWAUKEE, WISCONSIN 
Me rec vomnr | ; D 


SYA eon Yee > 





[7 -O. UO). AO) = 800) 


. . , P “ r . . 
Cr ig bi Na as Ui ivi lua Ur € V¥iS 








AUGUST 25, 1938 














SPRING PIVOTS 
3 For Office Gates 


Double or Single Action 
Ball Bearing-Aligning Feature 


Adjustable Spring Tension to 
suit varying conditions after 
gate is hung. 





Bommer Spring Hinge Co. 


Type WY Brooklyn, N. Y. 














WKINNEY 


MANUFACTURING CO. PITTSBURGH,PA. 


PREFERRED FROM COAST TO COAST, 
A PROFITABLE LINE FOR YOU 


PEE DOMESS SILENCE 


SLIDE SILENTLY - SOFTLY- SMOOTHLY 
JOc SET-10c SET 10c St’ SAVE FURNITURE 


r—ij\. & FLOORS- CREATE QUIET 
| aad U Noam nt mes o lence 


Domes of Silence 
Rubber Cushion Glides 


Ask your Jobber. If he is not supplied write to 


DOMES of SILENCE. Inc. 35 Pearl St. N.Y. C. 





Mouldek RUBBER GOODS & Specisth:. 








| ; PLAIN AND MUSHROOM BUMPERS —— 
RUBBER HEAD NAILS @ TOILET SEAT BUMPERS \ 

CHAIR TIPS @ CRUTCH TIPS @ SUCTION RUBBERS 

} 


SEND FOR CATALOG OF COMPLETE LINE 


iThe ELASTIC TIP Co. 


370 ATLANTIC AVE: BOSTON:-MASS-: 








O,! must 
N HAVE IRON 














STICKS—HOLDS— LASTS 


Standard every- 
where because made 
of plenty of new live rub- 
ber that stays alive. Doesn’t 
dry out. Extra adhesive. 4 sizes 
—#1, #2, #4 and #8. In dis- 


play containers, as shown. 


BULLDOG _, 
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Greatest Spotlight Value 
of All Time to Retail at 
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BOND ELECTRIC CORPORATION 


(omen. Mm. | CHICAGO Hee SAN FRANCISCO, CALIF 
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Order Screw Drivers in 


“YANKEE 


MERCHANDISERS | 


Increase Your Sales and Profits 


Nationally Advertised 


Famous No. 90. . No. 95 
““Yankee’’ Screw Drivers 
Now packaged FOUR ofasize. 
Each package a **Yankee”’ 
Merchandiser, ready to set up 
as a display selling unit on 
counter or in window. 


**Yankee’’ Merchandisers — 
supplied by your jobber at no 
extra cost, are standard pack- 
ingin following bladelengths: 
No. 90 1%” 2” 3” 4 5” 6” 
No. 95 214” 314” 414” 514” 614” 


They Stand Up 

Under Use and Abuse 
**Yankee’’ Screw Drivers are 
known theworld over for their 
superior quality and depend- 
ability. Every blade individu- 
ally tested. Will not twist 
or break on the edge. Cannot 
loosen in the handle. 
No. 90—Standard: 15 Sizes, 
1%” to 30”. No. 95—Cabinet 
Blade: 11 Sizes, 2%” to 15%”. 
Regular half-dozen packing 
will be continued. 
North Bros. Mfg. Co., Philadelphia 


Not An Assortment 
Not sold to chain stores or mail order houses 
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